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What Task Force Seeks 


By Maynard M. Gordon 
News Editor 

HE Task Force Committee of 

the National Automobile Deal- 
ers Assn. has asked auto manufac- 
turers to restore traditional dis- 
counts and to 
adopt a floor-plan 
payment plan as 
major remedies to 
the dealer profits 
sickness, 

Specifically, 
Task Force Chair- 
man H. L. Galles 
jr. announced 
Thursday, the 
committee has 
recommended res- a 
toration of histo- H. L. Galles Jr, 
ric discounts on all cars, including 
compacts, with a 3 percent hold- 
back. 

To solve the problems of over- 
production and inventory exces-~ 
ses, the Committee wants the fac- 
tories to assume all wholesale 
flooring costs when a dealer’s 
supply exceeds 45 days. 

These are the highlights of 18 
proposals which the six-member 
Committee has made to the five 
manufacturers in 10 meetings dur- 
ing the past six weeks. Factory 
reaction and counterproposals now 
are being received by the Commit- 
tee. 

Galles told Automotive News he 
was satisfied with factory accept- 
ance of the proposals and was 
hopeful that short-range reforms 
might be forthcoming in several in- 


First-Half Output 
Off 16 Percent 


June Is Year’s High; 
Weekly Rate Firm 


By John E. Walsh 
Staff Writer 


OMESTIC auto and truck mak- 

ers turned out an estimated 
3,315,576 units in the first six months 
of 1961, a decline of 16.9 percent 
from the 4,538,637 produced in the 
like period a year ago. 

The first-half auto output to- 
talled an estimated 2,741,537 units, 
28.1 percent under the 3,813,529 
January-June assemblies in 1960. 
Truck production was off 12.8 per- 
cent, from 725,108 a year ago to 
574,039. 


The first half finished on a strong 
note, however, as June output hit 
the highest point of the year. The 
industry turned out an estimated 
560,871 cars, up 3.3 percent over 
May’s 542,865, but 8.6 percent under 
the 613,718 assemblies in the like 
month last year. 

Truck output also set a 1961 rec- 
ord in June, climbing from 103,320 
in the previous month to 111,333 for 
a gain of 7.8 percent. The total was 
only 1.7 percent under the 113,301 
units built in June, 1960. 

* * oe 
Auto production topped the 500,- 

000 mark in only two of the 
first six months of the year — May 
and June. The low point was reach- 
ed in February, when only 362,767 
cars were turned out. Totals for 
the other months were: January, 
414,752; March, 408,539, and April, 
447,343. 

Winding up the first half last 
week, the industry produced an 
estimated 126,736 autos and 25,528 

(Continued on Page 35, Col. 1) 














stances by announcement dates for 
’62 cars in September. 
* * ok 

WoO June concessions from Gen- 

eral Motors contributed to 

Galles’ optimism, he said. The cor- 





carryover-model rebate to d 
strators and expanded it 
swapping markups among GM 
dealers. Po 

“The fact that each“manufacturer 
has assigned a top-level executive 
to consider our plans and that each 
president has met with us at least 
once is most encouraging,” said 
Galles. : 

The diScount on compacts has 
been pegged at 20 percent, plus 
a one percent holdback, since the 
Big Three entered this field two 
years ago. The “historic” discount 
would be 25 percent in the cases 
of volume models, Galles said. 

Galles, former NADA president 
and a GM dealer, said there was a 










“good chance” for adoption of the 
revolutionary plan for factories to 
absorb excéss flooring costs. He ex- 
plained that a 30-day supply, sug- 
gestéd by some as a proper yard- 
stick, would be inadequate in re- 
mote areas of the country. 
ok * cd 


EMBERS of NADA are to re- 
ceive copies of the Task Force 
report in a special mailing this 
week, The pamphlets are illustrat- 
ed with detailed charts and dia- 
grams showing how dealer profits 
have declined, the zigzags of car 
production and the steadily grow- 
ing trend of field inventories. 
Another recommendation made 
by the Committee is that factories 
prevent field personnel from boost- 
ing individual-dealer marketing 
quotas originally determined at fac- 
tory headquarters. One company, 
Galles said, is seriously considering 
this. 
(Continued on Page 35, Col. 4) 
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Task Force Committee at Chrysler— 


Two members of the Task Force Committee of the National Automobile Dealers 
Assn., James C. Moore, seated left, NADA executive vice-president, and John H. 
Lander, seated right, NADA first vice-president and Atlanta Dodge dealer, visited 
E. C. Quinn, center, Chrysler Corp. sales vice-president, last week to discuss factory- 
dealer relations. Also attending the conference at Chrysler's headquarters in Highland 


Park, Mich., were, standing, from left, F. 


E. Cogsdill, executive assistant to Quinn, 


and T. A. Ostby, sales services director for corporation's sales group. 
. ¢ 


Pre-Cleanup Stocks Increase 


the inventory proved a jarring note| smoother cleanup than last year’s. 
on the heels of four straight month-| These factors are listed as the 


GRADUAL rise in the dealer 
inventory of new domestic cars 
left a cloud of uncertainty over the 
cleanup outlook at the end of June. 
The buildup raised the July 1 
stockpile to approximately 965,000 
cars, or upwards to a 50-day supply 
at the disappointing retail-delivery 
rate last month. 

At the beginning of June, the 
estimated 904,441 domestic cars 
in stock equalled only a 44-day 
supply. The unexpected lag in 
sales, combined with firm produc- 
tion scheduling, brought about the 
inventory upswing. 

Dealers recalled that a year ago, 
the alltime-record float of 1,038,967 
new domestics presaged the worst 
cleanup in years. More leftover 
models remained unsold at ’61 in- 
troduction dates than at any pre- 
vious time in history. 

* cd cd 
Amune this year of earlier 
buildouts by all producers, no 
dealer is pressing the panic button 
as yet so far as the cleanup is con- 
cerned. But the June expansion of 








ly declines. 
Other factors are working for a 


Peaceful Talks 
Seen as Big Three 
And UAW Begin 


By Francis J. Gawronski 


Staff Writer 
Te Big Three auto makers — 
General Motors, Ford, and 


Chrysler—and the United Auto 
Workers began negotiations on new 
labor contracts last week with both 
sides expressing optimism about 
reaching a peaceful settlement, 


American Motors and the UAW 
will meet Thursday (July 6) and 
Studebaker-Packard negotiations 
will begin late this summer. 

As the 1961 talks were launched 
in the General Motors Building in 
Detroit, Walter P. Reuther, UAW 
president said the union would do 
everything possible to work out 

nen 9S wage 6, Col. 1) 





Auto Wage Negotiations Begin— 


Walter P. Reuther, left, president, United Auto Workers, and Louis G. Seaton, per- 
sonnel vice-president, General Motors, shake hands to mark the opening of the 1961 
negotiations for a new labor contract covering some 500,000 workers in the auto 
industry. The GM talks are being held in the General Moters Building in Detroit. 
To the left of Reuther is Francis J. Gawronski, Automotive News labor writer. 


wider acceptance of compacts; 
pressures for factory reforms in 
dealer practices from the Task 
Force Committee of the National 
Automobile Dealers Assn., and the 
threat of a strike and consequent 
car shortage growing out of the 
auto company contract negotiations 
with the United Auto Workers. 


With 10 makes offering com- 
pacts, only a handful of dealers 
are not armed with lowest-priced 
merchandise at the time of year 
when bargain-hunters abound. 
Industry experts have forecast 
that the compact sales ratio may 
reach an alltime high this au- 
tumn. 


One manufacturer—General Mo- 
tors—already has instituted a wel- 
(See Inventories, Page 36, Col. 3) 








Top Cars 


New-car registrations for four months 
(minus one state), plus 24 states 


for May: 

1961 1960 
Pos. Make Pos. 
1—519,116 Chev. 605,249— 1 
2—433,479 Ford 513,325— 2 
3—123,111 Pontiac  144,335— 5 
4—116,944 Rambler 146,772— 4 
5—105,309 Olds. 125,981— 7 
6—103,477 Plym., 161,619— 3 
7— 92,351 Buick 95,487— 8 
8— 77,988 Dodge 126,411— 6 
9— 56,404 Comet 24,913—13 
10— 51,698 Cadillac 55,300—10 
11— 40,119 Mercury 58,317— 9 
12— 30,705 Chrysler 28,804—12 
13— 26,045 Stude. 41,429—11 
14— 10,990 Lincoln 9,101—14 
15— 4,068 Imperial 6,179—15 
133,253 Misc, 209,714 
Total All Makes 
1,925,057 2,352,936 


Further details on Page 28. 





Car Sales Top 2.8 Million 
In First Half; June Lags 


By Robert M. Lienert 
Associate Editor 

EW-CAR sales in the first half 

totalled an estimated 2,862,000, 
down 16.10 percent from the 1960 
count of 3,411,169 registrations. 

Except for off-year 1958, it was 
the smallest first-half volume 
achieved since 1954. Projected on 
a historic pattern, new-car sales 
for the full year should exceed 
5.6 million by a small margin. 

Estimated sales for the second 
quarter were 1,593,493, a gain of 
25.62 percent over first-quarter reg- 
istrations of 1,268,507. 

* * + 

OMPARED with last year, sales 

fared relatively better in the 
second quarter than in the first 
quarter. This year’s first-quarter 
count was 16.60 percent below last 
year’s 1,520,963. 

The second quarter fell 15.70 
percent below the corresponding 
1960 count of 1,890,206. 

Peak volume for both periods 
was established in 1955, with 1,552,- 
735 in the first quarter and 1,966,894 
in the second. 

The sales record, coupled with 
other factors, gives dealers little to 





cheer about as they swing into the 
midsummer sales battle. 
Bd * *” 


APPING the so-so first half, 
June saw estimated sales fall 
(Continued on Page 4, Col. 1) 


Ford Alternative: 


Credit for All 


By Helen Kahn 
Washington Staff Writer 

ASHINGTON.—Ford Motor Co. 

is willing to offer its financing 
subsidiary’s services to all dealers 
and car buyers if Congress will leg- 
islate a require- 
ment to that ef- 
fect. 

The plan was 
proposed last 
week by Theodore 
O. Yntema, chair- 
man of Ford Mo- 
tor Credit Co. 
and vice- presi- 
dent of Ford Mo- 
tor Co., as an al- 
ternative to the 
7, Sa Celler bill, which 


would force divestiture of FMCC 
(Continued on Page 33, Col. 1) 
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Transport Costs 
A Big Issue in 
Rate-Bill Hearing 


WASHINGTON. — The price of 
cars to the consumer and the 
transportation costs to dealers and 
consumers of a car from the fac- 
tory to the showroom have again 


been raised in hearings on a legis-| | 


lative proposal to clarify the rate- 
making section of the 1958 Trans- 
portation Act. S 1197, sponsored by 
Senators E. L. Bartlett, 


homa Democrat, and others. The 
bill has been strongly endorsed by 
truckers and their unions and 
equally strongly opposed by rail- 
roads and their unions, 

The National Automobile Trans- 
porters Assn., a member body of 
the American Trucking Assns., has 


been a prime mover for the bill. The |' 


St. Louis-San Francisco Railway 
Co., a pioneer in the use of bi- and 
tri-level carg for hauling autos, 
joins with other rails in opposing 
the Bartlett bill. 

Auto manufacturers, thus far in 
the background, are said by the 
rails to oppose the Bartlett bill 
because use of rails for the long 
hauls is said to effect economy in 
the movement of cars from facto- 
ries to dealers. Some members of 
the Senate Commerce Committee, 
which has been holding hearings 
on S 1197, have implied that auto- 
makers have pocketed the savings 
realized by rail transportation in- 
stead of passing them along to 
either dealers or consumers. Sav- 
ings per car have been estimated 
at $30. 

Asked by Senator Hugh Scott, 
Pennsylvania Republican, and Sen- 
ator Monroney about the effect of 
transportation savings on the price 
of cars to buyers, J. E. Gilliland, 
vice-president of the Frisco Rail- 
road, said that the question should 
be asked of auto manufacturers. 

However, he told the committee 
it could “be secure in the knowl- 
edge that the public will eventually 
benefit.” He felt sure that “competi- 
tion will force lower prices to con- 
sumers,” but he noted that in pric- 
ing autos, transportation is only one 
element of cost. 

Gilliland agreed with Senator 
Monroney that the “price tag on 
the car is still the same,” but he 
added that it was his understanding 
that some auto manufacturers are 
asking the right to be heard. 

Some colloquy developed in the 
course of the hearing on transpor- 
tation costs for dealers. Gilliland 
believed that it was “the practice 
of the industry” not to charge deal- 
ers for “real costs” but to average 
them out so that dealers far from 
factories would not be penalized 
nor ones close to factories unduly 
benefitted. 

He also said that there was a 
“substantial movement” of cars 
by non-licensed carriers and that 
some dealers had a do-it-yourself 
type of transportation, He also 
estimated that “several hundred 
of thousands” cars were moved 
by private carriers. Most of the 
do-it-yourself, Gilliland thought, 
was in imported cars. 

Senator Scott pointed out that 
there might be a “bonanza” for 
shippers “big enough and energetic 
enough” to provide their own trans- 
portation. 

In his prepared testimony, Gilli- 
land said that passage of S 1197 
“would be dealing a fatal blow to 
the railroads.” The Frisco vice-pres- 
ident felt it necessary for rails to 
use their “inherent” advantage on 

(Continued on Page 34, Col. 3) 


Rockwell Admits 
Acquisition Deals 


CORAOPOLIS, Pa.—Col. Willard 
F. Rockwell, chairman of Rockwell- 
Standard Corp., has confirmed re- 
ports that the company is working 
on three “promising” acquisitions. 

He declined to reveal any names, 
but said agreement with one is vir- 
tually complete. He explained that 
the businesses would “add to our 
already diversified activities,” and 
noted that they are in the metal- 
working industry. 

Rockwell also reported that the 
company’s backlog of orders is the 
highest in 15 months. Monthly sales 
have improved steadily since last 
February’s low, he added, and the 
order backlog is now 35 percent 
above what it was at that time. 


Alaska | 7 
Democrat; Mike Monroney, Okla-|j 
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Eaton Research Tour— 

John C. Virden, chairman of Eaton Mfg. Co., center, escorts two visitors through 

Eaton’s new research center in Southfield, Mich. They are Edward N. Cole, Chevrolet 
general manager, left, and John Dykstra, president of Ford Motor Co. 
* 2: e- s 
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Research Centers Opened 
By Eaton, Sealed Power 


OUTHFIELD, Mich.—A $1.3 mil- 

lion research center has been 

officially opened here by Eaton Mfg. 
Co. on a nine-acre site. 

Housed in the new center is 
another million dollars’ worth of 
the latest mechanical, metallurgi- 
cal, chemical and electrical equip- 
ment for use in the company’s 
expanded research and develop- 
ment program. 

Main responsibility of the Eaton 


research facility is the development| 7 
of new products, many of which| | 
are already in various stages of| 
progress at the center and at the| % 


company’s divisions and _ subsidi- 


aries, 
ok * * 


Sn new center will also engage 
in improving and refining ex- 
isting products in the automobile, 
truck, industrial and marine fields. 
This work will be done for the 
Eaton central organization and for 
the 26 manufacturing divisions and 
subsidiaries with 35 plants in six 
states and four foreign countries. 

It will initially be staffed by 
76 people, including 30 engineers, 
under the supervision of Sidney 
Oldberg, director, and Robert 
Brown, associate director. 

The dedication ceremonies took 
cognizance of the fact that Eaton 


this year celebrates the 50th anni- 
(Continued on Page 36, Col. 1) 


Senators to Start 
*Truth-in-Lending’ 
Hearings July 17 


WASHINGTON. — Hearings on 
the “Truth-in-Lending” bill, spon- 
sored by Senator Paul A. Douglas, 
Illinois Democrat, are scheduled to 
begin July 17 before the Production 
and Stabilization subcommittee of 
the Senate Banking Committee. 

The Douglas bill would require 
that anyone engaged in the busi- 
ness of extending credit at the re- 
tail level disclose the price of credit 
to the customer in writing before 
the deal is closed. It would require 
disclosure in dollars and cents and 
at a simple annual rate on the un- 
paid, declining balance. 

In announcing the hearings, 
Douglas said: “In pursuing custom- 
ers, too many American business- 
men have wandered into a competi- 
tive jungle where they apparently 
believe that survival depends upon 
camouflaging the real price of 
credit. The typical businessman who 
is honest and law-abiding is the 
victim—not the cause—of credit 
practices that camouflage the true 
price of borrowing money and buy- 
ing goods and services on the in- 
stallment plan.” 

Douglas stressed that the bill’s 
only purpose was information, “It 
does not set a ceiling on finance 
charges,” he said. “Nor does it 
control credit terms, It merely pro- 
vides the consumer with accurate 
information about the price of 
credit so that he may shop for 
credit wisely.” 








By Joseph M. Callahan 
Engineering Editor 

USKEGON, Mich.—A million- 

dollar research center dedicat- 
ed to the improvement of piston 
rings and related products was for- 
mally opened here last week by 
Sealed Power Corp. 

Sealed Power, which produces 
piston rings and 
other products 
for all the auto 
makers and for 
the replacement 
market, has done 
research work al- 
most since its 
founding 50 years 
ago. 

However, about 
10 years ago the 
auto industry 
began making 
radical engine changes from year 
to year. This compelled the com- 
pany to increase its research and 
development effort in order to keep 
ahead of the rapid engine changes. 


* * * 


ss the metallography, 
metallurgical, chemical] and 
physical test laboratories will be 
more than 50 people, two thirds of 
whom are engineers. 

Paul C. Johnson, president, said 
that 3 percent of sales are now 
being budgeted for research, al- 
though research costs are actual- 
ly exceeding this sum slightly. 
The 1960 sales amounted to $25,- 
156,857. 

Headed by Don M. Hesling, re- 
(Continued on Page 36, Col. 3) 


Paul C. Johnson 


By Maynard M. Gordon 
News Editor 


ee operations 


models. 


in decision-making on consolidation 
main separate until the new cars 


timately will present a combined 
organization in all merchandising 
and manufacturing areas. 


decided is merger of the Chrysler- 
Imperial and Plymouth dealer 
councils, 
meetings of ’62 cars will be con- 
ducted as Chrysler-Plymouth af- 
fairs. Sales staffs of the two divi- 
sions had been combined since last 
February. 

No decision has been reached on 
which advertising agency will rep- 
resent Chrysler-Plymouth, although 
Plymouth’s N. W. Ayer solicited 
the Chrysler-Imperial account last 
week. Young & Rubicam has been 
handling Chrysler-Imperial. 

Actual appointment of a new 
president for Chrysler Corp. prob- 
ably serving with L. L. Colbert as 
board chairman for a_ break-in 
period, was believed to be hang- 
ing fire until] later this summer. 
The next regular meeting of the 
board is scheduled for July 27, 
and the new president may be 
certified then. 

It was regarded as indicative 
again last week that a top man- 
agement conference was held at the 
corporation without participation of 
Colbert. E. C. Quinn, automotive 
sales vice-president, headed com- 
pany officials at a second session 
with the Task Force Committee of 





Chrysler Seeks to Move 
Lark Case to Detroit 


FORT WAYNE, Ind.—Chrysler 
Corp. has requested a change of 
venue in the civil antitrust suit 
regarding Chrysler’s relations 
with its Studebaker duals, but no 
action had been taken as Auto- 
motive News went to press. 

Chrysler wants the proceedings 
transferred to United States Dis- 
trict Court in Detroit. The suit, 


filed by the Justice Department | 


in April, charges that Chrysler 
illegally pressured its Studebaker 
duals to drop Lark in order to 
get Valiant. In its reply, Chrysler 
denied the charges and asked 
that the suit be dismissed. 










Business Barometer 


Automotive News Economic Index— 


100.1 Percent of 
98.9 Percent of 


Auto Production 
Truck Production 
Auto Registrations—Year to Date.. 
Truck Registrations—Year to Date. 
Steel Production—Tons 
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$28,466,000,000 
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Like Week Last Year 
Percent of 
Last Week 


99.2 
85.6 


Percent of 

Like Week 

Last Year 
90.8 
88.5 
81.8 
86.2 
113.8 
96.3 
105.1 
100.4 
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93.9 
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at 

Chrysler Corp. proceeded at a 
faster tempo last week in prepara- 
tion for the installation of a new 
president and the marketing of ’62 


At Chrysler-Plymouth, General 
Manager Clare E. Briggs was deep 


plans for functions which will re- 


are launched. The new division ul- 


Among the unity steps already 


Dealer announcement 





@ 





Sealer Councils to Join .. - 


Staff Mergers Pushed 
At Chrysler-Plymouth 





the National Automobile Dealers 


Assn, 
A WEEK earlier, Quinn had an- 
nounced the long-awaited mer- 
ger of Chrysler-Imperial and Plym- 
outh divisions, Quinn and Lynn A. 
Townsend, administrative vice-pres- 
ident and spearhead of the com- 
pany’s economy drive, have as- 
sumed dominant roles in the 
revitalization program. 

Two longtime associates of Town- 
send in Chrysler international ac- 
tivities have recently been appoint- 
ed assistant general managers of 
Chrysler-Plymouth and Dodge. 

They are R, D. Armstrong, for- 
mer executive vice-president of 
Chrysler of Canada, who is as- 
sistant general manager under 
Briggs, and P. N. Buckminster, 
former managing director of 
Chrysler International in Gen- 
eva, who joined Dodge this past 
spring in a similar capacity under 
Byron J. Nichols. 


From the opposition front, mean- 
while, more shots were fired at 
Chrysler manage- 
ment, A third 
former executive 
filed suit against 
the company, and 
the leader of a 
new proxy fight 
announced plans 
to advertise for 
support from 
other sharehold- 
dl ers. o 

Joining William 
— C. Newberg and 
Jack W. Minor as plaintiffs against 
Chrysler was Arthur B. Nielsen, 
who asked Federal District Court 
in Detroit to award him $68,720 
which he says he lost with his 
resignation last Dec. 6. 
ck * * 


eee whose 16 years at 
Chrysler mostly were in sales 
capacities, claims that the company 
deprived him of a $45,000 group in- 
surance plan, plus severence and 
pension payments of $12,000 and 
bonus payments of $11,720. 

The Nielsen complaint acknowl- 
edges that his wife and son annual- 
ly purchased new cars from dealers 
below regular prices, which is given 
as the reason Chrysler held back 
two bonus installments when he 
departed from the company. But 
Nielsen insists that the deals did 
not hurt Chrysler but actually were 
of profit. 

In order to retain some of his 
retirement benefits, Nielsen was 
forced to pay Chrysler $4,000 
when he was asked to quit, the 
complaint states. This sum, he 
adds, was to allow him to resign 
rather than be fired. 

Nielsen, 59, served as assistant to 
Nichols from 1958 to 1960 when the 
latter was group sales vice-presi- 
dent. At one time, Nielsen was 
sales vice-president of DeSoto. 

Nielsen is known to have offered 
to cooperate with Sol A. Dann, chief 
management critic of Chrysler, 

(Continued on Page 36, Col. 4) 
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Committee Posts 


Filled by NADA 


WASHINGTON, — Several com- 
mittee appointments have been an- 
nounced by the National Automo- 
bile Dealers Assn. as a result of the 
deaths of Walter B. Cooper, Fort 
Collins, Colo., and Clarence McCor- 
kle, Chicago, both NADA directors. 

Arthur E, Summerfield jr., Flint, 
Michigan director, has been named 
vice-president of the Governmental 
Relations Committee, and Dean 
Chaffin, Bozeman, Mont., that 
state’s director, has been added to 
the group. Summerfield also was 
named chairman of the Automotive 
Taxation Committee. 

NADA said several other vacan- 
cies will be filled within the next 
60 days. These include directors for 
Colorado and Metropolitan Chicago, 
and an opening on the Policy and 
Bylaws Committee due to the elec- 
tion of John H. Lander ag first 
vice-president. 
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“We buy the account, the dealer 





Quality Award for Veteran Dealer— 


Harold D. Draper (Chevrolet), center, Saginaw, Mich., is honored by Saturday Eve- 
ning Post, during the Michigan Automobile Dealers Assn. convention in Detroit. Draper 
receives a Benjamin Franklin Quality Automobile Dealer Award from the magazine 
for his outstanding ‘citizenship, community service and contributions to the automo- 
tive industry.” James W. Gavagan, left, vehicle marketing manager for Post, makes 
the presentation. Congratulating Draper is David T. Roney (Dodge), Detroit, toast- 
master for the occasion and convention co-chairman. Draper has been a franchised 
automobile merchant for over 30 years. 


Akron Assn. Runs System for Dealers... 


Credit Card 


gets his money and the customer 
pays us. If there is any dunning, 
we do it. The dealer retains his 
goodwill.” 

A central credit and collection 
operation is the most logical setup 
to serve all dealers within a spe- 
cified area, Lehman said. 

“It certainly can be done cheap- 


Service a la 





AKRON.—A credit-card system 
available to top-risk service cus- 
tomers and good only at the shops 
of 55 new-car dealers in the Akron 
area hag been in- 
stituted by the 
Akron Automo- 
bile Dealers Assn. 

E, John Leh- 
man, AADA sec- 
retary - Manager, 
said the operation 
of Customer 
Courtesy Card, 
Inc., is similar to 
that of depart- 
ment and chain- 
E. John Lehman store “charge -a- 
plate” systems, whose objective is 
to gain a competitive advantage. 

“Our credit cards cannot be used 
at independent garages or filling 
stations,” said Lehman. “Our sys- 
tem is owned and operated by new- 
car dealers for these exclusive 
competitive advantages. It is just 
as though each dealer had his own 
charge-a-plate service.” 

Unlike the department store, 
he added, the dealer is relieved 
of the burden of billing these 
charges and the responsibility for 
their collection, which can tie up 
thousands of dollars. 

“Our dealers get the cash out of 
these charges immediately from 
Customer Courtesy Card,” he said. 



























can be for each dealer to try to 
have the credit rating on all peo- 
ple,” he added. 

“After the service manager writes 
up the service order, 
asks: ‘How is this to be handled, 





Finlay Vacations 
Editorial Director Robert M. 
Finlay is on vacation. His col- 
umn, Dealer Forum, will reappear 
July 10. 





cash or charge?’ If it’s a charge he 
asks for the credit card. If the cus- 
tomer has none, the operation goes 
ahead, but the customer’s name is 
called into our office. 

“If his credit is OK, the bill is 
written up on one of our charge 
applications, and when the car is 
ready to be picked up, all we need 
is his signature. 

“If the customer’s credit is not 
good,” Lehman continued, “the 
shop knows the car should be 
held for cash. In other words, 
the customer’s credit is approved 
or rejected before the work is 
started. There is no need to do 
service work and put parts into 
a service operation if the dealer 
is not going to get his money.” 


Colonial Pontiac 
Quits in Louisville 
LOUISVILLE.—Colonial Pontiac, 





er through a central office than it 


he simply 








839 E. Broadway, has gone out of 
business. Walter Witherbee, one of 
the owners, plans to retire, accord- 
ing to a spokesman for the firm. 

Robert A. Klemenz, the dealer- 
ship’s other principal owner, will 
head a used-car business at 532 E. 
Broadway. 


Index 


Auctions, Used Import Cars 
Auctions, Used U. S. Cars 
Business Barometer 
Coming Events 

Court Decisions 

Editorial Page 

Letterbox 

Market Reports 
Obituaries 

Production by Makes 
Registrations, Cars, Trucks 
Truck Highlights 

Truck New Products 
Turnings 

Used-Car Market Report 


Lehman declined to discuss some 
details of Courtesy Credit Card’s 
operations, saying that they are 
“our secret.” 


Ex-VW Dealer 
Sues Distributor 


BUFFALO.—A Depew auto deal- 
er filed suit for $150,000 in Federal 
District Court here, charging his 
Volkswagen dealership was can- 
celled in violation of a franchise 
agreement. 

Leonard Wagner, doing business 
as Leonard Wagner Motor Sales, 
4978 Broadway, Depew, said he had 
built up a substantial and profitable 
business in the Depew area after 
signing a franchise agreement with 
the defendant, World Wide Auto- 
mobiles -Corp., VW distributor at 
Long Island City, N. Y. on May 17, 
1955. 

He said the distributor cancelled 
the agreement Nov. 22, 1960, though 
he complied with all its terms. 
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Indiana Dealers Ask 13 Reforms... 





‘Unilateral’ Franchise? 


INDIANAPOLIS. — A resolution 
asking for help in solving the “spe- 
cific deficiencies in the unilateral 
selling agreements” between auto 
makers and dealers was approved 
unanimously by members of the 
Automobile Dealers’ Assn. of Indi- 
ana at their annual meeting here. 

The Indiana group urged the 
National Automobile Dealers 
Assn, to secure commitments 
from the manufacturers on 13 
points. The items included pro- 
duction, distribution, service, dis- 
counts and a quality-dealer pro- 

gram. 


Copies of the resolution were sent! 


to all NADA officers and directors, 
presidents and managers of all 
state and major local dealer as- 
sociations and to the presidents 
and general sales managers of the 
auto companies, 

The resolution contended that the 
retail automobile trade is in the 
most critical condition in its his- 
tory. 

And, the document continued, 
this condition “is in considerable 
part due to the unilateral selling 
agreements which create conscious 
or unconscious subservience and 
apprehension among the trade 
which the manufacturers take ad- 
vantage of, to their immediate gain 
or to meet the competition of other 
manufacturers, to the detriment of 
this trade.” 

The resolution declared that 
dealers require more dependable 
policies or rules which will offer 
more stability and security and a 
more equitable opportunity and 
cooperative climate. 

The resolution then urged that 
NADA secure commitments from 
the auto makers that they will: 

“1, Practice self-restraint by not 
abusing the privileges available to 
them in the industry’s unilateral 
selling agreements to the detriment 
of this trade. 

“2. Voluntarily limit the produc- 
tion of automobiles in closer rela- 
tionship to the available market po- 
tential. 

“3. Distribute their products to 
their dealers in direct relation to 
each dealer’s market potential and 
assume the responsibility for redis- 
tribution whenever distribution er- 
rors are discovered and bear their 
proper share of the costs of the 
errors of their judgment in produc- 
tion and distribution. 

“4, Revise the performance 
clauses in their selling agreements 
by removing therefrom the ‘aver- 
age percent’ of market penetration 
as the measure of judging the deal- 
er’s performance, 

“5, Eliminate marginal dealers 
and relocate ‘stimulator dealers’ 
to areas where they can exercise 
their energies and talents entirely 
within the area of their plan- 
ning potential and in the area in 
which they sell new automobiles. 

“6. Increase their discounts to the 
trade on repair parts and accesso- 
ries to the equivalent of discounts 
available on comparable competi- 
tive parts and accessories available 
from other sources. 

“7, Immediately restore uniform 


Kentucky Court 


Refuses to OK 
‘Double’ Use Tax 


LOUISVILLE.—Its ruling that 
newcomers to Kentucky who paid 
an automobile use or sales tax else- 
where do not have to pay again in 
this state was allowed to stand last 
week by the Court of Appeals, 

The court’s refusal to reconsider 
its earlier ruling has forced the 
Department of Revenue to start 
setting up a refund system for 
those who have already paid the 
“double” tax. 


Kentucky dealers previously had | 


been urged by Lew Ullrich, manag- 
ing director of the Kentucky Auto- 
mobile Dealers Assn., to pay the 
tax under protest. 

Revenue Commissioner William 
Scent said refunds may total $250,- 
000 or more. He said the state 
would lose up to $400,000 annually 
in use taxes as a result of the ap- 
pelate court decision. 


discounts to the trade on automo- 
biles. 

“8. Counsel and confer with this 
trade for its general agreement be- 
fore further committing the deal- 
ers, even though they may have the 
lawful authority to so do under 
their present unilateral selling 
agreements. 

“9, Develop a uniform industry- 
wide, yearend, step-rate discount 
plan that will give the customer an 
incentive to buy late in the year 
and avoid the increasing of market 
delay that results in waiting for 
special bonuses and discounts at 
model-year end, 

“10. Share with the dealers the 


dealer-manufacturer public rela- 
tions program that will rebuild 
a desired public image of the 
dealer. 

“12. Research and develop a 
quick-service approach calculated 
to retain dealers’ service volume. 

“13. Develop a dealer-controlled 
maintenance service policy such as 
those now used in the office ma- 
chine and television industries.” 

The resolution concluded: “Be it 
further resolved, that since this 
resolution for the first time places 
in evidence specific deficiencies in 
the unilateral selling agreements 
of the automobile manufacturers 
which are fundamental and have 


cost of demonstrator and Sie a direct bearing upon the opportu- 
training cars by making such cars| nity and security of this trade, that 
available to dealers at the same re-| NADA proceed at once to formulate 


duction of price as factory execu- 
tive cars are now generally avail- 
able, 

“11. Develop a true quality 
dealer program that will restore 
dignity and a reasonable profit to 





a positive, workable program in- 
corporating the above, publicize it 
favorably to the trade and concen- 
trate and direct all of their ener- 
gies, talents, leadership and re- 
sources to the ultimate attainment 


the industry and develop a joint | thereof.” 





Reduce Discount to 16 Pet. 
Veteran Dealer Urges 


E dealer discount is a sacred 

cow to many auto retailers — 
they would fight any attempt to 
decrease their “traditional” mar- 
gin, But several successful dealers 
believe that a revision of the dis- 
count structure would cure many 
of the ills that currently afflict the 
retail auto business. 

One such dealer is Samuel L. 

Marshall, Marshall-Field Motor 

Co, (Ford), Cleveland Heights, O. 

In a letter to AuToMoTiveE News, 
Marshall termed the present list- 
price structure “an illusion of try- 
ing to accomplish the impossible.” 
He suggested a dealer discount of 
16 percent (including holdback) on 
new cars, The current figures are 
20 and one on most compacts and 
24 and one on most full-sized mod- 
els. 

Cutting the discount would not 
affect the price the dealer pays for 
his cars, but it would reduce the 
sticker price. 

ok * * 
ger meng the impact on the na- 
tion’s car buyers,” Marshall 
said, “if every publication in the 
country announced, ‘List prices of 
cars reduced from $200 to $600.” 

Marshall estimated that dealers 
handling the more popular lower- 
priced lines realize less than one- 
third of their potential gross on 
each unit sold. 

He asked, “How can you train 
a salesman to SELL when you 
permit him to look upon a frac- 
tion of a full gross deal as being 
acceptable?” 

Marshall, who has been a dealer 
since 1932, heads three dealerships 
and sells about 4,000 new cars and 
trucks per year. 

He emphasized that he does not 
believe that a lower discount would 
remove all the industry’s problems, 


“however it would change the cli- 
mate in which we are now operat- 
ing to one of greater practicality 
and realism.” 

* - * 
here are excerpts from 

Marshall’s letter on the dealer 

discount situation: 

In contacting numerous dealers, 
I noticed a reluctance to accept the 
idea of lower discounts and, con- 
sequently, reduced suggested list 
prices. However, it was gratifying 
to find that those who heard me 
out not only agreed, but fully en- 
dorsed the idea. 

I have contacted people en- 
gaged in banking, auto financing, 
trade associations, Better Busi- 
ness Bureaus, newspaper editors, 
auto factory representatives, car 
and truck salesmen and a number 
of our customers. 

Most of them feel as I do—that 
a change in our pricing formula is 
necessary NOW. That it is time to 
do something to remove some of 
the confusion concerning the cost 

(Continued on Page 37, Col. 1) 


Calif. Regulates 


Car Purchases 


SACRAMENTO, Calif.—aA bill to 
reform state laws controlling car 
deals and controlling financing has 
been passed by California and is 
likely to be signed into law by 
Gov. Edmund Brown, 

The measure requires the dealer 
to list the finance charges on every 
car purchase contract and assures 
the buyer a return of his deposit 
if the deal fails. 

It also makes it easier for the 
buyer to sue the dealer if the con- 
tract is not clear. 














On the House... 


Pointing out that the appliance industry no longer 
advertises big discounts, the National Capital as- 
sociation declares that auto dealers are the only 
ones left who offer a product with huge discounts 
and over-allowances. “This type of advertising would 
indicate a tremendous, profit in the item itself,” 
declares the association. “We in the business know 
that is not so, but how else can the public feel?” .. . 


Colorado association has just issued an attrac- 
tive booklet, entitled “I Belong,” covering reasons 
why a dealer should join the state group. Nicely 
done ... Bill Grace, president of Fruehauf Trailer, 

Wemhoff has one of those $1,500 gold-plated golf putters, 
given him several years ago by friends in Fort Worth; says it 
attracts a lot of attention even if it doesn’t sink those long ones 

. . Nebraska association reports that only 47 percent of state’s 

dealers today were in business in April, 1955... 

Oklahoma City Dealer Fred Jones has been awarded an honorary 
doctor of laws degree from Simpson College, Indianola, Ia. . . . Illinois 
bill, broadening leased equipment tax status, is expected to aid auto 
dealers who lease cars through their own dealerships . . . Do you 
realize that Federal and state governments collect gas taxes at the 
rate of $15 million per day? 





























—Pete Wemuorr, Editor, 
Automotive News 
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Rate Declines in June... 
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Sales Top 2.8 Million in Ist Half 


(Continued from Page 1) 

nearly 8 percent below May. This 
lethargic market, coupled with a 
long record’ of tissue-thin profits 
and new-car stocks again pushing 
against the million mark, presages 
a cleanup of considerable difficulty. 

The dealers’ position when ’62 
models hit the showrooms in the 
final quarter will depend on two 
major, interlocking factors of the 
current quarter: Labor negotia- 
tions and production schedules. 

Makers are still churning out 
cars at a good clip, with some 
buildouts scheduled for this month 
although the volume producers— 





Falcon Training Fleet— 


Ford and Chevrolet—will go into 
August with ’61s still rolling off 
the lines. 

If new labor contracts are ham- 
mered out without any significant 
effect on production, dealers could 
find themselves again holding an 
overload of new cars this fall. 

At best, sales in the third quarter 
can hardly be excepted to top 
1,325,000. 

Bg * 
| THE second 10 days of June, 
most recent period for which 
factory retail sales reports are 
available, sales of domestic cars 
amounted to an estimated 156,000, 


P0900 C6 





The loan by three Chicago Ford dealerships of 23 specially equipped Falcons for 
use in the city's expanded public high school driver education program is symbolized 
by this presentation of scale model Falcons to Francis B. McKeag, administrator of the 
driver education program. Presenting the miniatures are, from left, Leo Levin, presi- 
dent, Yates Motor Co.; Wayne E. Saybolt, Ford Chicago district sales manager; Ralph 
A. Hirschberg, president, Nelsen-Hirschberg, Inc., and Fred G, Litsinger, president, 
Litsinger Motor Co. The cars, which are equipped with dual controls, have a total value 


of $50,000. 





Electric Autolite Expands 
Prestolite Tag to Full Line 


TOLEDO.—Prestolite, a 57-year- 
old brand name, now will be used 
on a full line of automotive prod- 
ucts, according to Robert H. Dav- 
ies, president, Electric Autolite Co. 

It formerly was used solely as 
a battery brand name—Prest-O- 
Lite. Autolite has removed the 
hyphens and has extended the 
name to spark piugs, wire and 
cable, electrical products and 
other car products following the 
sale of the Autolite name to Ford 
Motor Co. 

Davies claims that Electric Auto- 
lite now is in a more flexible posi- 
tion in the auto industry. He said 
the company chose the Prestolite 
name for its products because of 
its existing distribution and its au- 
tomotive history dating back to the 
turn of the century. 

The name first was used by the 
late Carl Fisher, founder of the 

Indianapolis Speedway. 

It appeared on the scene when 
Fisher organized a company in In- 
dianapolis to manufacture acety- 
lene gas for car lights, boat lights 
and related lighting applications. 
/These Prestolite lamps were used 
to illuminate the nation’s first 
around-the-clock auto race. 

With the advent of electric 
starting, Fisher began producing 
electric storage batteries and, 
with the profits from the Presto- 
lite business, began the Indiana- 
polis Speedway, 

He continued to promote his 
products through racing and, with 
the help of a young reporter from 
an Indianapolis paper, used Presto- 
lite earnings to build the annual 
Indianapolis 500 to national stature. 
The reporter was the late Steve 
Hannagan, who went on to become 
“king of the press agents.” 

Fisher had started the Prestolite 
business on a shoestring of $2,000. 
In 1917 he sold it to Union Carbide 
& Chemica] Co. for $9 million. Tak- 


Bates Has $200,000 Fire 


WOOSTER, O.—Fire destroyed a 
West Side auto dealership here and 
caused damage estimated at $200,- 
000. The Walter E. Bates, Inc. 
Dodge building was swept by the 
fire. Walter E. Bates, president, 
was on a fishing trip in Canada. 





ing Hannagan with him, Fisher in- 


vested his money in a piece of 
Florida real estate the two made 
world-famous—Miami Beach. 


Union Carbide continued to op- 
erate the Prestolite plant until 
1927 when it sold the battery por- 
tion of the business to Electric 
Autolite. The chemical company 
retained the acetylene portion of 
the business which continues 
today as part of its Linde Air 
Products Division. 

The Prestolite battery business 
was expanded by Electric Autolite, 
and today it is distributed national- 
ly as well as in 55 other countries. 

* * « 


Prestolite Export Rights 


Are Assigned to Geon 


TOLEDO.—Exclusive export dis- 
tribution of Prestolite automotive 
and aircraft products made by 
Electric Autolite Co. has been as- 
signed to Geon International Corp., 
Great Neck, N. Y. 


The Geon assignment does not 
include Canada, Products to be 
handled by Geon include spark 
plugs, batteries, electrical service 
parts and wire and cable. Geon has 
a sales network in 92 countries. 


* * * 





Prestolite Products— 


Robert H. Davies, left, Electric Autolite 
president, discusses packaging sugges- 
tions for the company’s new Prestolite 
line of automotive parts with artist Stuart 
A. Friedrich. One of the oldest battery 
names, Prestolite is being extended to 
spark plugs, wire and cable and electrical 
parts made by Electric Autolite. 


compared with 151,000 in the first 
10 days. 

Estimated corporate shares of 
the market for the mid-June pe- 
riod were: General Motors, 51.1 
percent; Ford Motor Co., 30.4 per- 
cent; Chrysler Corp., 10.4 percent; 
American Motors, 7.1 percent, and 
Studebaker-Packard, one percent. 


Lincoln-Mercury said last week 
that the selling rate for its domes- 
tic lines—Mercury, Comet and Lin- 
coln—in the first 20 days of June 
was the highest for any first-20-day 
period since November, 1960. 

Ben D. Mills, general manager, 
said the Comet selling rate in the 
June 11-20 period was 20 percent 
higher than in the same 10 days 
of last year. About 15 percent of the 
6,020 Comet sales during the period 
consisted of the bucket-seated S-22. 

He said that Mercury, with 3,518 
was up 16 percent over the previous 
10-day period, while Lincoln ran 
53 percent ahead of the year-earlier 
period with 653. 

American Motors reported 11,031 
Ramblers sold, down 15 percent 
from the corresponding 1960 period. 

At Buick, Edward D. Rollert, 
general manager, said sales in the 
mid-June period numbered 8,560, 
an increase of 47.8 percent above 
the same 1960 period and the best 
total for any comparable June pe- 


riod in four years. 
* * * 


Karmann Ghia Sales Up 
9 Pct. in Month, Says VOA 


ENGLEWOOD CLIFFS, N. J. — 
Volkswagen of America reported 
that May sales of its Karmann 
Ghia sports cars totalled 832 units, 
an increase of 9.8 percent over the 
758 vehicles sold during April and 
12.1 percent ahead of sales during 
May, 1960. 

The May sales rate this year, sec- 
ond highest monthly total on rec- 
ord, was exceeded only in April, 
1960, when dealers delivered 898 
Karmann Ghia coupes and con- 
vertiblegs to customers, VOA said. 
Sales of Karmann Ghias during the 
first five months this year totalled 
3,652 units, 23.6 percent of them 
convertibles, the firm added. 

* + * 


May Sales Best Since ’56, 


GM of Canada Reports 


OSHAWA.—A decided upswing 
in sales resulted in retail deliveries 
of more of GM’s North American- 
type passenger cars and trucks 
than in any May since 1956, accord- 
ing to E. J. Umphrey, sales director, 
General Motors of Canada. Deliver- 
ies in May totalled 22,751. 


Hawaii Only State 
To OK Inspection 
Proposal in 1961 


NEW YORK.—Lack of interest 
and progress has characterized 
motor-vehicle inspection bills in 
most states this year, according to 
the Motor and Equipment Manu- 
facturers Assn. The MEMA offered 
the following rundown: 

Hawaii is the only state to enact 
an inspection law. It applies only 
to commercial vehicles. Limited 
progress was made in Oklahoma, 
where a Uniform Vehicle Code bill 
with inspection provisions passed 
the House. 


Bills were tabled or killed in Illi-| 
nois, Kansas, Montana and North| 


Carolina, and bills died on adjourn- 
ment in Arizona, California, Con- 
necticut, Georgia, Indiana, Michi- 
gan and Minnesota. 

Inspection bills failed to progress 
in Missouri and Ohio; study-and- 
report bills were enacted in Cali- 
fornia and Maryland, and a city 
inspection bill was defeated in 
Arkansas. A repeal bill failed in 
New York. 


Ashtabula (O.) Dealers 


Stage U. C. ‘Pow-Wow’ 


ASHTABULA, O.— Franchised 
and used-car dealers here com- 
bined in a citywide “Used-Car 
Pow-Wow Days” promotion. 

Twelve dealers participated, 
featuring used-car specials at 
their lots. 
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Slif-Top Saab— 


A new concept in station-wagon design 
is about to be introduced by Saab. A 
small slit at the rear of the roof, visible 
just above the tailgate window, keeps a 
stream of air moving down across the rear 
window. Saab says it keeps the window 
free of dust and helps improve air circula- 
tion inside the vehicle. 


SBA Approves 
Loans for 14 
Auto Dealerships 


WASHINGTON. — Fourteen auto 
dealerships were among the 511 
firms for whom the Small Business 
Administration approved loans dur- 
ing May. 

Among the dealerships, the larg- 
est grant went to Scarritt Motors, 
Inc., St. Petersburg, Fla., which 
received a $228,850 participation 
loan, The smallest dealer loan ap- 
proved was a $12,000 participation 
loan to Tom’s Chevrolet Sales, 
Converse, Ind. 

Other dealerships for whom loans 
were approved in May were: Crown 
City Chevrolet, Inc., Dunkirk, Ind.; 
Hanson-Leo Motor Co., Dysart, Ia.; 
Lobban Motors, Inc., Abilene, 
Kans.; Scholfield Bros. Motor Co., 
Inc., Augusta, Kans., and Noll Mo- 
tor Co., Florence, Kans. 

Also, McIntire Chevrolet, Inc., 
Harper, Kans.; Ralph Currie Pon- 
tiac, Inc, Manhattan, Kans.; 
Baker-Inman Corp., Presque Isle, 
Me.; Marks-Hefty Ford, Inc., Jer- 
sey Shore, Pa.; Minor Ford Sales, 
Inc., Bowie, Tex.; Tom Power, Inc., 
Post, Tex., and Valley Motor & 
Implement Co., Inc., Sheridan, Wyo. 


Picketing Buyer 
Sued for $70,000 
By Chevy Dealer 


CONCORD, Calif. — Fitzpatrick 
Chevrolet has filed a $70,000 dam- 
age suit against one of its custom- 
ers, claiming slander, libel and 
trade libel. 

The suit contends that Ralph 
Roark, of Concord, drove back and 
forth in front of the dealership 
with a sign attached to the trunk 
of his car. 

The sign read: “Another stinking 
Chevy. It’s a dog. Service igs no 
good. Bought from Fitzpatrick 
Chevrolet. Five sets of spark plugs 
in 7,500 miles, And the front shakes, 
rattles and rolls.” 

The suit claims the only true 
statement on the sign was that the 
car was purchased from Fitzpat- 
rick. It adds that Roark wag re- 
quested to stop his picketing and 
refused. 

In addition to the damages, the 
suit asks the court to prohibit fur- 
ther picketing by Roark. The deal- 
ership is owned by Gerard and 
Frank J. Fitzpatrick. 








Bankruptcy Plea Filed 
BAY CITY, Mich.— Edward C. 
Soloman, Flint auto dealer, filed a 
voluntary petition in bankruptcy 

in Federal District Court here. 


Late Report... 











Saab Parts Depot 
Set for Midwest 


Continued Gains Seen 
For Import Market 


NEW YORK.—With quicker 
service in mind, Saab is opening 
a parts depot in St. Louis which 
will carry a $100,000 stock to pro- 
vide for the needs of Midwest cus- 
tomers. 

Ralph Millet, president of Saab, 
Inc., said the move should scotch 
rumors which may have existed 
indicating that Saab was con- 
templating withdrawal from the 
American market. 

“We have not done so badly in 
the market this year,” he said, 
“when compared with what has 
happened generally in the import 
market. In reality, our deliveries to 
dealers are up this year, which we 
think is an encouraging sign.” 

Millet said he feels that the im- 
port market will show continued 
improvement as the year goes on. 

“It now appears as if there will 
not be the big cleanup problem 
on the domestic car front that we 
experienced last year, which means 
much cleaner, saner competition. 
This indicates that, as the year 
moves into its final quarter, there 
is a possibility of better business 
for all of us.” 

Millet pointed out that Saab 
has not resorted to price cutting 
or any of the distressed-selling 
methods used in some quarters 
to clear out stock. This, too, he 
said, indicated the strength of 
Saab in the marketplace. 

Present plans in Sweden call for 
the manufacture of about 20,000 
cars this year, with the United 
States getting about 7,000. 

In Sweden itself, Saab is experi- 
encing a fantastic year. Through 
April, some 5,600 vehicles were sold 
in the home market, more than 
twice the total sold during the 
same period last year. 

Every European manufacturer 
who wants to prosper and expand 
needs to establish a market for 
products in this country, Millet 
said, adding that Saab is no excep- 
tion te the rule. 

Saab is about to imtreduce a 
new concept in station wagons, 
Millet announced. This idea is 
one which promises to keep the 

rear window clean of dirt and 
dust, and help improve circula- 
tion within the vehicle. 

A small slit opening has been 
provided at the rear of the roof 
line, which will keep a stream of 
air moving down across the rear 
window. The rear windows can 
also be opened to provide for im- 
proved circulation of air within 
the vehicle. 

These new wagons are on their 
way to the United States now and 
will be in general distribution with- 
in a few weeks, Millet said. 





Go-Kart Competition 


Turned Down by Ford 


DETROIT.—A Ford Motor Co. 
spokesman said last week that 
the company has decided against 
sponsoring a competition among 
youngsters demonstrating safety 
techniques in the handling of go- 
karts. 

The company took the promo- 
tion under consideration after 
Ford dealers in Miami staged a 
“sport kart rally” which drew 
2,500 contestants and 8,000 spec- 
tators in eight days of competi- 
tion. National Safety Council op- 
position to karts and costs were 
two of the reasons for rejecting 
the event, the spokesman added. 





Used-Car Market 


The overall average price of used cars sold at wholesale auction 
increased $5 last week to $1,036, according to Automotive News’ 
index. A year ago, the average was $968. 

Much of the overall gain was provided by ’61s, as they recovered 
$39 of the previous week’s loss. Other advances amounted to $10 on 
56s and $2 on ’5%7s. No change from the previous week’s averages 
was reported for ’59s, ’55s and ’54s. 

Only losses amounted to $1 on ’58s and $7 on ’60s. In both cases, 
the averages held above previously established lows. 


At a group of representative auctions last week, the sales ratio 
stood at the third highest level recorded in 1961—%75.8 percent. It 
had been 74.2 percent a week earlier. 


Auction reports begin on Page 24. 
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There’s a new generation of watchers, too. 


Post-war families. . . younger, larger families. . . bigger spenders. . . with an obvious TV preference for ABC programs. 


You don’t have to slide slide rules or compute com- 
puters to find out who are the biggest spenders in 
America. 

If you’re the head of the household, if you’re under 
40, if there are five or more in the house, you’re the 
biggest spender in America. You have to be. Maybe 
not on Minks-and-Mercedes . . . but in the Super- 
Market. 

How does ABC-TV rate with such families? 

First. 

Currently, ABC has 23.1% (per average minute) of 


the homes where the head is under 40. Net Y has 
19.8%. Net Z, 17.5%.* 

Currently, ABC has 26.2% (per average minute) of 
the homes with 5 or more in the family. Net Y has 
21.0%. Net Z, 18.2%.* 

It would be strange were it otherwise .. . consider- 
ing ABC’s leadership in programming for the new 
generation of watchers. Over the entire spectrum of 
communications—-entertainment, sports, comedy, 


ABC Television 


news, public interest—no network communicates as 
freshly, as dramatically, as vigorously as ABC-TV. 

... The Real McCoys ... The Untouchables . . . The 
Flintstones .. . ABC’s Wide World of Sports . . . ABC 
TV News Final... The Churchill Series . . . these are 
pointedly superior cases in point. 

Another thing about those big spenders. You not 
only reach more of them on ABC. You reach them 
more economically.t 

Makes ABC your best buy in network television. 
Right? Right. 


*Source: Nielsen TV Index Average Audience Ratings, Jan.-April 1961. Mon.-Sat. 7:39-11 P.M. Sun. 6:30-11 P.M. tNTI Costs Report, Jan.-April 1961, estimated time and published talent cost. 
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Denver Studies ‘Emblem of Truth’... 


VW Deal Features Snack Bar, Barber Shop— 


Berkey-Lee Garage, Inc. (Volkswagen), Albany, Calif., has completed an extensive| clude “low-balling;” high-balling;” 


expansion and modernization project. Designed for the ultimate in efficiency and con- 
venience for the customer, one of the features of the new facility is a snack bar res- 
taurant, outdoor patio and barber shop. Floor space was trebled and the entire opera- 
tion now covers more than 45,000 square feet. A specially designed communications | of credit terms; advertising of used 
and signal system has been installed enabling the service manager to supervise all 
phases of service procedure and parts disbursement without leaving his control point.| are new cars and offering guaran- 





New York, Boston Adopt Ad Codes 


DETROIT.—Automotive advertis- 
ing and selling practices made 
news last week in three cities. 

In two areas, Boston and New 
York City, such codes were 
adopted. 

In Denver, the controversial Em- 
blem of Truth program is being 
studied by a 10-man committee of 
the Denver Better Business Bureau 
following a threat of suspension by 
the national BBB if the program 
is continued. 

The New York program was 
drawn up by the local BBB and 
adopted by auto dealers. It will go 
into effect July 17. 


Some of the specific practices the 
code is intended to eliminate in- 


deceptive advertising involving in- 
accurate illustrations, 


tees without disclosing their terms 
and duration. 

The Boston code is limited to 
advertising. It rules out untrue, 
deceptive or misleading ads; de- 
rogatory or injurious advertising; 
illegal advertising; advertising of 
lotteries or deceptive contests; 
advertising of claims which can- 
not be proven, and advertising 
that is not in the public interest. 

The code was announced by the 
Boston BBB in full-page ads in 
three Boston newspapers. 

The ruckus in Denver was stirred 
up when the BBB there adopted its 
Emblem of Truth program in 
which subscribers to a code of 
ethics are allowed to display the 
“Truth” emblem. 

When the Assn. of Better Busi- 
ness Bureaus met in Phoenix in 


layouts or! May, it voted to suspend the Den- 


statements; untruthful advertising| ver affiliate as of Oct. 15 if it did 


cars with the implication that they 





As Big Three and UAW Begin re 


Peaceful Labor Talks Predicted 


(Continued from Page 1) 


contract settlements “without as- 
sistance or intervention from the 
Federal government.” 

General Motors entered the open- 
ing round of negotiations with a 
warning on the inflationary impact 
of “an excessive increase in labor 
cost” as a possible result of the 
talks. 

“We are not looking for a fight,” 
Reuther said. “We are seeking 
human justice and answers to some 
compelling problems.” 

Reuther also demanded salaries 
for all hourly-rated workers at 
GM. 

“IT have nothing but optimism 
about the outcome of these negotia- 
tions,” Reuther declared. “We hope 
General Motors will sit down in a 
spirit of goodwill to work on these 
problems.” 

The GM statement was issued by 
Louis G. Seaton, personnel vice- 
president, as he met with UAW ne- 
gotiators for the first time. 

“We hope to work out a new 
agreement through free collective 
bargaining as we have been able to 
do for the past 14 years,” Seaton 
said. 

“We are prepared as always to 


Grand Jury to End 


L. A. Probe of 
Discount Shutoff 


LOS ANGELES.— The Federal 
grand jury inquiring into the fac- 
tory-dealer relationship controlling 
retail and bootleg sales of new cars 
to nonfranchised outlets will end 
Friday (July 7), AuTomoTivE News 
learned. 

Of the 92 dealers who testified, 
all represented General] Motors 
lines and most were Chevrolet, ac- 
cording to industry spokesmen. Not 
a single dealer handling Ford or 
Chrysler lines was subpenaed, they 
said. 

Besides dealers, the grand jury 
called in factory personnel, the 
Southern California Automobile 
Dealers Assn., the Orange County 
Automobile Dealers Assn. and the 
line associations for Chevrolet, 
Oldsmobile, Buick, Pontiac and 
Cadillac. 

One dealer said it appeared that 
investigators were trying to show 
that auto makers are so powerful 
that suggestions to dealers are in- 
terpreted as commands — making 
factories a dominant factor in di- 
recting dealership operations. 

Most discount houses in South- 
ern California no longer have new 
cars to sell. It may be partially be- 
cause dealers who supplied them 
have difficulty collecting. It is re- 
ported that there is still $100,000 
owed by various discount houses 
to a number of dealers. 

Dealers also believe that dealing 
with discounters could lead to the 
loss of their state dealer’s license. 








work hard to reach a peaceful set- 
tlement which is fair to our em- 
ployes, fair to our 875,000 stock- 
holders and economically sound for 
the country. 
* * * 

“We ARE willing to examine all 

the issues that are appropri- 
ate for discussion in reaching such 
a settlement. 

“However, there are certain 
fundamental economic facts 
which we must all understand,” 
Seaton said. “An excessive in- 
crease in labor costs, whether in 
the form of wages or in fringe 
benefits, can only contribute to 
unsound wage and price move- 
ment. 

“It must be clearly recognized by 
the parties to the bargaining that 
any-settlement should not contrib- 
ute to such inflationary pressures. 

“We are confident that with the 
proper consideration of these eco- 
nomic facts we can reach a sound 
and equitable agreement as we have 
in the past,” Seaton said. 

* * * 


Ford’s View 


ORD MOTOR’S opening state- 

ment, issued by Malcolm L. De- 
nise, labor relations vice-president, 
pointed out that both parties face 
a challenge — “to reach a sound 
agreement, and to demonstrate that 
free, collective bargaining can work 
consistent with the public interest.” 


Denise said the right of manage- 
ment and labor to work out their 
differences across the bargaining 
table “appears to be on trial in this 
country.” 

“Detractors hold that the sys- 
tem has failed—that the only way 
to avoid costly strikes and in- 
flationary settlement is for gov- 
ernment to set the terms,” he 
said. 

Denise said it is the company’s 
and union’s job to prove the de- 
tractors wrong by “working out an 
agreement that is non-inflationary 
and in the shared interest of Ford, 
its employes, its stockholders and 
the public. 

“I can assure you that we at 
Ford will dedicate our full efforts 
to arriving at such a settlement,” 
Denise said. 

“If both sides share this dedica- 
tion, if each respects the proper 
role of the other, if neither tries 
to use collective bargaining for pur- 
poses it was not designed to serve, 
if both are willing to examine the 
issues realistically in the light of 
today’s needs, conditions and pros- 
pects—then I feel confident that 
this effort will succeed.” 

John D. Leary, Chrysler person- 
nel vice-president, said the negotia- 
tions “are of great importance to 
everyone associated with our com- 
Pany.” 

“The UAW has some changes it 
wants to make and we have some 
changes that we think would im- 
prove the agreement,” he said. “We 
will study the union proposals care- 
fully and we hope—and expect—the 





union will give our proposals the 
same serious consideration.” 
Leary said Chrysler would make 
every effort to arrive “at a sound 
and fair agreement.” 
* 


* 
Seek Better AMC Pact 


EANWHILE, Norman Mat- 

thews, director of the UAW’s 
American Motors section, said that 
the company was rich enough to 
set a contract pattern for the in- 
dustry’s Big Three this summer. 

Speaking at a press conference 

at the conclusion of a meeting of 
the union’s American Motors 
Council, representing about 25,000 
workers at six plants, Matthews 
said the auto company “could not 
plead poverty this year.” 

“They are in much better shape 
than during the 1958 negotiations,” 
he said. “If American Motors ac- 
quiesced in our requests, we could 
come out with a good agreement 
that might be followed by the Big 
Three.” 

Because of its comparatively poor 
competitive position, American Mo- 
tors settled for less than the Big 
Three in 1955 and ’58. 

Present contracts expire Aug. 31 
at Ford, General Motors and Chrys- 
ler; Sept. 6 at AMC, and Nov. 30 
at S-P. 


not modify or drop the program. 

The 10-man study committee was 
appointed by Francis Van Debur, 
Denver board chairman, in line 
with the local group’s pledge to the 
ABBB to “consider modifications” 
of its program. 

The national BBB said the 
Denver program “is in contra- 
vention of and inimical to the 
objects and purposes of the 
ABBB and in violation of the 


New Auto Tire 
Called First to Use 
Polybutadiene 


NEW YORK, — United States 
Rubber Co. has announced a pre- 
mium passenger tire that has poly- 
butadiene synthetic rubber in the 
tread and which it says gives ap- 
proximately 60 percent more mile- 
age than first-line tires. 


The company said it is the first 
use of polybutadiene, known for its 
high abrasion resistance, in pas- 
senger tires. The new polymer is 
blended with styrene butadiene syn- 
thetic rubber, a conventional] tire 
rubber. 

The tire, called the U. S. Royal 
Master, combines new principles of 
design, new materials and new 
processing techniques, the firm 
added, and has a four-row tread 
engineered for longer wear, greater 
resistance to skidding and better 
traction on all road surfaces, than 
the tire it replaces. 

The tread is 20 percent deeper 
than standards set by the Tire & 
Rim Assn., U. S. Rubber said. 


B-O-P Dealer and GMAC 
Tangle in Georgia Suits 


LYONS, Ga.—A suit and a cross- 
bill, involving General Motors Ac- 
ceptance Corp. and an auto dealer- 
ship, have been filed in Toombs 
County Superior Court here. The 
dealership is Walton’s, Inc. (Buick- 
Oldsmobile-Pontiac-GMC), Vidalia, 
Ga. 

GMAC contends that the deal- 
ership owes it $45,274.97 on re- 
possessed and floor-planned used 
cars that were sold for less than 
the amount of the finance con- 
tract on the units. 

The total, according to the GMAC 
bill of complaint, consists of $39,023 
on 57 repos and $6,251.97 on 18 floor- 
planned used cars. 

In its cross-bill, Walton’s denies 
the GMAC allegations. The dealer- 
ship seeks $272,747.38 from GMAC 
and charges bad faith on the part 
of the finance company. 

In one section of its cross-bill, 


Free Seat Belts Installed 


By California Dealer 


SANTA BARBARA, Calif. — 
Boner & Haley is installing free 
seat belts in all used cars priced 
at $500 and up and for half cost 
in cars under $500, according to 
C. Z. Haley. The offer is good 
until Aug. 20, he said. 

“It is my contribution to the 
difficult task of educating folks 
to buy, install and use safety 
belts,” Haley explained. 








Walton’s alleges that “plaintiff 
mercilessly and relentlessly squeez- 
ed, pressed and coerced defendant 
to such an extent that defendant’s 
business and goodwill were de- 
stroyed.” 

The dealership has been granted 
a temporary injunction. A hearing 
has been scheduled for Aug. 12 to 
determine whether the injunction 
should be continued for the dura- 
tion of the suit. 

Walton’s request for $272,747.38 
consists of the following items: 

1. $23,146.50 as damages “result- 
ing from plaintiff’s breach of con- 
tract in forcing defendant to pay 
delinquent accounts of purchasers.” 

2. $23,715 as damages “sustain- 
ed when plaintiff forced defend- 
ant, in violation of contract, to 

sell 93 automobiles over which 

plaintiff had no right, title or 
lien.” 

3. $35,885.88 as damages “result- 
ing from plaintiff's violation of the 
contract to properly account for 


and pay to the defendant the sums|~ 


it held for defendant in the dealer 
reserve account, finance overage ac- 
count and holdback account.” 

4. $140,000 “in depreciation of de- 
fendant’s building as a direct con- 
sequence of plaintiff breaching and 
violating its contract.” 

5. $50,000 “as expenses of this liti- 
gation as a consequence of the bad 
faith of plaintiff in the breach and 
violation of contract.” 


long established principles and 
policies of the association.” 

Victor H. Nyborg, Rye, N. Y., 
national president, explained a 
chief objection was use of the Bet- 
ter Business Bureau name on the 
emblems posted by participating 
companies. 

“I don’t know even whether this 
type program, with or without use 
of the BBB name, would be suc- 
cessful,” he said. 

Van Debur said the new commit- 
tee will review the program and, if 
necessary, make recommendations. 





Excises on Autos 
Hit $365 Million 


In First Quarter 


WASHINGTON.—Federal excise- 
tax collections for the first quarter 
of calendar 1961 totalled $365,405,000 
on autos, compared with $284,889,- 
000 for the first quarter of calendar 
1960. 

Collections for the first three 
quarters of fiscal 1961 were $976,- 
331,000, up from $899,817,000 for the 
comparable period of fiscal 1960. 

During the first three months of 
1961, the excise on trucks and buses 
was $53,724,000, compared with $55,- 
026,000 for the first quarter of cal- 
endar 1960. The total for three 
quarters of fiscal 1961 stood at 
$182,349,000, as against $192,891,000 
for the comparable period of fiscal 
1960. 

Excises on parts and accessories 
for cars and trucks during the first 
three months came to $44,808,000, 
compared with $47,368,000 for the 
like period of calendar 1960. The 
total for the first nine months of 
fiscal 1961 reached $141,889,000, com- 
pared with $143,342,000 during the 
first three quarters of fiscal 1960. 





Firestone Offers 
‘Duplex’ Line 
Of Truck Tires 


AKRON.—“Duplex” truck tires 
will be available in 11 sizes and at 
least three tread designs under a 
program proposed by Firestone Tire 
& Rubber Co. 

Although all three tread designs 
won’t be applied to each size, the 
various combinations will provide 
a complete line of tires, Firestone 
said. The 11 new sizes will range 
from 10-16.5 to 23-23.5. 

Basically, the three tread pat- 
terns are designed for highway, 
on-and-off highway and off-the- 
highway operation. A fourth de- 
sign exactly like Firestone’s Town 
and Country passenger snow tire is 
under consideration for the 10-16.5 
and 12-16.5 sizes. 


The highway tread design for the 
Duplex is similar to the new three- 
rib pattern introduced recently on 
Firestone’s Transport 100 truck tire. 
It features a wide center rib flank- 
ed by two narrower ribs and nar- 
row shoulders. 


Firestone also is making the rims 
and wheel disks for the Duplex 
tires, 





New Firestone Tire— 


The first Firestone Duplex tires sold as 
original equipment were placed on this 
concrete mixer purchased by an Akron 
firm. The 22,640-pound truck and a mixer 
full of concrete represent a load of more 
than 50,000 pounds. The truck is equipped 
with 18-19.5 Duplex tires which have 
treads designed for highway and off- 
highway operations. 
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big volume 
in compact 
cars? 
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Yes, Rambler dealers sell more compact cars per dealer than any other dealer group. 
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In fact, they sell twice as many as do most of their competitors... 
Because... Rambler dealers sell America’s lowest-priced U.S.-built car. Because ... Rambler dealers sell only compacts—and 
compacts are the fastest-growing: segment of the market. Because... With more owners on the road than any other compact — 
a million plus— Rambler dealers enjoy a huge volume of repeat sales and service business. 


In addition to selling America’s lowest- 
priced U.S.-built car, Rambler dealers 
have the discount structure that’s ad- 
mittedly the best in the compact car 
field. No wonder Rambler dealer profits 
are and have been way above the indus- 
try average. Would you like to own 
your own dealership? There is no bet- 
ter time than today to investigate this 


possibility. We can even help you ar- 
range financing. Look into the Rambler 
Franchise—mail the coupon now. 


A growing profit picture for you 
can start with this first step. 


A few Rambler Franchises are 
still available in select markets. 


Rambler Franchises Also Available in Canada and Important Export Markets. 
In Canada, Write to: American Motors (Canada) Ltd., Brampton, Ontario. 
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Mail | 
this 
coupon , 


today! | 
| 


Director of Dealer Development 
American Motors Sales Corp., Detroit 32, Michigan 
Dear Sir: Will you please provide me with more complete informa- 


tion about the Rambler franchise. | understand that | am under no 
obligation and my inquiry will be held in the strictest confidence. 
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Part of ’61 Highway Act... 





IRS Explains Taxes 


On Tire, Tube Stocks | 


WASHINGTON, — The Internal 
Revenue Service last week explain- 
ed the provisions of the floor-stocks 
taxes on tires, tubes and tread rub- 
ber which are imposed by the Fed- 
eral-Aid Highway Act of 1961. 

The taxes, which took effect 
July 1, are: Two cents a pound 
on tires for highway vehicles, one 
cent a pound on tubes for any 
tires except bicycle tires and two 
cents a pound on tread rubber. 

IRS said the floor-stocks tax does 
not apply to used tires or recapped 
tires unless the recapping has been 
from bead to bead so that the origi- 
nal tire has lost its identity. 

In identifying tires subject to the 
tax and in determining the weight 
of tires and tubes, IRS said, hold- 
ers of floor stocks may be guided 
by schedules provided by the manu- 
facturers and importers of the tires 
and tubes. 

The floor-stocks tax applies to 
tires which, on July 1, are: 

1. Held by a dealer and intended 
for sale. 

2. Held by a manufacturer, pro- 
ducer or importer of other articles 
for sale on, or in connection with, 
such other articles and which at 
such time are held by him. 

8. Held by a manufacturer, pro- 
ducer or importer of other ar- 
ticles for use in the manufacture 
or production of such other ar- 
ticles. 

The tax does not apply to tires 
or tubes held by their manufacturer 
or importer. It also does not apply 
to tires or tubes mounted on a 
vehicle held for sale by a person 
who is not the manufacturer or im- 
porter. 

For purposes of the tax, a dealer 
includes wholesalers, jobbers, dis- 
tributors or retailers. 

If any tread rubber held by a 


Court Impounds 


Dealer’s Assets 


ALLIANCE, O. — Assets of the 
financially harassed Valley Motor 
Sales Corp., East Palestine, have 
been impounded by Columbiana 
Probate Court while 15 banks, 
finance firms and discount houses 
attempt to untangle what was call- 
ed a maze of duplicate auto titles 
and to locate cars to which they 
hold title. 

A trustee for the auto and appli- 
ance firm, D. Barry Dickson, filed 
with Probate Court a voluntary as- 
signment of assets for the benefit 
of creditors. Assets were listed at 
about $100,000; liabilities, about 
$200,000. 

The firm’s financial difficulties 
came to light when a finance com- 
pany impounded 11 new cars and 
several used vehicles from the 
firm’s lot. The firm is headed by 
Robert H. Grove. 








Chevy Ad a Winner— 


Blowups from a Chevrolet TV commer- 
cial and the cabled announcement of its 
top award at the International Film Festi- 
val at Cannes, France, are proudly dis- 
played by Jack Izard, left, Chevrolet ad 
manager, and Colin Campbell, executive 
vice-president of Campbell-Ewald Co., 
Chevrolet ad agency. The commercial, 
“Magic Ride,” depicted a young couple 
entering and driving an invisible auto- 
mobile. Not until the last few moments 
did a Chevrolet materialize around them. 
The victory at Cannes against American 
and foreign competition marked the third 
straight year Chevrolet had copped the 
“Grand Prix.” 





person (other than the manufac- 
turer or importer) is to be used 
for recapping or retreading high- 
way tires, the floor+stocks tax ap- 
plies to all tread rubber held by 
such a person. 

He may, however, claim a refund 
for tax paid on tread rubber which 
is used or resold for purposes other 
than recapping or retreading high- 
way tires. 

Tires, tubes or tread rubber 
shall be deemed to be held by a 
person if he has title to the ar- 
ticles on July 1, even though 
they are in transit or in ware- 
houses, storerooms or distributing 
points. 

Persons holding tires, tubes or 
tread rubber at more than one lo- 
cation must prepare a separate 
inventory in duplicate for each lo- 
cation. One copy of the inventory 
must be kept at the branch and 
the other at the taxpayer’s prin- 
cipal place of business. 

On or before Oct, 15, 1961, a re- 
turn on Form 3174 must be filed, 
and payment made, to the district 
director of internal revenue for the 
district in which the taxpayer's 
principal place of business is lo- 
cated. 


Renault Expands 
Setup for National 


Service Training 


NEW YORK.—An expanded na- 
tional service training program, de- 
signed “to bring quality service to 
every Renault owner in the United 
States,” has been inaugurated by 
Renault, Inc., according to Vincent 
P. Grob, executive vice-president 
and general manager. 

National service training cen- 
ters have been established in 
New York, San Francisco and 
Kansas City, Grob said. Each will 
provide refresher and specialized 
training for regional and district 
personnel in that section of the 
country. 

Grob said Renault is sending all 
service instructors, regional service 

managers and district service man- 
agers to the training centers for 
five-day sessions. 

Special emphasis is being placed 
on familiarizing all service person- 
nel with all recent modifications 
and improvements in Renault cars. 
Also being stressed, Grob said, is 
the wide interchangeability of parts 
among the Dauphine, Gordini, Car- 
avelle and 4-CV. 

Grob also announced that a se- 
ries of special “sales -slanted” serv- 
ice training courses are in prepara- 
tion for regional and district sales 
personnel to acquaint them with 
the major operations and proced- 
ures of Renault’s service and parts 
organization. 

Renault’s new service programs 
will be carried to the customer 
level, Grob explained, through reg- 
ular briefing sessions of dealer 
service personnel and free service 
clinics for Renault owners. 

Both of these phases of the 
national program will be staged 
in individual dealerships by Re- 
nault district service managers, 
working in cooperation with deal- 
er personnel, 

Renault owners will be invited to 


bring their cars to the service}, 


clinics, where the vehicles will be 
given free bumper-to-bumper in- 
spection. The district-dealer service 
team will check and test the cars 
and report their findings to the 
owners. Recommendations will be 
made as to preventive maintenance, 
engine care and economical driv- 
ing. 

The clinics will be organized and 
staged on the basis of experience 
gained in pilot service clinics al- 
ready held in several cities includ- 
ing Seattle, Denver.and Oklahoma 
City, Grob said. 

Grob said the expanded service 
program is under the direction of 
Pierre Jacobs, national parts and 
service manager, and his assistant, 
Norman Roberts. Working with 
them are William J. Cudlip, nation- 
al sales manager, and Rene Rysto, 
sales methods manager. 
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Simea Construction Explained— 

Features of Simca's construction are explained to two executives of the new Sim-At 
Corp. ‘key’ outlet in the Chrysler Building, New York, Thomas J. Rezza, president, be- 
hind the wheel, and Norbert Rios, general manager, seated, learn about Simca engi- 
neering from Peter Nunez, left, general sales manager, U. S. Simca Sales, Export-Im- 
port Division, Chrysler Corp. A. R. Marzelli, Simca Eastern area sales manager, is 
listening. 


To Boost Daytime Visibility .. . 


New Safety Signal System 






the indicators are not noticed, AMA 
said. The ideal intensity for day- 
time, however, would prove an- 
noyingly bright at night. 

Also under consideration are am- 
ber lenses for front turn signals, 
replacing the white light tradition- 
ally used. 

The familiar red spot of light in 
the instrument panel warning that 
upper beam headlamps are on and 
must be dimmed for oncoming and 
overtaken traffic may be replaced 
by blue, AMA reported, Tests have 
shown that blue light is seen more 
readily in the driver’s peripheral 
range of vision and therefore is 
more noticeable even when his 
main attention is on the road 
ahead. 

Prototype units of the new safety 
signal system and other experi- 
mental] developments were demon- 
strated in Detroit recently for 
members of the American Assn. of 
Motor Vehicle Administrators. 

Thomas R. Kilgour, a leading 
automotive lighting engineer and 
chairman of the AMA Vehicle 
Lighting Committee, said that all 
new automotive lighting develop- 
ments for the past 25 years have 
been worked out in cooperation 
with the motor vehicle adminis- 
trators of the states. 

He said U.S. motor vehicle man- 
ufacturers are expected to adopt 
the dual intensity system as soon 
as development work and produc- 
tion plans can be completed, but 
that no introduction date has been 
set. 

Adoption of the system, he said, 
will require extensive revision of all 
components and circuits of present 
signalling systems. Working on 
necessary new “hardware” is un- 
derway. 

Kilgour said the industry-wide 
research group is now develop- 
ing new tests to evaluate a num- 
ber of other vehicle lighting fea- 
tures under consideration. These 
include: Possible standardized loca- 
tions for rear lights; emergency 
signal systems; deceleration lights; 
brake lamps that lock-on until the 
accelerator pedal is depressed; fur- 
ther investigation of the compara- 
tive effectiveness of various lamp 
colors. 


Buffalo Clarifies 


U. C. License Issue 


BUFFALO. — The Buffalo Auto- 
mobile Dealers Assn. has called at- 
tention to an opinion from the city 
corporation counsel which states: 

“A dealer in new cars who has 
a regularly established place of 
business in the City of Buffalo is 
not required to obtain a license in 
order to resell used cars traded in 
on new cars, and he may accept an- 
other used car in trade on such re- 
sale without obtaining a second- 
hand dealer’s license.” 

However, should a dealer han- 
dling new cars also buy, or offer to 
buy, used cars for resale, he would 
then be required to purchase such 
a license, A used-car license costs 
$100. 


DETROIT. — United States auto 
and lamp makers are cooperating 
in the development of a new auto- 
motive safety signal system to in- 
crease daytime visibility of vehicle 
signal lights without making them 
too bright at night. 

The joint traffic safety project 
was announced last week by the 
Automobile Manufacturers Assn, 

Key to the new system is a 
“dual intensity” feature applied 
to rear turn and stop signals, the 
AMA said. Daylight brightness of 
signals in the new system is two 
to four times higher than those 
in present use. When headlights 
are turned on, however, rear sig- 
nal brightness is lowered to pre- 
vent uncomfortable glare for fol- 
lowing drivers. 

Front turn signal intensity is not 
lowered at night since these lights 
must be seen against the brightness 
of headlights. 

Visibility of vehicle signal lights 
varies greatly between the extremes 
of bright sunlight and full dark- 
ness, AMA explained. A vehicle stop 
light, for example, might be incon- 
spicuous at a distance in bright 
sunlight but still be uncomfortably 
glaring at close range in darkness. 
The AMA said the new system of- 
fers a practical solution to this 
problem. 

The dual intensity principle also 
will be applied to the turn signal 
indicator lights that tell the driver 
a turn signal is operating. They 
will be as much as 10 times bright- 
er in the daytime. 

Although these signals are de- 
signed to shut off automatically 
when a turn is completed, the 
gentle turns required in such 
traffic maneuvers as iane chang- 
ing or entering and leaving ex- 

pressways do not always activate 
the cancelling mechanism. 

Experience has shown drivers are 
most apt to leave turn signals on 
unintentionally in daylight because 
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Famous Trademark— 


An appropriately attired belle points to 
the famous hat-in-the-ring trademark of 
Capt. Eddie Rickenbacker of aviation fame 
which was used on the automobiles he 
produced in the 1920s at 4815 Cabot Ave. 
in Detroit. She is dressed in appropriate 
costume for the vintage 1924 car which 
made a last appearance at the old Rick- 
enbacker motor car plant. Demolition of 
the historic archway through which Rick- 
enbacker cars passed was necessary due 
to new construction by Shatterproof Glass 
Corp., present occupant of the site, 








































Detroit Dealers 
Had 60 Gross 
Of $830 Million 


DETROIT. — New-car dealers in 
the metropolitan Detroit area had 
gross sales of $830,502,700 in 1960, 
an average volume of $3,295,646 per 
dealer, according to a survey by 
the Detroit Auto Dealers Assn. de- 
signed to show the dealers’ con- 
tributions to the Detroit economy. 

Herbert J. Kessler, DADA pres- 
ident, said the 252 dealers have 
an investment in land, buildings, 
inventory and equipment of $133,- 
801,164, an average of $530,957 
per dealer. 

They employ more than 13,500 
persons, an average of 54 per deal- 
er, he continued, and their payrolls 
totalled $91,157,976 in ’60, an aver- 
age of $361,738 per outlet. 

“In 1960, the average dealer paid 
$6,916 in city taxes, $1,990 in coun- 
ty taxes, $8,217 in state taxes and 
$20,614 in Federal taxes, which 
amounts to a total tax payment of 
$37,737 per dealer, and a total of 
$9,590,724 for all dealers,” Kessler 
said. 

In their role as tax collectors for 
the state, he continued, the dealers 
took in $24,915,081 in sales tax on 
vehicles and parts, which put them 
in second place among retailers 
(exceeded only by grocery stores) 
in terms of volume of sales-tax 
collections. 

“A comparison of some of these 
statistics with similar ones for 
1954 reveals some alarming facts,” 
Kessler said. 

“There were 28 percent fewer 
dealers in 1960 than in 1954, and 
yet this smaller number of deal- 
ers had a larger total investment 
than the much larger number had 
in 1954, 

“This same smaller number of 
1960 dealers employed 20 percent 
fewer persons than the larger num- 
ber in 1954, but paid them 2 per- 
cent more than the larger number 
of employes received in ’54,” he 
added. 

“Also, the 28 percent fewer deal- 
ers in 1960 paid only 7 percent less 
in total taxes than the larger num- 
ber did in ’54, and the 1960 dealers 
had 9 percent greater sales volume 
than the ’54 dealers.” 

During the last year, Kessler 
said, the dealers delivered 232,261 
new cars and trucks and 155,700 
used cars and trucks in the three- 
county area served by DADA. 

“Each dealer sold an average of 
844 new cars and 343 used cars,” 
he added, “and those dealers who 
handle trucks in addition to cars 
delivered 12,071 new and 6,695 used 
trucks, an average of 123 new and 
41 used units per dealer.” 


Pontiac ‘Audits’ 
Cars’ Reliability 
At Assembly Plant 


PONTIAC. — Pontiac customers 
can look forward to ever improving 
reliability as a result of a new-car 
quality-audit inspection procedure 
at assembly points, according to 
S. E. Knudsen, Pontiac general 
manager. 

Stressing standardization and 
uniformity, the system employs two 
technically trained audit teams ro- 
tating between each of the seven 
plants to check completed car qual- 
ity on a continual basis, Knudsen 
explained. 

Identical car-quality audit areas 
in all seven plants are specially 
equipped for checking both Pon- 
tiacs and Tempests for chassis and 
body assembly quality, he added. 
Cars to be quality-audited are se- 
lected at random from cars ready 
to ship to dealers, Knudsen said. 

A car hoist is available for under- 
body inspection and bolt-torque 
tests, along with special lighting 
for the inspection of painted and 
plated surfaces. The audit cars also 
undergo rigid water and dust leak 
checks as well as extensive road 
testing under all driving conditions. 
A minimum of 340 uniform check 
points are completed during the 
audit of each auto, Knudsen said. 
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Alcoa helps you sell automobiles by showing the car-selling features of aluminum to the nation 
in full-color national magazine ads like this and on its top-rated TV show—‘‘Alcoa Presents.” 


Tell your customers about aluminum for style and function ... your big new sales feature for ’61. 


Photographed for Alcoa by Mickey McGuire 


A single, sudden stop can generate as much heat in brakes as a home gas furnace 
running full blast for one minute. On rugged mountain roads, under brutal driving conditions, 


R) 


repeated brake application can literally “‘cook’’ brake linings. Now, Alcoa® Aluminum brake 
drums, built to exacting specifications, shed heat three times faster than pther materials. ‘The 


result—less brake fade, longer brake lining and tire life. Another reason we say .. . 


Drive for Safety with Ashen ore 


és ALUMINUM COMPANY OF AMERICA 
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AUTOMOTIVE NEWS PLATFORM 


{ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
¥ 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


It's High Time All Groups 
Cooperate to Kill Excise 


LE Canada was taking the bull by the horns and 
eliminating its new-car excise tax to spur business 
recovery, it was the same old story in Washington where 
the Congress voted to retain the 10 percent excise on cars 
and trucks sold in the United States. 


The Canadian government was also realistic in providing 
for protection of dealers: The levy will be refunded to 
dealers for cars on hand. 


The U. S. excise, first enacted in 1917, was raised to 10 
percent during the Korean War in 1951. Since then it has 
been reenacted annually for 10 years despite industry pleas. 
The levy is the only major Korean War tax not reduced, 
since cuts have already been made on golf clubs, motor- 
cycles, cameras, perfumes and cosmetics. 


What is the outlook for relief on U. S. cars and trucks? 
Not very good, unless all branches of the industry—con- 
sumer, dealer and maker—coordinate their efforts to con- 
vince Congressmen in about 40 states that their states’ 
economies are definitely entwined with autos, too. Many 
Congressmen vote to extend auto excises because they fear 
the loss of such taxes would be made up by applying levies 
on products of their home states. 


Auto makers, dealers and motoring greups have made 
direct appeals every year to Congress for relief, but it 
seems that all have been loath to carry a real fight to the 
grass roots. In many cases, this has been because the auto 
groups have held back their fire on the excises in order 
later to block or push through some legislation for their 
particular group. 


It seems high time that all these groups get together in 
one common aim: Kill the auto excise tax in 1962. 
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Editorial Director—Robert M, Finlay. 





























Coming 
Events 


% Enrror’s Norz: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


















Dealer Conventions 


Aug. 20-22—Colorado Automobile Dealers 
Assn. Harvest House, Boulder. 

Aug. 20-23—Automobile Dealers Assn. of 
West Virginia, The Greenbrier Hotel, 
White Sulphur Springs. 

Sept. 18-19—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 

Oct, 2-4—I4th Annual Convention and Ex- 
hibit, Truck Body and Equipment Assn., 
Hotel Sherman, Chicago. 

Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte Haddon-Hall Hotel, 
Atlantic City. 

Oct. 22-24— New York State Automobile 
Dealers, The Concord, Kiamesha Lake, 
N.Y; 






















Oct. 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 

Nov. 14—Connecticut Automotive Trades 
Assn., Statler Hilton Hotel, Hartford. 
Nov. 25-27—Arkansas Automobile Dealers 
Assn., Arlington Hotel, Hot Springs. 
Dec. 4—Utah Automobile Dealers Assn., 

Hotel Utah, Salt Lake City. 

Dec. 45—Minnesota Automobile Dealers 
Assn., Hotel Leamington, Minneapolis. 

Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 

March 18-19—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Orleans. 
1962 
May 20-22— Oregon Automobile Dealers 
Assn., Sheraton-Cadillac Hotel, Portland. 
Jan. 14-17—National Independent Automo- 
bile Dealers Assn., Stardust Hotel, Las 

Vegas. 























"Oh, that's an incentive shower. | like my salesmen 
to take if once a day.” 





Letterbox 


‘Higher Holdback .... .’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 










* * * 


Auto Shows 


Oct. 14-I8—Milwaukee Auto Show, Arena, 
Exhibit Hall and Market and Mechanics 
Halls, Milwaukee, 

Oct. 18-22— New England International 
Auto Show, Commonwealth Armory, 
Boston. 

Oct. 28-Nov. 5—Southern Automobile Ex- 
position, Merchandise Mart, Charlotte, 
ee 5 ments in your article in the June 19 

Nov. 11-18—Philadelphia Auto Show, Phila- issue of AUToMOTIVE News headed 
delphia. “Cut in Discounts Seen of No 

Nov. 21-26 — 4th Annual Imported Car | Help.” I don’t know what execu- 
Show, Brooks Hall, San Francisco. tives you were quoting, but he ob- 

1962 viously has never paid for a car 

Feb. 17-25— Chicago Automobile Show, | when he commented as he did re- 
McCormick Place, Chicago. garding the strong feeling today 

Oct. 19-28 — 1962 National Auto Show, | about the dealer holdback propos- 
Cobo Hall, Detroit. als. 

I took the trouble to dig up some 







no difference whatsoever in wheth- 
a _| er the public buys or does not buy 
I read with interest the com-| the $500 which labor and the fac- 


Wants Two Percent 


tories have added to the cost of the 
car apparently does. 

I strongly feel that the dealers 
need at least a 2 percent profit and 
management pad in the invoice of 
the car to guarantee the value of 
the franchise and to attract to the 
automobile business the talents, fi- 
nances, and facilities it needs to 
continue to exist under today’s 





aa. * 3 “ . S Pr competitive conditions on the retail 
invoices to this dealership covering | -. ; ; 
’ : side, and today’s high cost of doing 
General some ’55 model Fords in which year |}, shitae én tae eneat athe. 


more units were sold and more 
profit made by more dealers than 
we have experienced since that 
year. We dealers, and of course, 
the public, are now paying about 
$500 more per car than we were 


Suggest to your factory com- 
mentator that he pull the one 
percent holdback out of his deal- 
ers’ income tax statements—if he 
has them—and see what’s left. 


July 18-20—Western Plant Maintenance and 
Engineering Show, Pan Pacific Audi- 
torium, Los Angeles. 


Aug. I1-12—National Auto Auction Assn. 
Convention, Bismarck Hotel, Chicago. 



























































Oct. 1-5—Il4th annual convention and ex- 
hibition, Truck Body and Equipment 
Assn., Hotel Sherman, Chicago. 

Oct. 8-13—American Trucking Assn. An- 
nual Convention, Statler and Mayflower 
Hotels, Washington, D. C 

Oct. 23-26—Fleet Maintenance Exposition, 
Private Truck Council of America, Inc., 
New York Coliseum, New York. 


Oct. 29-Nov. | — National Lubricating 
Grease Institute, Rice Hotel, Houston. 


Nov. 8-10— Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 


other 13 percent. 


Henderson. 


the Korean War effort. 


The Big Stories 


35 Years Ago—1926 


Eighty-seven percent of the 4,763,428 automobiles built in the six 
leading motor vehicle production countries of the world in the first 
six months of 1925 were manufactured in the United States. This 
country accounted for 4,154,269 cars, while the other five countries, 
England, Canada, France, Italy and Germany accounted for the 


20 Years Ago—194.1 


Price boosts on 1941 cars, made by several auto firms, were allowed 
to remain in effect, but Federal officials indicated they planned to 
place a ceiling on manufacturer prices, dealer markups and tradein 
prices starting with the 1942 models. The move was proposed by the 
Office of Price Administration and Civilian Supply, headed by Leon 


10 Years Ago—1951 


The National Production Authority asked the auto industry to 
provide estimates on the amount of controlled materials it will need 
for the production of approximately 1,200,000 cars during the fourth 
quarter of 1951. The move was designed to conserve materials for 


paying in 1955. 


In the thousands of small com- 
munities throughout our country, 
I wonder seriously if our custom- 
ers are able to spend $500 more 
for their cars today than they 
were six years ago. Perhaps the 
price increase of cars explains 
why our overall volume national- 
ly has not yet topped 1955. 

The $25 one percent holdback 


now included in the invoice makes 
























This holdback when treated as a 
cost of sales puts all dealers on the 
same cost basis and encourages 
volume business; the more cars 
purchased and sold, the more 
money accrued as profit, 

I sincerely believe all dealer 
franchises and facilities would 
enjoy a marked appreciation in 
value if we could simply say—Mr. 
Dealer, you sell 200 cars per year 
from your store and at worst do no 
better than break even in your 
overall operations and you will 
have made $10,000 (200 cars x 2 
percent or $50 per unit holdback)! 

Put that program in effect and 
you will find that “starting from a 
$50 higher base” will have no meas- 
urable effect on whether the pub- 
lic buys or not, but a pronounced 
effect on dealer profits, and you will 
also find that many of our other 
chronic problems will simmer down 
to nothing.—_W. R. Poynter, Poyn- 
ter Motors, Inc, (Ford-Mercury- 
Lincoln), Parsons, Kans. 

* + * 


Column Is Ad 


. . . the General Motors article 
and the reference to Ed Wimmer 
on Page 43 of your May 29 issue. 

Unfortunately, the article stated 
that Wimmer was a columnist for 
the Cincinnati Enquirer. This is in 
error, and could cause a serious 
misunderstanding, for Ed Wim- 
mer’s views are not the Hnquirer’s. 
His column is paid advertising and 
is so slugged.—STaNLey A. FERGER, 
Cincinnati Enquirer. 

















“By sticking to a strict preventive maintenance pro- 
gram and specifying Spicer components we keep our 
maintenance costs down:to one dollar spent for every 
ten dollars of revenue earned,” says Lon Adair, Fleet 
Maintenance Superintendent, Interstate Motor Lines, 
Inc., Salt Lake City, Utah. 

““We’ve found that Spicer equipment on our trucks 
and tractors is a tremendous help in making it pos- 
sible for our rigs to cross some of the toughest terrain 
found anywhere—day-after-day, month in, month 
out. On our Salt Lake City-Los Angeles run, for in- 
stance, our tractor-trailers pass through 110 miles of 
desert in over 100° heat. And they have to haul pay- 
loads up to 40,000 pounds over 600 miles of craggy 
mountain roads on the Denver run. All of this rugged 
driving puts a heavy load on the Spicer 12-speed 
transmissions. But maintenance records show that 
our Spicer transmissions come through with flying 
colors! 

“The remarkable thing about Spicer components,” 
says Mr. Adair, “is the fact that they stand up under 
so many adverse conditions. We haul commodities 
such as cobalt, brine shrimp and explosives over salt 
flats and primitive roads. Yet, the easy gear shifting 
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SPICER 


TRANSMISSIONS, 
CLUTCHES, JOINTS 
CUT MAINTENANCE 


COSTS FOR IML 





of the Spicer 12-speed transmissions has made these 
trips almost completely free from safety hazards. Add 
in their durability and availability and you can easily 
see why we called for Spicer transmissions and 
clutches in the 17 new tractors we recently added to 
our fleet.” 


WHY IML IS A GOOD TEST FLEET FOR TRANS- 
MISSIONS. Interstate Motor Lines, Inc., began 
operations in 1929. Today IML operates 552 trucks 
and tractors and has a gross annual revenue of over 
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Mr. T. S. Carter, President, Interstate Motor Lines (left), 
with Lon Adair, Fleet Maintenance Superintendent, 
inspecting Spicer transmission on diesel-powered rig. 


$20 million a year. Typical runs are Denver to 
Chicago, 2,068 miles; Salt Lake City to Chicago, 
2,890 miles; Salt Lake City to Kansas City, 1,166 
miles; Salt Lake City to Los Angeles, 1,450 miles; 
Salt Lake City to Oakland, 749 miles; and Salt Lake 
City to Portland, 854 miles—all rugged, demanding 
routes. 


HERE’S POSITIVE PROOF that Spicer transmissions 
will save you money! “One indication of the long wear- 
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Toledo 1, Ohio 





T. J. Carter, Vice President in Charge of Equipment and 
Maintenance Procedure, and Lon Adair inspect a 
Spicer splitter synchronizer. 


ing qualities of Spicer components’is this fact,” says 
Lon Adair. “Our Spicer 8041 and 8031 transmissions 
are not pulled apart before 300,000 miles of use, 
and some units even chalk up as high as 400,000 
miles before being taken down. One of our diesels has 
been run 738,000 miles with only one overhaul at the 
400,000 mile mark. We don’t intend to scrap the rig 
until it logs over a million miles!” 





Lon Adair discusses Spicer Universal Joint with T. S. 
Carter. 





SPECIFY SPICER components for trouble-free opera- 
tion, low maintenance cost, ready availability of 
replacement parts. For complete information on 
Spicer products write Dana Corporation, Toledo 1, 
Ohio. 


FOR TRUCK DEALERS THIS MEANS... 


that you can help your customers save dollars—and 
plenty of them — by recommending Spicer compo- 
nents when they buy new trucks. 

Tear this page out—and show it to your customers. 
Let the facts and the experience of Interstate Motor 
Lines speak for themselves. Here’s proof—and only 
one example among thousands—that Spicer compo- 
nents cut operating costs as no others can. 

Want names of other fleets that specify Spicer and 
save? We’ll be glad to send them to you. And, if you 
want to know what Spicer components are available, 
write the truck manufacturer or Dana Corporation, 
Toledo 1, Ohio. 


SPECIFY 
SPICER! 
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Commercial Car News 


A Monthly Section for those who make, sell and service America’s Trucks, 


Buses, Commercial Vehicles and Equipment 


Truckin’ 


by Jack Weed 





A SHORT time ago I attended 
the opening of the new service 
garage that the Ryder Truck Rent- 
al people had built to service the 
62 new Ford trucks they are sup- 
plying Detroit’s Farm Crest baker- 
ies and who should I run into at 
the luncheon, kicking off the affair, 
but one of the pioneers of this 
truck business . 

It was E. L. Southwick, chair- 
man of the board of Farm Crest, 
and he dates back in my memory 
to the early 1900s when he was 
treasurer of the old Lewis Hall 
Truck Co. here in Detroit, one of 
the nearly 200 “assembled” truck 
manufacturers that sprang up 
during the last stages of World 
War I. 

Lewis Hall Truck Co. grew out 
of the Lewis Hall Iron Works, one 
of the old structural iron firms of 
that day and Southwick was one 
of my contacts when I used to visit 
the plant. 

I had not seen Southwick for 
more than 30 years. My last con- 
tact with him was around 1927 
when he was deep in the throes 
of a truck movement problem as 
the assistant to the president of 
the old Grennan Bakeries, fore- 
runner of the Farm Crest firm. 

He was one of the early truck 
men who played an important part 
in blazing the path of an infant 
industry and Lewis Hall was one 
of the leading truck makers around 
these parts. 

aa * ok 
ena him and recapping this 
meeting has kinda set me off 
on a reminiscent mood (if you will 
pardon my reliving a bit of the past 
in the truck business for just this 
once.) 

There may be a few old-timers 
around who will remember some 
of the names and the men that 
I would like to recall for the rec- 
ord briefly, for each played an 
important part in what we now 
know as the truck business. 
Let’s go back about five or six 

years before Southwick to the days 
when Gus Fruehauf ran a black- 
smith shop on Gratiot Ave. He got 
a request from his old friend, 
Restrick, who ran a lumber yard 
here, for a rig that would enable 
him to carry long timbers back of 
his truck. 

Gus ordered a couple of roller- 
bearing wagon axles from Timken 
Roller Bearing Co., which used to 
make them for horse-drawn ice 
wagons and the big drays used in 
all seaports, and proceeded to 
pound out the first semi-trailer of 
that day. 

I was writing for the Timken 





Top Trucks 


New-truck registrations for four months 
(minus one state), plus 24 states 


for May: 

1961 1960 
Pos. Make Pos. 
1— 97,102 Chevrolet 114,988— 1 
2— 95,835 Ford 102,191— 2 
3— 33,081 Internat. 40,247— 3 
4— 22,887 GMC 27,386— 4 
5— 13,010 Dodge 15,581— 5 
6— 9,281 Willys 10,427— 6 
7— 4,247 White 5,359— 7 
8— 3,074 Mack 4,216— 8 
9— 1,888 Studebaker 1,240— 9 
10— 617 DiamondT 1,022—10 
11— 296 Brockway 427—11 
11,260 Misc. 16,160 
Total All Makes 
292,578 339,244 


Further details on Page 28. 



















Magazine at the time and I went 
out to cover the story. When I went 
into the shop, Gus and his helper, 
Neumann, were building the second 
trailer of its type for Vernor Ginger 
Ale Co. 

This was even before the days of 
the “make-a-truck” when several 
men with vision, including the 
Graham Brothers down in Evans- 
ville, Ind., started making conver- 
sions of heavy frames and heavy 


cars to convert them into trucks. 
ok * ed 
Not Always Serene 
Aone some of the Detroit pi- 
oneers of the day was Mart 
Pulcher who aided in the organiza- 
(Continued on Page 14, Col. 1) 


Retarder 'Package'— 


The Spicer-Thompson retarder ‘package’ 
rear axles to fit behind passenger! assembly for trucks and buses, introduced 


by Dana Corp., Toledo, combines retarder, 
propeller shaft and yoke-like mounting 
bracket. Compact and built primarily of 
aluminum, the unit was developed by Dana 
and Thompson Products Michigan Division, 
Thompson Ramo Wooldridge, Inc. 


Rockwell-Standard Unveils 
New Single-Leaf Spring 


A NEW version of the single- 
leaf spring for cars and trucks 
was announced last week by Rock- 
well-Standard Corp. at its new re- 
search center in Birmingham, Mich. 
The Rockwell-Standard design, 
which is now ready for the mar- 
ket, is named the Taper-Leaf. 

While both car and truck appli- 

cations of this new spring were 

demonstrated to the press, more 
emphasis was placed on the truck 
spring potential for general ap- 
plication than on the car version. 

The Taper-Leaf spring in all ver- 
sions, however, is claimed to have 
a much better uniformity of per- 
formance and a longer service life, 
to be much lighter in weight and 
to be produced at a lower cost than 
the current multiple-leaf springs it 
is designed to replace. 

Nels R. Brownyer, vice-president 
and director of research and devel- 
opment, intimated that to a large 
degree the new truck spring nearly 


eliminates the “bounce” vibrations 
that are transferred to the truck 
driver and which produce fatigue 
on long runs, 
* * 
y= the single-leaf idea is not 
new to automotive engineering 
—having been recorded as a pos- 
sibility as early as 1940 when a pat- 
ent application was first issued for 
such a device—the tapered design 
principle is new. As far as is pres- 
ently known, it igs exclusive to the 
Rockwell-Standard design. 
Approximately 20 years of test- 
ing and development have gone 
into the design of the new spring. 
Work on the present design start- 
ed that long ago in the Standard 
Steel Spring Co., later known as 
Rockwell Spring & Axle Co. and 
now Rockwell-Standard Corp. 

A two-leaf version of the Taper- 
Leaf spring has been quite widely 
accepted as the suspension member 

(Continued on Page 19, Col, 1) 











Maintenance Cut, 
Safety Promoted 


By Brake 


wus the swing to heavier 
trucks and more powerful en- 
gines, the ability to stop the load 
on long hills and in expressway 
service in becoming more import- 
ant. 

Many operators, especially 
those who haul commodities such 
as fuel oil, gasoline, steel, gravel 
and other such bulk loads, are 
looking to brake retarders not 
only as a safety measure for their 
vehicles but as a positive means 
of cutting the increasing cost of 
brake maintenance. 

By reducing engine speeds the 
retarder is also credited with cut- 
ting wear and tear on the engine. 

Those retarders that are adaptable 
to city traffic conditions, of course, 
will also bring savings in clutch 
maintenance costs. 
aS od OK 

Tos safety feature is one of the 

most compelling selling factors 
for retarders and is seen as one of 
the reasons for the increased in- 
terest in retarders, especially by 
operators in the Midwest and East. 
Their value has been recognized for 
some time by over-road and off- 
road operators on the West Coast. 

Operators using retarders claim 
that their drivers are really en- 

* * * 





Engine Converter— 


Typical of the engine-mounted retarder, 
which converts the engine itself into an 
air compressor that absorbs the power of 
the truck in its forward motion, is this unit 
built by Jacobs Mfg. Co., West Hartford, 
Conn. It currently is fitted only to Cum- 
mins diesel engines. 


‘Heavies’ Demand Edueation 


Fes continued move by truck 
operators toward higher ton- 
nage ratings and more horsepower 
is bringing on a demand for more 
intensified training of salesmen. It 
also ig necessary for truck body 
and equipment makers to increase 
their activities in bringing opera- 
tional data on their products to the 
attention of the truck dealer and 
his salesmen. 

Chevrolet already has announc- 
ed that it soon will be in the 
heavy-duty truck field, and other 
companies, notably Ford and In- 
ternational Harvester are putting 
greater effort into their training 
programs. This highlights the 
necessity of supplying the dealer 
and his salesmen with data on 
the various products that make 
up a complete truck. 

While the truck factories as a 
group do an outstanding job of 
furnishing their dealers and sales- 
men with information on the vari- 
ous models, little is done in these 
programs to inform the men on 
the sales firing line of the advan- 
tages of the many products that 
are available through the body and 
equipment distributors. 

* * * 
vas need for greater education 
of the field selling force is be- 
coming acute on the products that 
are mounted on the truck itself 


(and usually are sold by the truck 
dealer when he makes the sale), 
and it is just as acute on items 
like trailers that normally are sold 
by the maker’s own field force. 

It is especially advisable that 
these truck salesmen be kept in- 
formed of the vocational aspects 
of bodies and equipment that can 
have a marked influence on the 
completed unit being efficient and 
able to do the buyer’s job at the 
lowest possible cost, 

Another field in truck merchan- 
dising where the suppliers of equip- 
ment can be of great assistance to 
both the dealer and themselves is 
service tools and equipment. 

It is claimed that there has been 
a decline in the activity of the 
makers of tools and service equip- 
ment in getting information of new, 
more efficient and more adaptable 
equipment to the attention of truck 
dealers, 

* * * 
ECENTLY there has been a 
movement toward getting more 
mobility into the truck dealer’s op- 
eration by replacing fixed equip- 
ment with equipment and _ testers 


TRUCK NEW PRODUCTS 


Page 30 





that the mechanic can take to the 
truck rather than move a heavy 
duty unit each time a different 
service operation must be per- 
formed. 


More than one company has 
found that mobile equipment brings 
more efficiency, lower cost and 
higher take-home pay to the me- 
chanic, especially if he works on 
flat rate. 

Many dealers do not realize the 
profitable service work they are 
missing by not providing, stalls, 
doors and aisles that are large 
enough to make it easy for their 
truck owners to bring their ve- 
hicles back home for service. 

In a manual for dealers who will 
get into heavy-duty truck service 
during the coming year, Chevrolet 
notes that medium and heavy-duty 
truckers spend an average of $620 
annually for maintenance services 
and that 60 percent of this is cus- 
tomer labor. 

This in itself points up the need 
for the best and most modern 
equipment the dealer can give his 
men, 

cd co ok 
WPRAat there is plenty of truck 
service work looking for a shop 
that is equipped to do it was shown 
recently in a spot check of 786 ve- 
(Continued on Page 18, Col, 1) 


Retarders 


thusiastic over the additional 
safety and ability to maintain 
more even road speeds after they 
have become accustomed to driv- 
ing a truck equipped with a 
brake retarder. 

Drivers claim that the retarder 
makes driving a little more com- 
plicated but most of them say it 
becomes easy as soon as they get 
used to it and get the “feel” of the 
retarder action on long hills or 
heavy traffic. 

Drivers report they like the feel- 
ing of security it gives to know 
that wheel brakes will always be 
ready for any emergency stop. 

They also claim that once they 
get used to driving a retarder- 
equipped truck, the retarder aids 
in reducing the number of shifts 
they have to make. 

ok * ok 

OME of the points which users 

claim for retarders include up 
to 90 percent savings in brake 
maintenance, engine wear cut al- 
most in half and up to 5 percent 
more tire life. 

They claim that outside of the 
obvious advantage of providing 
better control of the truck on 
long downhill runs, a retarder 
also gives the driver better con- 
trol on inching up to the red 
light, for negotiating turns, for 
driving on icy or slippery roads 
and for aiding in the control of 
heavy loads in expressway driv- 
ing. 

Furthermore, they say, retarders 
provide a great degree of safety 
in all types of cross country driv- 
ing in that drivers know that by 
using the retarder brake lining life 
is increased and the brakes run 
cool so that they do not have to 
fear failure from overheated 
brakes. 

* * * 

F THE 11 makes of brake re- 

tarders now on the market, six 
mount on the drive line, three con- 
vert the engine into an auxiliary 


| brake and two are disk brakes that 


replace the service brakes on one 
set of driving axles. 

All can be controlled from the 
cab by the driver. Most of them 
are built into the vehicle at the 
truck factory although at least 
two makes can be mounted in the 
field, Perhaps others could be 
mounted in the truck by truck 
equipment distributors with the 

(Continued on Page 15, Col. 1) 
* * * 
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One of a Kind— 


The only electrically operated brake 
retarder currently marketed uses electro- 
magnets which are energized by the ve- 
hicle's electric power. It is normally 
mounted on the propeller shaft, although 
it can be mounted on trucks with rear en- 
gines. It is built by Lear, Inc., Grand 
Rapids, Mich. 























aaaaaaaaae—hCi lUC.lLlCU CU 














BENDIX HYDROVAC 
POWER BRAKES 


CHOSEN FOR MORE THAN 
6,000,000 INSTALLATIONS 


















HERE’S WHY: 


1. BIGGER PAYLOAD—Because Bendix Hydrovac Power 
Brakes weigh less, they permit hauling increased pay- 
loads—up to several hundred pounds extra. 2. LOWER 
PRICE—Bendix Hydrovac Power Brakes cost less to buy— 
also less to operate, less to maintain. 3. BETTER PRO- 
TECTION —Bendix Hydrovac Power Brakes have built-in 
standby safety; manual braking in case of power failure. 


MORE BENDIX HYDROVAC VACUUM POWER 
BRAKES ARE IN USE THAN ALL OTHER MAKES 


Bendix fivis10n SOUth Bend, IND. T° OA; 


Set oH dees ae eet a Ube? 
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(Continued from Page 12) 


tion and development of Federal 
Motor Truck Co., which in itself 
pawned several offshoots and “men 
of action” who made their mark in 
other factories. 

Out of Federal came Denby, 
headed by Edwin Denby, a poli- 
tician who was for a time in the 
President’s cabinet. Anyway, 
Denby and Pulcher dissagreed 
Over company policy and Denby 
started his own company and 
took several key men from Fed- 
eral with him. 

And then there was Col, H. W. 
Alden, “Corny” Myers and Gus 
Carlson, of Timken Detroit Axle 
Co., who helped many a struggling 
embryonic truck company of that 
day engineer their first trucks into 
units that would do an honest job 
of hauling. 

Noah Brosseau was another pio- 
neer who crossed swords with 
Pulcher over company policy and 
went down to Mack and put that 
company on the transportation map 
and on the stock market as well. 
Brosseau preceded Billy Durant in 
playing a profit tune on the New 
York Stock Exchange with Mack 
stock. 

He was also the first truck exec- 
utive to my knowledge to send out 
orders to his branch managers that 
he didn’t want an operating profit 
from the branches. If they were 
ahead a few thousand dollars near 
the end of the year, they were told 
to use that surplus to make more 
long trades. Like Henry Ford, he 
was looking to the long factory 
profit on replacement parts and the 
more Macks there were on the 
street, the more wear and tear on 
parts and the more long-profit sales 
for the factory. 

Those were the days when a 
Mack “Bulldog” five-ton chain 
drive carried a list of $7,200, as I 
remember it, but they could be 
bought for $3,900 if one knew his 
trucks. This enabled a Mack branch 
to take in most any other make of 
truck except Packard, Peerless or 
Pierce-Arrow as the downpayment 
on a new Mack and still get the 
minimum list. 

x * * 

PG of Packard brings 

back memories of Ray Cham- 
berlain, who was truck sales man- 
ager of Packard when they stuck 
to the chain drive one year too long 
and had trucks packed like sar- 
dines in all branches and in a big 
lot back of the factory. 

Fortunately for them, World 
War I came along and Britain 
and Russia who needed trucks 
badly and in a hurry came to the 
rescue and took them all off 
Packard’s hands—at a profit to 
Packard, I might add, 

Then there was Albert Fisher, 
an uncle of the famous Fisher 
brothers of General Motors body 
fame, who split with his nephews 
who were in the body business with 
him and decided to go into the 
truck business. He started Standard 
Motor Truck Co. which pioneered 
many innovations of its day. 

I still remember Albert Fisher 
and Gus Fruehauf and a couple of 
their cronies who used to meet at 
the Harmonie Club for lunch and 
pinochle almost every day. 

Bill Day and his son, Vance, 
headed General Motors Truck Co. 
during its swaddling days after it 
was purchased by General Motors 
and they and Oakland both had 
problems with the old Northway 





Two Groups Conduct 


Transportation Study 


DETROIT.—The National De- 
fense Transportation Assn. and 
the Office of Civil and Defense 
Mobilization are conducting a 
survey of transportation equip- 
ment and facilities. They said it 
is important to national defense. 

The purpose of the survey is to 
collect information on the 
amount and capability of trans- 
portation equipment and facilities 
in use within regional areas on 
an average day and the amount 
of equipment which is available 
























































during peak and nonpeak hours. 





engines made by Northway Motors, 


also a GM unit. 
* + * 


Building an Empire 


A" that time Frank Ruggles, 
who headed Republic Motor 
Truck Co. in Alma, Mich., took 
the production lead in the industry 
and a couple of outstanding men 
aided in building that empire. 
Milt Holmes was its sales man- 
ager until he left to start his own 
Transport Motor Truck Co. in Mt. 
Pleasant, Mich., and “Polly” (For- 
rest, to most of you) Akers came 
up from Reo to carry on the job. 
Reo, too, was a training ground 
for many men who made their 
mark in the industry since. 
Under Bob Reushaw, one of the 
greatest sales managers of the 
early days, and E. LeRoy Pel- 
letier, the advertising genius who 
always wore a flowing silk tie 
like an artist, the Reo Speed 
Wagon with its slogan of the 


“Gold Standard of Value” held 
top spot in the industry until first 
Republic and then Dodge knock- 
ed it off its high pedestal. 

One of the reasons why Reo lost 
out was the prime reason for Reu- 
shaw quitting the company in dis- 
gust. When Reo brought out models 
of heavier tonnage (the original 
was a 1%-ton unit), engineering put 
on long leaf springs in the rear 
with a high camber and cable 
brakes. As the springs flatten- 
ed. under load the brakes would 
tighten and need to be adjusted. 


Reo even had a turnbuckle ad-/, 


justment so that this could be done 
easily and quickly, but users got 
tired of having to adjust brakes 
for every load. Bob Reushaw made 
an ultimatum that if engineering 
wouldn’t change the design he 
would quit, and Scott, the general 
manager, sided with engineering. 
Then there was Gar Wood, a 
young Minneapolis engineer who 
came up with a hydraulic hoist that 
fathered the dump bodies as we 
know them today. He and his 
brothers came to Detroit and start- 
ed the Gar Wood Hydraulic Hoist 
and Body Co. Gar and Logan Wood, 
his older brother, followed by Heil, 
of Milwaukee, and Anthony, of 
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New Entry— 


This heavy-duty highway tractor has 
been introduced by Marmon-Herrington 
Co., Inc., Indianapolis. Model HDT-1, tilt- 
cab forward, has a gross vehicle weight 
of 43,000 pounds, and gross combination 
weight of 72,000 pounds. Powered by a 
195-horsepower Cummins diesel, the unit's 
wheelbase is 132 inches. 


Streator, Ill, put trucks into the 
construction, excavation and gravel 
haul business with a bang and were 
the “acorns” of today’s tremendous 





hydraulic mechanisms that take 
care of practically all heavy lifting 
operations, 
* co oe 

a.” LIKE to recount the trium- 

virate of super-salesmen that 
Chevrolet brought into that organ- 
ization when they took over Martin 
Parry Body Co., Indianapolis. 

They were Al Cosgrove, Red 
Evans and Artie King. I credit 
these men plus Don Meyer, who 
built the Truckstell organization 
out of the nucleus of the sales 
force on the old Ruckstell axle, 
of making the truck equipment 
business what it is today. 

They were, to my mind, the lead- 
ers in the development of the prov- 
en concept that the truck dealer 
should sell a completely equipped 
truck and that he was entitled to 
a profit on every piece of equip- 
ment that went on the truck when 
it was delivered to the buyer. 

That concept has been kicked 
about in the truck business lately, 
but I believe that as more and more 
dealers get interested in the fast 
growing heavy duty business they 
will strive more and more for the 
extra profits that are available from 
this source. 














' 











| 
| 


_ 


11 Makers Offer Units... 
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Brake Retarders Cut 
Costs, Aid Safety 


(Continued from Page 12) 


proper facilities and engineering- 
type manpower. 

Latest entry in this field is the 
Spicer-Thompson retarder, which 
combines retarder, propeller shaft 
and mounting bracket into a 
“package” assembly, being market- 
ed by Dana Corp. 

Developed by Dana and Thomp- 
son Products Michigan Division, 
Thompson Ramo Wooldridge, Inc., 
this hydrodynamic braking unit in- 
corporates the field-proven Thomp- 
son retarder as an integral part of 
the vehicle driveline without the 
use of multiple universal joints and 
additional mounting brackets. 

oe co * 


. two-piece, hinged mounting 
bracket features rubber mount- 
ed journals to assure that propeller 
shaft joint angles are not disturbed 


during transmittal of power from 
transmission to axle. 

In addition to supporting the 
retarder itself, the mounting 
bracket transfers retarder brak- 
ing reaction torque through 
transmission and engine case to 
the vehicle frame. 

Thompson Products merchan- 
dises a retarder under its own 
name that is built in two models, 
one that mounts on the drive line 
back of the transmission, and one 
that attaches to the rear axle. 
However, this latter model can be 
mounted only on an axle with a 
through pinion shaft and a suitable 
mounting face on the axle, It is 
made by Thompson Products in 

Warren, Mich. 
* 


J * 
pie Long Brake-Mate hydraulic 
r 


Division, Borg-Warner Corp., De- 
troit 12, Mich., also comes in two 
models, both of which are mid- 
mounts. Model 80 is for vehicles 
rated under 80,000 pounds gross ve- 
hicle weight and Model 150 for 
those up to 150,000 GVW. These 
units have been approved for OEM 
use by at least one truck manufac- 
turer thus far and are also avail- 
able in kit form for field mounting. 

Parkersburg Retarder, manu- 
factured by Parkersburg Rig & 
Reel Co., Coffeyville, Kans., has 
been on the market longer than 
any other retarder. It also is a 
drive line unit but can also be 
mounted behind the axle, in the 
transfer case, behind the differ- 
tial or at a power take-off, 

The Hydrotarder is available in 
six models ranging in rotor size 
from 10.5 to 22 inches, The larger 
sizes are designed for off-highway 
trucks and construction equipment. 
Only the 15-inch rotor size is offer- 
ed in kit form for field mounting. 
It can be obtained from Hetsel 
Bros., Los Angeles; Page & Page, 
Denver, and Wilson Equipment Co., 
Vancouver, B. C., as well as from 
the factory. 


The Allison Retarder is another 


etarder, made by Long Mfg.! drive line installation but in this 





Hydraulic Unit— 


Illustrative of the liquid-cooled brake 
retarder installed on a drive line is this 
Brake-Mate, manufactured by Long Mfs. 
Division, Borg-Warner Corp. This hydrav- 
lically actuated unit is available in kit 


form for mounting in the field. 
(6 


case the unit is incorporated in the 
automatic transmission made by 
the Allison Division of General Mo- 
tors as an intregal part of the 
transmission. 

Allison also makes a second unit 
designed principally for off-high- 
way operation. With a separate 
unit called a Torqmatic brake, it is 
used in combination with a Torq- 





A close look 
tells why! New 


Firestone 
Transport-100 


truck tire 


boosts mileage 


b ()% (yet costs no more) 


Take a look at this totally new 3-rib truck tire! Totally new, 
yet already proved in over 109,000,000 miles of fleet tests to 
bring you 50% more original tread mileage and much greater 
drive wheel traction. With its completely new Rubber-X 
compound and Shock-Fortified cord body, the Transport- 
100 can give you an extra tire mile for every two yourun... 
stops in 2/3 the distance most other truck tires require on 
wet, slick or snow covered pavement. . 
treated for quieter running. You’d expect to pay more, but 
the big news is this: You can start running on Firestone 
Transport-100 tires now at no extra cost! Available in nylon 
or Tyrex® rayon cord, tubed or tubeless, at your Firestone 
Dealer or Store. Always Specify Firestone Tires on New Trucks. 


Copyright 1961, The Firestone Tire & Rubber Company 


MEMBER {4/24 THE AMERICAN TRUCKING INDUSTRY 
@®T.M. of Tyrex, Inc. 


. and it is noise- 


Transport® T.M. Firestone 





NEW “stone 


N EW flatter crown to give 
greater road contact for even wear 
and added mileage. 


N EW deep bladed slots up 








guards” built 


right in to keep tread free of 
damaging gravel and pebbles. 





N EW deep tapered grooves... 
tapered contour effectively cleans 
out larger stones. More resistance 
to tread cracking. 





NEW 3-rib tread design with 
broad stable center rib boosts mile- 
age, reduces tread squirming and 
scuff wear. 





traction for life of tread. Braced 


design for even wear, surer steering 
on wet or dry curves. 
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matic converter and a Torqmatic 


transmission. 
* * + 


Electric Unit 


fp Lear retarder, made by 
Lear, Inc., Grand Rapids 2, 
Mich., is the only retarder using 
electricity to generate the retarding 
force. It hag practically the same 
type of housing and shaft arrange- 
ment as other drive line units but 
instead of vanes to produce a hy- 
draulic action this unit uses a se- 
ries of electromagnets, 

Two steel disks make up the 
rotor which is driven by the 
drive shaft or other power take- 
off. Lear has several distributors 
on the West Coast and is in the 
process of appointing others in 
various sections of the country. 

The Williams exhaust brake, 
made by Power Brake Equipment 
Co., Portland 14, Ore., is designed 
to convert the engine into a low- 
pressure air compressor that holds 
back the vehicle when the retarder 
is actuated, 

It is mounted between the muf- 
fler and exhaust manifold and is 
actuated by a butterfly valve that 
restricts the exhaust and causes a 
40 to 50-pound pressure buildup in 
the exhaust manifold. 

The unit is controlled by a lever 
from the cab and is released by a 
valve located in the foot throttle 
control system. It can be mounted 
on either gasoline or diesel engines 
and has provisions to prevent harm 
to the power plant. 

* * * 

MAK« retarder is built by Mack 

Trucks, Inc., and is available 
only on Mack trucks. It can be in- 
stalled by Mack dealers or branches 
in the field. It also is an engine 
brake that develops up to a maxi- 
mum of 20 pounds’ pressure. 

The Jacobs engine brake, de- 
signed by Clessie L. Cummins, 
the founder of Cummins Engine 
Co. is made by Jacobs Mfg. Co., 
West Hartford 10, Conn., and 
converts a diesel engine into a 
retarder through controls com- 
pletely under the operation of the 
driver from the cab. 

It performs its retarding action 
in two steps, first by shutting off. 
the fuel supply and then by ex- 
hausting the compressed air at the 
top of each compression stroke. 


The unit mounts on top of the 
rocker housing with the rocker 
housing cover on top of it. At pres- 
ent, Jacobs is building units for 
certain Cummins models but plans 
to broaden coverage to take in all 
Cummins models as well as Mack 
and General Motors diesels. This 
should be accomplished by the end 
of this year, Jacobs executives feel 
sure. While they have concentrated 
their appointment of distributors 
west of the Mississippi River, they 
are now in the process of adding 
additional distribution in the east- 
ern half of the country and in 
Canada. 

* * * 

as Ausco and the Wagner re- 

tarders are both complete disc 
brake assemblies that replace the 
service brake on at least one axle 
of the truck, While they can _ be 
used as retarders when _ needed, 
they also will replace the braking 
action of the service brake under 
conditions when the retarding ac- 
tion is not needed. 

The Ausco unit is made by 
Auto Specialty Mfg. Co., St. 
Joseph, Mich. It is a liquid-cool- 
ed, multiple-disc unit. On a two- 
axle truck, the Ausco unit would 
be installed on the rear axle in 
place of the regular brake, leav- 
ing the front brakes intact. On a 
three-axle truck, the unit would 
replace the conventional brakes 
on the intermediate axle, leaving 
the front and rear brakes as they 
were. 

In addition to acting as an emer- 
gency and service brake as well as 
a retarder, the Ausco brake unit is 
claimed to save in weight as 
against any other retarder. While 
it can be installed in the field, cur- 
rent practice is to have this unit 
installed at the truck plant. 

The Wagner retarder, made by 
Wagner Electric Co., St. Louis 14, 
Mo., is a liquid-cooled disc brake 
with but one rotor and one stator. 
For more severe service, extra 
discs can be added. It also is in- 
stalled on the driving axle in place 
of the service brakes. 

The brake is currently being sup- 
plied only to LeTourneau, but will 
be extended to all trucks soon and 
probably be mounted at the factory. 








DOWGARD proved superior 


DOWGARD Full-Fill Coolant 
gives lower coolant pressure, 
lower spark plug temperatures 


THE PLACE 
Daytona International Speedway. 


THE CAR 
Grand National Race Car. 


THE DRIVER 
Paul Goldsmith. 


THE ASSIGNMENT 
See how Dowgard compares with water as a coolant 


under grueling, high performance conditions. 


The test car was engineered and tuned for top 
performance by Ray Nichels, owner of Nichels 
Engineering. Mr. Nichels is recognized as one 
of the top ‘“‘tunesmiths” of the racing circuit. 


Running at Daytona, comparative runs were 
made using Dowgard Full-Fill Coolant for one 
run, water for another. Top speed was 151.5 
miles per hour! 


Special probes were placed in the engine to 
measure temperatures and cooling system 
pressures. 


As expected, Dowgard ran 7°F. hotter on 
coolant temperature, 8°F. higher on oil tem- 
perature and 23°F. hotter on metal tempera- 
ture. Underhood temperature was 1°F. lower, 
however. Automotive engineers for The Dow 
Chemical Company consider these tempera- 
tures beneficial to peak operating efficiency of 
the engine. 


Additional benefits to the motorist are better 
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in blazing Daytona test! 


gas mileage and less chance of vapor lock. 


Two other significant figures were these: Cool- 
ant pressures were from 4 to 8 pounds per 
square inch lower with Dowgard. And spark 
plugs ran 25 to 50°F. cooler with this modern 
laboratory controlled coolant. 


What do these Daytona results mean to you? 
Just this: Dowgard Full-Fill Coolant, operat- 
ing under the toughest conditions, assures 
maximum cooling system efficiency, maximum 
protection against cooling system failure, a 
good product for you to sell. 


Ces 


YEAR "ROUND 
COOLING SYSTEM 
FLUID 


$2.25 per gal., 
suggested retail price 


Proved at the track—best for cars 
everywhere! One complete fill lasts 
two full years. 


DOWGARD .: THE Dow cHEmicaL company <> 
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Job for Body, Equipment Suppliers... 





‘Heavies’ Demand Education 


(Continued from Page 12) 


hicles on the Ohio Turnpike by 
Interstate Commerce Commission 
inspectors working with the Ohio 
State Highway Patrol. 

Of the units checked, 277 were 
found to have such serious defects 
that they were not allowed to pro- 
ceed until the unsafe conditions 
were fixed. 

Of the 277 units declared un- 
serviceable, 237 were found to 
have service or parking brakes 
in imminently hazardous condi- 
tion. The proportion of serious 
brake defects was far greater 
among power units (20.23 per- 
cent) than among trailers (10.10 
percent). 

Fifteen units were sidelined be- 
cause of defects in suspension sys- 
tems. Eight of those faulty suspen- 
Sions were on trailers operated by 

private carriers of property. 

Defective tires, especially on 
trailers, removed some vehicles 





from the road, and this item was 
found on other units in a less 
severe degree. Of 32 steering de- 
fects, six were serious enough to 
render the vehicles unsafe for con- 
tinued operation. 
* *- * 

7" ORDER to place a proper 

evaluation on this statistical 
data,” the ICC said, “it must be 
understood that, by prearrange- 
ment, cooperating police officials 
exercised a degree of selection in 
directing some vehicles into the 
truck parking area where inspec- 
tions were being made while al- 


Gates Wins Award 


SOUTH BEND.—Van E. Gates, 
president of Gates Chevrolet Corp., 
was awarded honorary mention 
Benjamin Franklin Quality Dealer 
Award at the meeting of the New 
Car Dealers Assn. of St. Joseph 
County. 





lowing others to continue on their}: 
way. 

“These selections were made on 
the basis of observations of moving 
vehicles and not, as hag been the 
practice on other road checks, upon 
the results of a preliminary inspec- 
tion of standing vehicles.” 


For dealers who wish to change .| 
their shops to accommodate truck 
service, some dimensions from the 
Chevrolet heavy-duty truck serv- 
ice guide may be of interest. 

Combination entrance and exit 
doors should be at least 16 feet 
wide, and 18 feet is considered 
ideal. Doors used only for exit 
should be at least 12 feet; 16 feet 
is ideal. Entrance doors should be 
at least 14 feet wide, and 16 feet 
is ideal, All doorways should have 
a clearance of 13 feet. 


It is recommended that even the 
smallest dealer have at least one 
stall 30 feet long to accommodate 
almost all heavy-duty trucks except 
those with trailers attached. 


Tested at Factory— 


This heavy-duty GMC truck undergoes 
a series of tests on the electrically driven 


chassis dynamometer in GMC Truck & 
Coach Division's new quality control test- 
ing program. A large percentage of 
GMC's light line, plus 80 percent of the 
new medium and heavy-duty trucks pass 
through this rigid procedure before leav- 
ing the factory, 


special K-H 
brake power 
for every wheel 


Installed as original equipment 

on late model trucks, Kelsey-Hayes’ 
new air-actuated hydraulic 

braking system provides three 

extra safeguards for smooth, positive 
stopping under all driving 

conditions . . . 


1. If rear hydraulic line or wheel 
cylinder fails, you still have 

full front brakes with their own 
power assist! 


2. If front hydraulic line or wheel 
cylinder fails—you still have full rear 
brakes with their own power assist! 


3. If air supply should fail—you 
still have direct mechanical actuation 
of full rear brakes! 


It’s hailed as the industry’s safest 
truck brake! Write for full 
information. Kelsey-Hayes 
Company, Detroit 32, Michigan. 


KELSEY 
HAYES 
COMPANY 


World’s largest producer of automotive 
wheels, hubs and drums 


OPERATIONAL PLANTS: Detroit, Jackson 
and Romulus Michigan; Los Angeles, 
California; Philadelphia, Pennsylvania; 
Springfield, Ohio; Utica, New York; 
Davenport, Iowa; Rockford, IUinois; 

Windsor and Woodstock, Ontario, Canada. 











GMC Launches 
Road Test Setup 


- At Pontiac Plant 


PONTIAC—A quality control 
program in which GMC trucks are 
scientifically “road tested” without 
leaving factory grounds has been 
launched by GMC Truck & Coach 
Division, according to Sheldon G. 
Little, reliability director. 

Little said light, medium and 
heavy-duty GMC trucks are put 
through their paces now on an 
electrically driven chassis dyna- 
mometer that simulates road 
travel and gauges the vehicles’ 
performance under actual driv- 
ing conditions. 

“Since instituting this program, 
which incidentally is the only one 
in existence in the truck manufac- 
turing industry today,” Little said, 
“we feel we have struck another 
blow toward making highways 
safer and have also elevated our 
testing efficiency substantially. 


“Brake tests are so comprehen- 
sive that they could hardly be dup- 
licated by conventional road-test 
methods,” he continued. “Gauges 
scientifically check full braking 
power, adjustment, drag, balance 
and pull. 

“Besides the brake tests, we also 
check more than 21 other perform- 
ance characteristics, including en- 
gine efficiency and drive-train op- 
eration. 

A sizable cross-section of GMC’s 
light line, and virtually all of the 
division’s medium and heavy-duty 
models, pass through this dyna- 
mometer procedure before leaving 
the factory. 

Each vehicle goes through a 
30-minute checkup, which also in- 
cludes a stiff under-chassis in- 
spection. Two men handle each 
test, so one is free to observe the 
vehicle’s performance and watch 
the gauges while the other man 
remains in the cab. 

The dynamometer rollers spin 
the front wheels of each unit at 
normal road speeds to check bear- 
ings, wheel and tire runout and 
bounce and steering performance. 

Rear wheels of the test vehicle 
spin the dynamometer rollers which 
have been set to place a controlled 
load on the power train. This per- 
mits the technicians to determine 
how well the vehicle performs un- 
der partly or fully loaded condi- 
tions. 


Highway Users 
Urged to Fight 
Future Tax Hikes 


ASHEVILLE, N. C. — Highway- 
user groups must “strengthen their 
alliance” and “hold the line” on 
Federal tax increases in the years 
ahead, the Motor Transportation 
Assn. of South Carolina was told 
at its meeting here. 

Arthur C. Butler, director of the 
National Highway Users Confer- 
ence, said the Federal-Aid Highway 
Act of 1961, now before Congress, 
is clear evidence of this need. 


“It is obvious,” he told the user 
group, “that you and the rest of us 
not only want the roads, but are 
willing to pay our share for them. 
It is overpaying that we object to.” 

The highway finance measure 
now being considered in Washing- 
ton, as well as the earlier proposal 
of the administration, strongly un- 
derline the lesson that so-called 
temporary automotive excise taxes 
have a “remarkable permanence” 
about them, he added. 

A case in point, he said, is the 
extra one-cent per gallon gasoline 
tax added in 1959 and due to expire 
July 1. Its expiration was consider- 
ed a “reduction in taxes” this year 
by both the President and Con- 
gress, and both proposals would re- 
tain it. 

“For 29 years, highway users 
have been pouring billions into the 
general fund, in the form of tem- 
porary Federal automotive excises, 
to provide for ‘emergencies,’” But- 
ler said. “Automotive products were 
the only necessities singled out for 
this type of temporary ‘emergency’ 
taxation during the depression of 
the ’30s, the second World War and 
the Korean conflict. Other products 
so taxed were luxury items from 
which, in some cases, the excises 
have since been removed.” 
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For Cars and Trucks... 
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Single-Leaf Spring 
Unveiled by Rockwell 


(Continued from Page 12) 


for Rockwell-Standard tandem 
axles and today several hundred of 
these axles, equipped with these 
springs, have been in regular truck- 
ing service in the hands of owner 
operators for periods up to six 
months. 

It is claimed by truckers who 
have tried out the new springs that 
they have not experienced any dif- 
ficulty and that their drivers fight 
for the privilege of driving the 


trucks that are so equipped. 
a * 


* 

OCKWELL-STANDARD says 

that the two-leaf version of the 
Taper-Leaf spring on a tandem 
axle will save as much as 170 
pounds of weight per axle over con- 
ventional multiple-leaf springs, that 
the 1%-leaf version for front-axle 
springing will save 150 pounds and 
that the three-leaf rear-spring ap- 
plication will save 153 pounds. 

In the multiple-leaf truck 
spring, the slight spring action 
of a heavy-duty truck is greatly 
minimized after it has been in 
service for some time due to rust 
and other abrasive substances re- 
tarding or practically eliminating 
the sliding action of one leaf on 
the other, it is claimed. 

For that reason, in the Taper- 
Leaf application no more than two 
* 7 * 


Single Leaf on Truck— 


Experimental installation of Rockwell- 
Standard Taper-leaf springs on Darling 
Freight Line trucks is visible in these pic- 
tures. Above, the front-axle installation 
consists of 114-leaf setup, with half-leaf 
on the bottom. A weight saving of 150 
pounds over original multileaf installation 
is claimed. Below, rear axle of same trac- 
tor is suspended by three-spring installa- 
tion, with a weight saving of 153 pounds. 
Dual leaves at top have space between to 
allow full play of spring without friction. 


leaves are ever put together and 
they are separated by as much as 
one-half inch throughout most of 
their length. Only at the ends is 
a material (similar to Teflon) in- 
serted between the leaves so that 
there will be no retarding of this 
sliding action. 

This retarding action, it is claim- 
ed, produces the vibrational shocks 
that are transmitted from the tires 
to the driver on even smooth paved 
roads. And it is these minute but 
rythmic vibrational impacts that 
truck engineers have been seeking 


for years to eliminate. 
* * * 


Subject of Paper 

HIS was the subject of a paper 

that Earl S. Clifton, a product 
development engineer for Interna- 
tional Harvester Co., read before 
the National. Conference on Driving 
Simulation held in Santa Monica, 
Calif., earlier this year. 

His paper pointed out that “the 
most serious ride problems in 
heavy duty trucks occur on the 
smoothest roads; these are the 
sustained bounce and pitch vi- 
brations which are excited by the 
wheels of the vehicle. 

“These problems are becoming 


much more widespread because of 
the improvement in roads and the 
concurrent increase in operating 
speeds. These vibrations occur gen- 
erally in the 40-to-60 miles per hour 
speed range and at frequencies of 
three to nine cycles per second. The 
sprung and unsprung masses of the 
vehicle move as a unit with only 
the tires deflecting; the springs do 
not deflect because of inter-leaf 
friction. 

In the Rockwell-Standard design 
for trucks—where one or two full 
springs are used with a half spring 
in a front axle installation or a full 
spring in the rear on top of the axle 
and the two leaves at the bottom 
spread except at the very ends 
where they have the “sliding’ in- 
sert between them —there is no 
chance for inter-leaf friction to de- 
velop. 

Then, too, because of the tapered 


design with the thickest portion of 

the spring in the center at the 

axle and a graduated taper to the 

ends, it is claimed that dampening 

springing occurs even in an empty 

truck or tractor minus the trailer. 
* * OK 

ILMS were shown of the terrific 

abuses these springs will toler- 

ate, especially in a car where panic 
stops at high speeds and “hot-rod” 
starts can really wind up a spring 
and make it whip violently while 
the force of momentum is being 
overcome or started. 

Several examples of the safety 
of the spring in case of breakage 
were also shown. Springs were 
broken in front of the axle and 
behind the axle while a car was 
travelling at high speed and 
nothing happened except that the 
body listed to the broken spring 
side for just a moment after the 
break and then righted itself with 
no swerve or sway. 

Springs were broken in front and 
behind the axle when the car was 
rounding a close turn at high speed. 
While the body list was a little 
more pronounced than would be 
normal, the car never went out of 
control. 

While truck weights loaded are 
many times that of a passenger car 
and road speeds in many instances 


are comparable, 1% springs are in- 
dicated for the front of trucks with 
the half spring running from the 
front spring hanger fixture to the 
top of the axle. 

Two springs, one on top and one 
on the bottom are indicated for 
medium-weight trucks and three- 
leaf with two separated leaves on 
bottom and one single full leaf*on 
top for the heavy-duty units. 

This produces the greater amount 
of springing essential to the loads 
without losing spring action and 
also gives stability and considerable 


safety factor. 
* * * 


More Durability Claimed 


ROCK WEES-STANDARD engi- 
neers claim that they have suc- 
cessfully demonstrated in their 
tests that the Taper-Leaf spring 
has. two to three times the life and 
is approximately 30 percent lighter 
than the comparable multi-leaf de- 
sign. 

They admit that many other 
firms have explored single-leaf 
springs and some rather thor- 
oughly. Their experiences indi- 
cates that four factors caused the 
abandonment of the idea: One, 
the wide acceptance of existing 
suspension methods; two, failure 
to visualize the single spring as 
a precision product; three, the 
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high cost of developing produc- 
tion machinery and fourth, psy- 
chological resistance to the idea. 

Even their early efforts centered 
around using a uniformly thick 
piece of spring-steel stock because 
this was the simplest approach. 
Later, they found the leaf must be 
tapered to provide optimum stress 
distribution and material economy. 

Comparing the multi-leaf with 
the Taper-Leaf spring, Carl B. 
Black, executive vice-president of 
marketing and sales, noted that 
the multi-leaf spring lacks uniform- 
ity of performance, that the accu- 
mulated tolerances of individual 
leaves of two similar multi-leaf 
springs result in assemblies of 
widely varying performance; inter- 
liner or leaf separation elements 
deteriorate in service which ad- 
versly affects ride and causes 
squeaks and weather affect inter- 
liners altering interleaf friction and 
performance. 

While it is expected that at least 
one car maker will bring out a 
’62 model with single-leaf spring- 
ing, Rockwell-Standard expects 
that the greatest breakthrough in 
number of makers adopting the 
Taper-Leaf spring will be in the 
truck business. 


Dependable Midland Relay Emergency Valve 
EUR ee aCe: 


Eliminates feed back. 


Easy to service—service cartridge 
removable without disconnecting any lines. 


Automatic breakaway application. 


Valve’s dual compensating feature provides automatic, 
gradual application of trailer brakes if pressure-in the system 
drops below 45 psi. 
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Typical of research tools used by Aeronutronic 
in space-age projects is this electron microscope. 







Aeronutronic engineer studies BIAX high-speed 
computer element—a tiny ferrite device which 
can perform ten million operations in the time 
it takes to say “Detroit.” 
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Shillelagh guided missile, being devel- 
oped by Aeronutronic for U. S. Army, 
provides a simple, reliable and lethal new 
weapon against enemy armor. 










This complex maze of wiring and electronic com- 
ponents is the “breadboard” of Aeronutronic's 
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U. S. Air Force Blue Scout dr. rocket lifts off 
launch pad as spin rockets ignite. This four-stage 
missile—for which Aeronutronic is system engi- 
neer and payload and test contractor—was suc- 
cessfully launched on the first attempt. 


Artist's rendering shows Aeronutronic-built 
lunar capsule and its retro-rocket attached to 
parent Ranger spacecraft which will-carry it to the 
vicinity of the moon. Instrumented capsule will 
transmit vital data to earth after moon landing. 





Aeronutronic Division of Ford Motor Company is an organization of men with far- 
ranging ideas and a big job... helping to move the nation forward in the space age. 


Aeronutronic’s goals, the conception and production of advanced products for the 
military and industry, are now being met in a variety of ways. During 1960 the 
Division was awarded 37 prime contracts by the Army, Navy, Air Force, and the 
National Aeronautics and Space Administration. The commitments range from lunar 
capsules and missiles to air-cushion vehicles and undersea warfare devices. 


In addition, Aeronutronic now is engaged in projects aimed directly at supplying you 
with increasingly better products to sell. The Division currently is applying advanced 
space-age electronic technology to automotive equipment and related products, 
supplementing the vast programs being carried out at the Research and Engineering 
Center in Dearborn, Michigan. 


Today at Aeronutronic and throughout Ford Motor Company, men and ideas are in 
motion—working on programs designed to meet the needs of the nation, our dealers 
and their customers. This is your assurance of continued leadership, a promising 
future, and a prosperous market for Ford Motor Company products. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY ¢ Ford e Falcone 
Thunderbird e Comete Mercury e Lincoln Continental e English Ford Line e 

Ford Truckse Industrial Engines e Farm and Industrial Tractors and Equipment e 
Special Military Vehicles e Aeronutronic— Products for the Space Agee 

Ford Motor Credit Company e The American Road Insurance Company 





The American Road, Dearborn, Michigan 
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The Man Behind the Wheel... 








Sales Testing ‘61 Mercury Monterey 


L. H,. Houck without need for service attention|newly designed tension shackle at 


Travelling Correspondent of any kind, 


Eprror’s Note: This is another The ride is the result of a new 
in a series of articles exploring | suspension development, which 
the sales features of American | has been called “cushion link.” 
cars. This is a new mechanical link- 

*. * *# age, for which patents have been - 

HE MERCURY MONTEREY,| applied for, designed to absorb 

with the 390-cubic-inch Ma-| the bumps before they get to the 


rauder engine, is the most luxuri-| car frame and body, 


ous car in the entire Mercury} For instance, in front, a con- 
line. Luxury you can see, but the| ventional single pivot pin has been 
outstanding feature of this quality|Teplaced with two pivot pins in a 
automobile (the best Mercury ever| Shackle arrangement in which the 
built, in my opinion) is its superb|UPPer pin provides for normal ver- 
riding qualities over all kinds of|tical movement, while the lower 


roads and its complete roadability.| Pivot pin allows the wheel to move 
rearward on impact with the 


bumps in the road. This arrange- 
ment is beefed up with heavy rub- 
ber, requires no service and you 
get cushioning that springs and 


This proves again the value of 
actual road testing over a consider- 
able number of miles and widely 
ne roads and territories. The 
values are more apparent and the 
reliability is enhanced when you shocks leave undone, 


can drive, as I did, more than 2,500 ozs 
miles without developing a rattle; Excellent Roadability 


in utmost comfort when tried on a” THE rear, this suspension sys- 
tem does the same job with a 


some of the roughest roads, and 


What do they 
have in common? 





the uncommon 
motor oil! 





Motorists who care for their cars . . . and serv- 
icemen who care for their customers . . . agree 
that WoLF’s HEap Oil is truly the finest of the 
fine. There’s a reason—-WoLF’s Heap is 100% 
Pure Pennsyivania, Tri-Ex refined three im- 
portant extra steps and scientifically fortified for 
the finest engine protection. The result is un- 
common lubrication . . . uncommonly low op- 
erating and upkeep costs . . . truly uncommon 
quality. That’s why many motorists who care 
for their cars insist on WOLF’s HEAD. Keep your 
customers coming back with WoLF’s HEAD... 
the motor oil that commands uncommon cus- 
tomer loyalty the country over. 


WOLF’S HEAD OIL REFINING CO. 


OIL CITY, PA. 
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hub that cancels out the fan ex- 
cept when needed. 

An emission reduction system 
is a standard item for the Mer- 
cury with the 390 cubic engine 
Marauder engine, the function be- 
ing to reduce emission of undesir- 
able crankcase vapor by-products| gg 
into the atmosphere, This is ac-| ~ 
complished by returning these va-|~ 
pors to the engine induction sys- 
tem where they are burned. 

Some of the tubing and valves 
are subject to fouling with sludge 
and varnish but this system is so 
constructed that no service is re- 
quired under 10,000 miles, Since 
more states are passing anti- 
smog legislation, this meets all 
requirements. It’s a good thing to 
have whether your state requires 
it or not, 

Let’s look at this 390 engine. 
Crankshaft main bearing journal 
diameters are just a thousandth 
short of 2% inches—brawn where 
you need it; connecting rod journal 
diameters, just short of 2% inches. 
This makes a short, fat crankshaft 
for the 9.6-to-1 compression ratio 
and insures long life and ability 
to deliver speed and power without 
complaint. 

The transmission—the top one 
in the line, the Multi-Drive Merc- 
O-Matic. Here’s one for your book. 
The factory-installed transmission 
fluid is satisfactory for the life of 
the vehicle; periodic changes are 









DUAL WHEEL 
ADAPTERS | 


ANY, 34, 1TON = 






















the front mount of the rear spring. 
Rear springs are 59% inches long, 
2% inches wide, which provides 
the same ability for the rear wheels 
to give backward ‘slightly when 
you hit a bump. 

The excellent roadability of this 
car is maintained, and even im- 
proved, because the mechanical 
linkage does not allow movement 
laterally, or sideways, but main- 
tains precise alignment, 

Since it is a principle of me- 
chanics that things that can give 
against harsh bumps last longer, 
this suspension can only result 
in longer-lasting components in 
bodies, springs and front-end 
units. Since it provides so much 
more comfort to the passengers 
and owner, it’s a lot like having 
your cake and eating it, too, 

Just don’t take anybody’s word 
for this, but get under the wheel 
yourself and high-tail it for the 
roughest road you know. 
That’s why you'll discover for 




















OUBLES TRACTION — 
ASSURES STABILITY 


SES SAME SIZE TIRES 
AND WHEELS 


DDS TO APPEARANCE— 
EASY TO INSTALL 


OADS AND TOWING TRAILERS 
MADE 100% SAFER 


ATISFACTION GUARANTEED 
OR MONEY REFUNDED 


Set No. Make and Size Dealer Cost 
CG556F Chev. ¥% Ton $37.50 
CG658F Chev. %-1 Ton 45.00 






































































yourself that this Mercury is a ‘ ‘ D455F Dodge % Ton 37.50 
light-hearted car with spring in its ce made gt oe infrequently D658F Dodge % Ton 45.00 
blood and a zest for faraway ‘ " .-* FSS5F Ford ¥ Ton 37.50 






places, 

The Mercury needs no grease job 
under 30,000 miles, its oil filter is 
designed to last longer—enough 
longer to save you three oil 
changes a year, it’s claimed. Muf- 
fler and tailpipes are aluminized 
to protect against rust; rocker pan- 
els are galvanized. Self-adjusting 
brakes save many adjustments, 

a ca cg 


Quiet Operation Noted 


ae thing that is impres- 

sive is the quiet operation. The 

engine noise has been well insu- 

lated from the driver. Fan noise 

with air conditioners has been al- 

most eliminated with a hydraulic 
* * * 


Car Tested: 
761 MERCURY 
MONTEREY 


Model: Mercury Monterey 
convertible. 

Engine: Marauder, 390 cubic 
inch, 300 horsepower at 4600 
revolutions per minute, V-8 hy- 
draulic valve lifters; compres- 
sion ratio 9.6-to-1; torque 427 
at 2800 rpm; bore 4.05 inches, 
stroke 3.78 inches. Four-barrel 
Ford carburetor. 

Transmission: Multi-Drive 
Merc-O-Matic. Six positions on 
quadrant, D1, maximum per- 
formance with low gear start; 
D2, open country driving with 
second gear starts; L for low, 
PRN, park, reverse, neutral. Al- 
most all driving done in D2. 

Dimensions and _ capacities: 
Wheelbase, 126 inches; tread, 61 
inches front; 60 inches rear; 
overall length, 214.6 inches, over- 
all height curb weight, converti- 
ble, 57.1 inches, Gas tank, 20 
gallons; crankcase refill without 
changing filter, 5 quarts; cooling 
capacity, 20 quarts. 

Tires: 8.00x14, 






Plenty of Power 


ee | pressure is control- 

led by engine vacuum as com- 
pared with throttle control by ad- 
justable mechanical linkage on 
other transmissions in the line, 
resulting in no adjustments in this 
area required on the Multi-Drive 
Merc-O-Matic. 

Carburetor is four-barrel Ford, 
and the fuel line has a disposable 
fuel filter designed for change once 
a year. This throwaway filter is an 
excellent idea, particularly since it 
insures a fully clean new filter 
rather than a cleaned one, and it 
can be replaced in a couple of 
minutes. 

There are no coil springs to 
counterbalance the trunk lid—bal- 
ance is achieved by two torsion 
rods mounted on right and left 
hinge brackets, These are adjust- 
able and out of the way. Trunk is 
roomy. 

Since this test car was a con- 
vertible, some reports on opera- 
tion of the top is in order, This 
top is exceptionally easy to op- 
erate and mechanically is not 
susceptible to ill-treatment in the 
usual sense, The top is operated 
by a hydraulic pump which is 
operated by an electric motor 
with one button on the dash. 

Since weather conditions during 

the test ranged from cold to hot, 
it was necessary to use both heater 
and air conditioning at different 
times, Use of the heater in a con- 
vertible was a surprise to me, 
changing my opinion of the tight- 
ness of convertibles, This converti- 
ble was absolutely tight, warmed 
up quickly and held the heat. 

Going through several rains, the 
convertible also proved water 
tight; electric windshield wipers 
were exceptionally efficient, pro- 
viding variable speeds. 

And a word to the wide, there’s 
room for you in front or back, 
and there are no vitamin deficien- 
cies under the hood—all this and 
road comfort, too. 


F658F Ford % Ton 45.00 
1455F IHC % Ton 37.50 
17256F IHC % Ton 45.00 
WS555F Willys All 37.50 










Used by Sportsmen—Farmers—Contractors 
—Camper Haulers—Small Wreckers—Pull- 


! 
: 
: 
ing Trailers—Utilities—Hauling Livestock— 
| 
| 







and others. Order from your jobber or 
truck equipment distributor. Write for 
Catalogues and Literature. 
Also Manufacturers of the World’s 
Most Complete Line 


DUALMATIC 
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Easy to Install a 338 
Simple to Operate DRIVE 
One Year Guarantee TRUCKS 
40 Models Available 
Dealer’s cost in lots of three, Willys and 
IHC Scout, $37.50 per set. Others to 1 ton, 
$42.50 per set. Stocked by over 5,000 
jobbers and 100 warehouses. Free chrome 
demonstrator available to dealer on 3 set 
order. Write for catalogue and price sheet. 


DUALMATIC 


P.O. BOX 419 LONGMONT, COLORADO 




































LUGGAGE RACKS 


FOR ALL STATION WAGONS 
FOREIGN CARS AND COMPACTS 































* 


Model SP shown fits ALL Sports Cars 
List $19.95. Dealer Cost—$] 1.97 
(Clamp-ons from $14.85) 

Send for Details on Your Make 


CANELL °° 


HUbbard 9-9651 
63 So. State St., Hackensack, N. J. 
DISTRIBUTOR INQUIRIES INVITED 










MOTOR | | 
MIASTE R 


DEFIANCE + OHIO l® 


Superb Riding Qualities— 


Mercury Monterey, after more than 2,500 miles of rugged test driving, still had 
spring in its heart, according to L. H. Houck, Automotive News tester. 











A GMC TRUCK 
ay? 

IS LIKE 
NOt 


Only GMC Dealers have the extended- 
life V-6s and superior-powered Twin- 
Six gas engines... greatest truck selling 
features in 20 years. 


Everyone is a potential customer be- 
cause no one builds a more complete 
line of trucks . . . the trucks that are 
setting the industry’s standards for 
today and the future. 


GMC Dealers are backed up by the most 
consistent, comprehensive advertising 
and sales promotion campaigns ever 
. . . the most pre-sold prospects ever. 


All this means more sales and more 
profit potential for GMC Dealers. 


A limited number of profitable GMC 
franchises are available to qualified 
businessmen. For complete informa- 
tion, write General Sales Manager, GMC 
Truck & Coach Division, Pontiac, Mich. 


Sater THE BIG PAYOFF IS HERE WITH GMC 
eevee © THE TRUCK TRIUMPH OF THE 60’s! 


CORPORATION 
From '%-ton to 60-ton . . 


TRUCKS General Motors leads the way! 
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Ranchero, $575; Willys truck, $370; 
station wagon, $285. 
56 Ford (6) %-ton pickup, $640; (8) 


¥%-ton pickup, $280. 


CALDWELL, N. J. 


Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of June 20. Strong 
activity, market firm. Big demand for clean 
cars. Sold 200 cars from 247 consignments. 
BUICK—’59 LeSabre 4-dr. hardtop, $1,480* 


Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


(ps); 2-dr. hardtop, $1,455* (ps); 
conv., $1,380* (ps), 

’58 Super 4-dr. Riviera, $1,100* (ps); 
Century 4-dr. Riviera, $1,055* (ps). 
’57 Super conv., $1,750* (ps); 4-dr. Rivi- 
era, $750* (ps); RM 4-dr. Riviera, 

$540* (ps). 


’56 Super 2-dr. Riviera, $430* (ps). 
CADILLAC—’59 de Ville 2-dr. hardtop, 
$2,950* (ps); (75) 4-dr., $1,925* (ps); 
(62) 2-dr. hardtop, $2,850* (ps); 4-dr. 
hardtop, $2,865* (ps). 
’58 (62) 2-dr. hardtop, $1,925* 
dr. hardtop, $1,900* (ps). 
"57 (62) 4-dr., $1,500* (ps). 
"56 (75) 4-dr., $1,500* (ps). 
CHEVROLET—’61 Corvair 700 (6) 4-dr., 





SS 


(ps); 4- 


$1,750. 
60 Impala (8) 2-dr. hardtop, $1,900* 
| (ps); Bel Air (8) 4-dr., $1,700*, $1,- 


700* (ps), $1,510* $1,500*, $1,485", 
$1,480*, $1,475*, $1,450, $1,425, §$1,- 
400; Brookwood (8) 4-dr., $1,520, $1,- 
350; Corvair 700 (6) 4-dr., $1,080. 
’59 Impala (8) 4-dr, hardtop, $1,500* 
(ps); 4-dr., $1,010* (ps); 2-dr., $1,- 
320; Parkwood (8) 4-dr., $1,305*, $1,- 
200; Parkwood (6) 4-dr., $995; Bel Air 


"59 ='60 
Nov. 


"60 =«(’61 
April 


"60 61 
May 


"60 (61 
June 


760 =’61 
March 


"60 «61 
Feb. 


"59 =°60 
Dec. 


"60 =+’61 
Jan. 


"59 7°60 
Oct. 


°59 4°60 
Sept. 


"69 =°60 
Aug. 


























(6) 4-dr., $1,190*, $1,150*, $1,135*, 
Prices of 61s added and ’53s dropped in November, 1960. Prices of '60s and '52s dropped in December, 1959. $1,125*, $1,125, $1,115, $1,105*, $1,- 
Figures alongside bars represent dollars. @ 1961, by Automotive News 005; Bel Air (8) 4-dr., $1,150*, $1,- 
125*, $1,060, $1,060*, $1,050*, $1,025. 
f ’58 Impala (8) 2-dr. hardtop, $1,275* 
Prices marked with an asterisk hardtop, $1,660* (ps); Premiere 4-dr. 4-dr, Holiday, $465* (ps); 2-dr. Holi- Chieftain 2-dr, Catalina, $635; 2-dr., (ps), $1,250* (ps); 2-dr., $625* (ps); 
! indicate a unit equipped with an hardtop, $1,200* (ps). day, $450* (ps), $370* (ps); 4-dr., $600* (ps). Brookwood (6) 4-dr., $900; Bel Air 
! : quipp '56 Premiere 4-dr., $670* (ps). $285* (ps). 56 Chieftain 4-dr., $320*, (8) 4-dr. hardtop, $750* (ps); Delray 
automatic transmission or over- | MERCURY—'58 Montclair 2-dr. hardtop, | PLYMOUTH—’60 Valiant (6) 4-dr., $1,- ae ca cn, aahe “ie wag- os 4-dr., $630. 
drive, and (ps) indicates power $895* (ps). 180. on, $1,430; 4-dr., $1,265°, $1,150*, "57 Two-ten (6) 4-dr., $700*, $560; Two- 
steering P P ’57 Monterey 4-dr, hardtop, $660* (ps); ’59 Suburban (8) 2-dr., $875*; Savoy (6) ’59 Custom (6) 4-dr., $965*. ten (8) 2-dr., $470; One-fifty (8) 2-dr., 
. ‘ ‘ - 4-dr., $410* (ps); Voyager 2-dr., 2-dr., $800 (ps). ’58 Deluxe (6) 4-dr., $585; American (6) $330, 
$580* (ps). ’58 Suburban (6) 4-dr., $540* (ps). a co iets sate eet coe (6) 4-dr., $520*; One-fifty 
’56 Montclair 2-dr, hardtop, $425*. ’57 Belvedere (8) 4-dr., $605; Savoy (8) , ‘ustom Cross Country, at $400*. ) 4-dr., $255. 
WEST PALM BEACH, FLA. | . Su 's5 Ambassador “(8)” 4dr, '$325*| _ 4-dr. hardtop, $445" STUDEBAKER—'60 Lark (6) conv., $1,-| CHRYSLER—'58 NY 4-dr. hardtop, $1,- 
West Palm —_—_ Auto Auction, Sale (ps). ’56 Belvedere (8) 4-dr., $225*. Pt Tig I <agg 155* (ps); 2-dr. hardtop, $1,135* (ps), 
every Thursday. Prices are for sale of bon? = baal f rk (6) 4-dr., : $995* (ps). 
June 22. Strong bidding and an excellent ee as Ct (08) Str, Baiey, en tee 61 Tempest (4) station wagon, ’56 Champion (6) 2-dr., $325. ’57 Saratoga 2-dr. hardtop, $770* (ps). 
selection of good, clean cars were on hand, 58 (88) conv., $1,110* 60 Bonneville conv., $2,660* (ps); Ven- | MISCELLANEOUS—’60 Chevrolet (6) %- ’56 NY 2-dr. hardtop, $600* (ps). 
Heavy late models sold well. ‘BT (08) conv., $725°' (pe); 2dr, Holl- tura 4-dr. Vista, $2,140* (ps). ton pickup, $1,065. DeSOTO—’'57 Firesweep 4-dr., $495* (ps); 
) , $725* (ps); 4 : , ‘ 
BUICK—’61 Invicta 4-dr. hardtop, §$2,- day, $715* (ps); (88) Super conv., ’59 Catalina Safari 4-dr., $1,825* (ps); ’58 Chevrolet cab & chassis, $675. 2-dr, hardtop, $415* (ps). 
850* (ps). $575* (ps). 2-dr., $1,260*. ’S7 Chevrolet (8) %-ton pickup, $610;| DODGE — °58 Coronet (8) 4-dr. hardtop, 
’59 Electra 2-dr. hardtop, $1,675* (ps); (88) ’57 Star Chief 2-dr. Catalina, $820* (ps); (6) %-ton pickup, §540; Ford (8) (Continued on Page 25, Col. 1) 


’56 (98) 2-dr. Holiday, $550* (ps); 

LeSabre 4-dr. hardtop, $1,305* (ps). stnsstaielitiphinapsnaline tnicnaesinhieacanainapiiiaieis 

’58 RM conv., $1,110* (ps); Special 2-dr. 
Riviera, $950* (ps). 

’57 Super 4-dr. Riviera, $700* (ps); RM 
4-dr. Riviera, $690* (ps). 

"56 Special conv., $485* (ps); 4-dr., 
$455; 4-dr. Riviera, $380*; Super 2-dr. 
Riviera, $475* (ps); RM conv., $450; 
4-dr. Riviera, $365* (ps). 


CADILLAC—’'61 de Ville 4-dr. 
$4,965* (ps). 
60 de Ville 4-dr. hardtop, $3,875* (ps); 
(62) 2-dr. hardtop, $3,650* (ps). 
’59 (62) 4-dr. hardtop, $3,055* (ps), $2,- 
940* (ps), $2,650* (ps); 2-dr. hardtop, 





hardtop, 


$3,000* (ps), 
"58 (62) 4-dr. hardtop, $1,700* (ps). 
’57 Eldorado Seville, $1,475* (ps); (62) 


2-dr. hardtop, $1,425* (ps); 4-dr., $1,- 


380* (ps). 
’56 (62) Sedan de Ville, $950* (ps); 4- 
dr. hardtop, $800* (ps); 4-dr., $950* 


(ps); Coupe de Ville, $920* (ps). 
’55 (62) conv., $550* (ps), $525* (ps); 
4-dr., $530* (ps), $510* (ps), 
CHEVROLET—’61 Impala (8) sport sedan, 
$2,360* (ps), $2,340; sport coupe, §$2,- 
360* (ps), $2,350; Corvair Monza (6) 


2-dr., $2,110*, $1,915; 4-dr., $2,000, 
$1,980*, $1,950; Bel Air (8) 4-dr., $2,- 
025. 


*60 Impala (8) sport coupe, $1,980* (ps), 
$1,980*; Corvair 500 (6) 4-dr., $1,125, 
$1,040; Corvair 700 (6) 4-dr., $1,015. 

’59 Impala (8) sport sedan, $1,550*; 
Biscayne (6) 4-dr., $1,015. 

’58 Impala (8) sport coupe, $1,040; Bel 
Air (8) 4-dr., $1,000* (ps); sport se- 
dan, $965*; Biscayne (6) 4-dr., $900*; 
2-dr., $770*; Delray (8) 2-dr., $750*. 

’57 Nomad (8) 2-dr., $855*; Two-ten (6) 
4-dr., $715*. 

56 Two-ten (8) station wagon 4-dr., 
$590*, $580*; 4-dr., $535; Bel Air (6) 
2-dr., $560; Bel Air (8) 4-dr., $530*. 

CHRYSLER—’57 NY conv., $600* (ps). 

"56 NY 4-dr., $570*; Windsor 4-dr., 
$450* (ps). 

COMET—’61 Comet 2-dr., $1,710. 

60 Comet 2-dr., $1,485*. 

DeSOTO—’59 Firesweep 2-dr, hardtop, $1,- 
250* (ps), 
’57 Fireflite 4-dr, hardtop, $640*. 
’56 Firedome 4-dr., $385, 


DODGE—’60 Pioneer (6) 2-dr. hardtop, 
$1,570* (ps). 

*58 Coronet (8) 4-dr. hardtop, $880* 
(ps), $750* (ps). 

’57 Coronet (8) 2-dr. hardtop, $700* 
(ps). 


’56 Coronet (8) 2-dr., 3270*. 
EDSEL—’60 Ranger station wagon 4-dr., 
$1,650*. 
’58 Pacer 4-dr. hardtop, $550* (ps). 
FORD—’61 Thunderbird (8) conv., §$3,- 
785; Galaxie (8) 4-dr. Victoria, $2,- 
260* (ps); 2-dr. Victoria, $2,115* (ps); 


Galaxie (6) 2-dr. Victoria, $1,900; 
Falcon (6) 2-dr., $2,050*; 4-dr., $1,- 
775*, $1,725, $1,685*, $1,540, $1,520, 


2 at $1,515, $1,475. 


"60 Falcon (6) 2-dr:, $1,420, $1,330*, 
$1,110; 4-dr., $1,270, $1,050; Fairlane 
(6) 4-dr., $1,125* (ps). 


"59 Galaxie (8) conv., $1,340* (ps); 
Country Sedan (8) 4-dr., $1,225; Fair- 
lane (8) 4-dr., $980. 


’58 Thunderbird (8) 2-dr. hardtop, $1,- 
810* (ps); Fairlane 500 (8) 2-dr. Vic- 
toria, $990* (ps), $725* (ps); 4-dr. 
Victoria, $775* (ps), $750* (ps); 
Country Sedan (8) 4-dr., $940* (ps), 
$730*; Custom 300 (8) 2-dr., $860* 
(ps); 4-dr., $645*, $625*; Custom 300 
(6) 2-dr., $535; Ranch Wagon (8) 4- 
dr., $600, 


’57 Fairlane 500 (8) skyliner, $860; 4-dr. 
Victoria, $610*; Country Sedan (8) 4- 
dr., $600, $580* (ps); Custom (8) 4- 
dr., $575*; 2-dr., $515*, $375*; Custom 





BEL AIR—Bel Air Auto Auction, Ti- 





(6) 2-dr., $460; Ranch Wagon (8) 2- 
dr., $500*, $495; Fairlane (8) 4-dr., 
$355". 

56 Fairlane (8) 4-dr., $480* (ps), $405* 
(ps), $225; conv., $455*; Custom (8) 
2-dr. Victoria, $470*; 2-dr., $460*; 4- 
dr., $375* (ps), $235*; Custom (6) 4- 
dr., $330; Country Squire (8) 4-dr., 
$425; Country Sedan (8) 4-dr., $305* 
(ps); Ranch Wagon (8) 2-dr., $300*. 

IMPERIAL—’'58 Crown 4-dr., $1,600* (ps). 

"57 Crown 2-dr. hardtop, $1,240* (ps). 


LINCOLN—’58 Continental Mark III 2-dr. 


ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—Neo Registration Fee 








COLORADO 








Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-7821 
SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 


North-East-South-West 
Automotive News' 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 








CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our I5th Year of 
Continuous Operation. 
DUAL LANE SALE 
Sales every Wed,—11:30 A.M. 


Southern Auto Sales, Inc. 
Warehouse Point, Conn. 


FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction, City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 








MARYLAND 





tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


MICHIGAN 


State Fair 


Auto Auction, Inc. 
OF GREATER DETROIT 
@ Open Daily 9-5, 





SALE Mon. 9 am-11 pm 
EVERY for Auction 
TUESDAY Reservations. 
AT 11 A.M. | @ Checks & Titles 
Guaranteed. 





@ Auto Auction Report Weekly. 
@ Big Jackpot Cash Prize. 
@ Michigan's Fastest Dual Lane Sale. 


19745 Ralston, Detroit 3, Michigan 
(Near Woodward & State Fair Aves.) 


TO 9-4660 
NOW! 


Special Truck Lane 
Every Tuesday, 11 a.m. 





Aptco 
DETROIT'S 


Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just '/ mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


NEW JERSEY 


Sema ei 


OVER 


600 CARS|..>.. 


EVERY WEEK LANES 


Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama a 


EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 
RE Se MERCH CREE AEM RCRS ETS Ee 


Overstocked? Inventory Unbalanced? 
Top Heavy with Hard-to-Sell Items? 
Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 


Consult this page each week for the nation's top auto auctions. 





















NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 


Albany 5, N. Y. 


Every Monday — || O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





OHIO 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


PENNSYLVANIA 














IT 
TAKES 


/ Four: 
- OFA 
KinD 






/ TO BEAT A 
FULL HOUSE 
More and more clean cars . . . a higher 


and higher percentage sold . . . has drawn 
a larger and larger ‘full house” of active 
buyers every Friday at the Manheim Auto 
Auction. 

We have to have ‘‘four-of-a-kind” to beat 
it... so now there are 


Four ACTION-PACKED LANES 

at the largest auto auction in the world 
The winner? Our customers, of course. Be- 
cause now you can see more cars — sell 
more cars — collect your money and get 
home earlier than ever before! 


SALE EVERY FRIDAY AT 10 A. M. 


Guaranteed Titles © Auction Checks Issued 
® Ladies’ TV Lounge 
Restaurant Featuring Lancaster County 
Home Cooking 


Manheim Auto Auction, Inc. 


ON ROUTE 72 e MANHEIM, PA. 
MOhawk 5-2401 
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$2,250* (ps). $1,575* (ps). (ps) $935; Brookwood (6) 4-dr 
’59 (88) Super 4-dr, Holiday, $1,860* ’58 Super 4-dr. Riviera, $1,060* (ps). $735°*, $690"; Biscayne (6) 4-dr, $1,- 
. * (ps); 2-dr. Holiday, $1,770* (ps); ’57 RM 2-dr. Riviera, $770* (ps); Super 005; Bel Air (6) sport coupe, '$830* 
se as or uc ion rices . (88) 4-dr., $1,720* (ps). conv., $760* (ps). (ps). 
58 (88) 4-dr., $1,225*. CADILLAC—’61 (62) conv., $4,800* (ps). ‘57 Bel Air (8) sport coupe, $1,290, 
56 (88) 2-dr. Holiday, $350*. *60 (62) 4-dr. hardtop, $3,950* (ps), $3,- $850*; Bel Air (6) station wagon 4- 
PLYMOUTH— 61 Valiant V-200 (6) 2-dr., 520* (ps); conv., §3,775* (ps); 2-dr. dr., $910*; Two-ten (8) station wag- 
, $1,800*. hardtop, $3,750* (ps), $3,655* (ps); on, $870*, $775*, $750*; Two-ten (6) 
(Cobtaned ten Pass 91) 60 Valiant V-200 (6) Suburban 4-dr., de Ville 2-dr. hardtop, $3,935* (ps), 4-dr., $665; 2-dr., $610. 
en y-den 48), a a oi eee Bo. $3,750* (ps). ’56 Two-ten (8) sport sedan, $550*; sta- 
- -dr., . ; Belvede ’ -dr. P : - '2- 
$650* (ps); 2-dr. neaiion, = (ps). a dis $1,270; Fairlane (6) (8) 4-dr., $1,430*; Suburban (6) De- Chey; (Gay omar "$3,000" toy) ar. ns Sere scene ee ee 
es 58 Pacer (8) 4-dr, hardtop, rat dine aeeaene ab. Site. tide ah ee $1,285; Savoy (8) 4-dr., sve Gane tens 4-dr, hardtop, | CHRYSLER—’60 (300) 2-dr. hardtop, $3,- 
*. 4 ) : ' Re ,200. A ‘ ,685* (ps), $2,600* 410* (ps). 
FORD—’60 Fairlane 500 (8) 4-dr., $1,275*; 275* (ps), $2,200* (ps), $2,190* (ps); "59 Fu 8 me : vil - ; . 
Custom 300 (8) -4-dr., $1,205*, $1,- Galaxie (8) conv., $1,600* (ps), $1,- 9-dr., $e80°; tae. Bte8. Rachael: way $.050° Gen” ee ee “aa eee eee eee 
200°, $1,460*; | Fairlane | (8) 4-dr., s40°, $1,475", (ps) 4-dr. Victoria, $1,-| °58 Plaza (6) 2-dr., $390. ’58 (62) Sedan de Ville, $2,000* (ps),| ’58 Windsor 4-dr. hardtop, $670* 
$990*, $930*, $845* (ps); 2-dr., $910*; ; a > Victoria, $1,290; 4- ’57 Savoy (8) 4-dr., $430. $1,930* (ps); Coupe de Ville, $1,985* 57 (300) conv., $1,110* (ps); Saratoga 
__anch Wagon (8) 2-dr., $735°. : dr.,, $1,270*; Fairlane (8) 2-dr., $1,-|  *56 Suburban (8) sport 4-dr., $475*. (ps). 4-dr, hardtop, $1,075* (ps); Windsor 
58 Fairlane 500 (8) 2-dr. Victoria, $900 code — = (8) 2-dr., $1,055 » | PONTIAC—’60 Bonneville conv., $2,675* ’57 (60) Special 4-dr, hardtop, $1,550* 4-dr. hardtop, $790* (ps) . 
| {P8), $900%; 4-dr., $520°. : . _ $915, $850*%; 4-dr., $1,000; (ps); Catalina conv., $2,175; 2-dr., (ps); (62) Coupe de Ville, $1,435* 56 (300) 2-dr, hardtop, $760* (ps); 
57 Country Sedan (8) 4-dr., $715* (ps); - 7 = 300 (6) 2-dr., $895. $2,000*. (ps), $1,200* (ps); 2-dr. hardtop, $1,- Windsor 4-dr. hardtop, $275* , 
— oan. pe oh ; Ranch aa Caper dy A ©. a “aatbar tebe * gee sport coupe, $1,725* (ps); 280* (ps); 4-dr, hardtop, $1,165* (ps). | COMET—’61 Comet 4-dr "$1 815* 
is ; 2-dr. afari 4-dr., $1,700*; Bonneville 4-dr.| '56 (62) Sedan de Ville, $1,120* (ps);| °60 Comet 2-dr., $1,525". 
'56 Country Sedan (8) 4-dr., $385* (ps), Victoria, $630*; 2-dr., $425; Fairlane Vista, $1,725* (ps). - . ; Coupe , | DesoTo—’ eflite 2-dr 
$220*; Fairlane 500 (8) daw a = ‘) “pe vines, =! coo 58 Chieftain o-_, $950°. ess on. (ps); Coupe de Ville, | De! ar nj Fireflite 2-dr. hardtop, $1,- 
Custom (8) 2-dr., $345*, 5*; Coun- ry an ) ~ar., , O*; ’56 Chieftain (870) 2-dr. Catalina, $310*. ? a ‘ 
try Squire (8) 4-dr., $290* (ps). —— ee bg 2-dr., $530°; Ranch | RAMBLER—’59 Rebel Custom (8) 4-dr., Se guano coup audios aa Geen x 16} om nae ta hee. (pa). 
LINCOLN. "58 cme ae om $1,- oa s62s: Wuileue tie te 8 my ae: American Deluxe (6) 2-dr., station wagon, $1 900°, 4dr. $1 178° DODGE—’60 Seneca (8) station wagon 
ps); 4-dr., $1, -dr., ; -dr. 0. , S  odny,. a8. S0n Ee nO: a; * : 
"SY Capri 2-dr. hardtop, $990° (ps); 4-dr. Victoria, $425°; Fairlane 500 (8) 2-| +58 Rebel Deluxe (8) 4-dr., $730. “Seeaie "S0) neue aie” ered (0) ear, geise 'tps); Peuee i) Stee 
ardtop, ps), oe: . 56 Custom (6) Cross Country 4-dr., 45: , eae, ies " F 
MERCURY — '57 Monterey 4-dr., $610° a gig 4 >. $640°; 2-dr. Vic- $520; 4-dr., $490. oss’ (pa), 'g1 075° or ten an ele? EDSEL. 25 Susaete 4-dr., $925* 
OLDEMOBILE. "61 F-854-dr L970. Custom (8) 2-dr.,  gpiaaabegnasl ~ plaeed, Gaee, a ee sport sedan, $2,000*; Parkwood (6)| 58 Pacer 4-dr, hardtop, $590* (ps). 
"59 (98) 4-dr, Holiday, $1,705* (ps); (88) | LINCOLN—'59 Capri 4-dr. hardtop, $2,- ro a 495; 4 hee Sou; beaveyme. (a) Dat, won s3 870° “(ps). $3,575" on mgaagoe 
. ° Scan 000* (ps). fon vas? 91,355; Biscayne (8) 2-dr., ; , ay oa 
ae, (ps), $1,240* (ps); 2-dr sciiattaias tes iin tetas Ueibiuage CHICAGO __ $1,295; Bel Air (6) 2-dr., $1,420. Spe): aenme (8) 2-dr. Victoria, $2,- 
’58 (88) Super 4-dr., $1,125* (ps), $760* (ps); 2-dr., $1,500. Greater Chicago Auto Auction. Sale every "tae, eee ce ee ee "60 Thunterbird (8) conv., $2,925* (ps) 
(ps); (98) conv., $735* (ps). per ’59 Monterey 2-dr. hardtop, $1,245*. Thursday, Prices are for sale of June 22. $1,325* (ps); Bel Air (6) 4-dr., $1.- $2,865* (ps), $2,785* (ps); 2-dr. hard- 
57 (88) 4-dr, Holiday, $780* (ps), $575 ’58 Montclair conv., $900*, $825*; Mon-| Good cars and good buyers. Sold 413 cars 350*, $1,180, $1,015; 2-dr. $1/200*; top, $2,880* (ps), $2,775* (ps), $2,- 
a: * * ’ ’ ’ ’ *, , ’ , ’ ’ ’ , , 
aha sie alles hi. Wane: off ee nee* ieee a a from 618 consignments. Brookwood (6) 4-dr., $1,315, $1,075; 710* (ps), $2,690* (ps); Galaxie (8) 
H- “8 '8) 2-dr., $1,- 5 tear, anne ps); 4-dr., | BUICK—'60 Electra 2-dr. hardtop, $2,500* Biscayne (6) 4-dr., $1,100*; 2-dr., $1,- conv., $1,935* (ps), $1,885* (ps), $1,- 
PLYMOUTH—'60 ee aces es re yor (ps), $500 raat Hh hardtop, (ps); LeSabre conv., $2,380* (ps). 080*. eas 1 iar, 800*; starliner, $1,650* (ps), $1,625*; 
_ ; in $1, ; ew on ; ontclair 4-dr. ’59 Invicta 4-dr. hardtop, $1,700* (ps); *58 Impala (8) conv., $1,350* (ps); Galaxie (6) conv., $1,595; Ranch Wag- 
’ > bub ban (8) Custom 4-dr., $1,060* ». : Electra 4-dr. hardtop, $1,700* (ps), sport coupe, $1,040*, $1,010; Brook- on (8) 4-dr., $1,785* (ps); Falcon (6) 
5 uburban % ’ | OLDSMOBILE — ’60 (88) 4-dr. Holiday, $1,425* (ps); LeSabre 2-dr. hardtop, wood (8) 4-dr., $1,140* (ps), $995* (Continued on Page 26, Col. 1) 


$990*; Belvedere (8) 4-dr. hardtop, 
$990* (ps); 2-dr., $950*, $935*; Savoy 
(6) 2-dr., $660. 
’58 Suburban (8) Custom 4-dr., $750*. 
’57 Belvedere (8) 4-dr., $470* (ps); 2- 
dr, hardtop, $375*; Suburban (8) Cus- 
tom 4-dr., $450*; Savoy (8) 2-dr., 
$420*; 4-dr., $340*; Plaza (8) 4-dr., 
$250*. 
PONTIAC — ’61 Catalina conv., $2,800* 
(ps). 
159 Catalina 4-dr. Vista, $1,550* (ps); 
4-dr., $1,500* (ps), $1,500*. 
’58 Chieftain 4-dr., $500*, 
’57 Chieftain 4-dr, Catalina, $655* (ps), 
$650*, $595*. 
RAMBLER—’ 60 Super (6) 4-dr., $1,000. 
STUDEBAKER—’59 Lark (6) station wag- 
on 4-dr., $890*. 
MISCELLANEOUS—’ 60 Chevrolet (6) %- 
ton pickup, $995. 
’59 Chevrolet (6) %-ton panel, $850. 
’58 Chevrolet (6) %-ton pickup, $680. 
’57 Ford (8) pickup, $350; Chevrolet (6) 
panel, $260. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for June 21. 

BUICK—’59 LeSabre 4-dr., $1,550* (ps). 

’58 Special 4-dr. Riviera, $860. 

’57 Super 4-dr. Riviera, $595* (ps). 
CADILLAC—’60 (62) conv., $3,900* (ps); 

(60) Special 4-dr. hardtop, $3,710* 
(ps). 

’57 (62) Coupe de Ville, $1,660* (ps). 

’56 (62) conv., $1,060*. 
CHEVROLET—’ 61 Impala (8) sport sedan, 

$2,375*. 

760 Corvette (8) 2-dr., $2,805; Impala 
(8) sport coupe, $2,025* (ps), $2,015* 
(ps), $1,855*; conv., $1,990; Corvair 
Monza (6) 4-dr., $1,620; Corvair 700 
(6) 4-dr., $1,340 ,$1,290. 

759 Impala (8) conv., $1,660* (ps), $1,- 
635* (ps), $1,570* (ps), $1,525*; Bel 
Air (8) sport sedan, $1,550, $1,325; 
4-dr., $1,300, $1,165*; 2-dr., $1,200* 
(ps); Biscayne (6) 2-dr., $1,110; Bis- 
cayne (8) 2-dr., $1,090. 

58 Bel Air (8) sport coupe, $1,050; 
Brookwood (8) 4-dr., $975; Biscayne 
(8) 4-dr., $845*. 

’57 Bel Air (8) conv., $1,010*; 4-dr., 
$850* (ps); Two-ten (6) 2-dr., $685; 
One-fifty (6) 2-dr., $635. 

56 Bel Air (6) sport coupe, $575; 2-dr., 
$525*; Bel Air (8) conv., $475*; Two- 
ten (6) 4-dr., $475; Two-ten (8) 2-dr., 
$350*; One-fifty (6) station wagon 
2-dr., $540. 

CHRYSLER — ’57 Windsor 2-dr. hardtop, 
$575* (ps). 
COMET—’61 Comet 2-dr., $1,815*. 

’60 Comet station wagon 2-dr., $1,640. 
DODGE—’61 Lancer 770 (6) 4-dr., $1,- 

695. 

760 Pioneer (8) 4-dr., $1,485*. 

’57 Royal (8) 2-dr. hardtop, $565*. 
EDSEL—’58 Pacer (8) 4-dr., $450* (ps). 
FORD—’61 Thunderbird (8) 2-dr. hard- 

top, $3,425* (ps); Galaxie (8) conv., 
$2,415*. 

’60 Thunderbird (8) 2-dr. hardtop, $2,- 
900* (ps); conv., $2,875* (ps); Galaxie 
(8) conv., $1,960* (ps), $1,945* (ps), 
$1,900, $1,900* (ps), $1,850* (ps); 
4-dr. Victoria, $1,600*; Starliner, $1,- 
500; Falcon (6) station wagon 2-dr., 
$1,520, $1,450; 2-dr., $1,250, 2 at 
$1,225; 4-dr., $1,30*; Ranch Wagon 
(8) 4-dr., $1,500; Fairlane 500 (8) 
4-dr., $1,335*; Custom 300 (6) 4-dr., 





— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday (June 21). All sold out 
was the comment of many rain dealers, as 
percentage of sales hit a new high, Prices 
were up in every year and model and clean 
earlier model cars remain a scarce item. 
Sold 87 percent of 532 consignments. 

cs * i 


CHICAGO 
Arena Auction, Sale every Tuesday 
(June 20), Terrific sale. Sold 497 cars from 
712 consignments. 
* * * 


FONTANA, WIS. 

Fontana Auto Auction, Sale every Thurs- 
day (June 22). Steady to »trong. Good ac- 
tivity on all models. Sold 179 cars from 
247 consignments. 

* * * 
MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 

day (June 23). Terrific sale, Sold 84 per- 


cent of 952 consignments. 
af * * 


MINNEAPOLIS, MINN. 
Minneapolis Auto Auction, Sale every 


Wednesday (June 21). Buying very firm on 
all models. Sold 46 cars from 89 consign- 





ments. 
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TBEA 


MANUFACTURERS, DISTRIBUTORS, 
AND SUPPLIERS BELONG 
AND BENEFIT! 
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Over 350 members of your industry —manufac- 
turers, distributors, and suppliers — are already 
enjoying the hard cash benefits of TBEA mem- 
bership. Benefits like these— 


Money-saving tax tips. TBEA provides you with 
the latest information on federal excise and in- 
come tax developments as they affect your busi- 
iness. TBEA fights adverse tax legislation for 
you, makes your voice heard on Capitol Hill! 
In one case alone during 1960, TBEA efforts 
secured tax savings of over $100,000 for the 
industry. 


Advance information on new products, new 
methods. TBEA members get the first word on 
who’s planning what and when. Regularly issued 
news bulletins keep you informed, help your busi- 
ness progress more profitably! TBEA’s financial 
support of a program to prepare test codes for 
refrigerated vehicles is a current example of 
benefits secured through TBEA action. 


Chance to compare notes at meetings and con- 
ventions. Closed-door sessions where you can 
talk over common business problems, make valu- 
able contacts, find out the answers to your ques- 
tions first hand. Attend the annual convention 
this year at the Hotel Sherman in Chicago, Oc- 
tober 2-4. 


TBEA is dedicated to helping its members 
achieve greater business opportunities, profits and 
success. Its Industry Divisions, The Hydraulic 
Hoist and Dump Body Manufacturing Division 
and The School Bus Body Manufacturers Asso- 
ciation, and its Affiliates, Truck Body Builders 
Association, Inc. of California and La Federa- 
tion Francoise de la Carrosserie, Paris, France 
(Truck Body Builders Association of France), 
also spearhead programs to the advantage of con- 
cerned members. TBEA’s strength and effective- 
ness are well known in Washington and in the 
industry. Ask any member! 


Better yet, get full details on TBEA member- 
ship by clipping and mailing the coupon below 
today! 


ee eae Satay anne tn ten ae Caer en ee ENS ay ee ee en ee 


Truck Body and Equipment Association, Inc. 
NADA Building 
2000 K Street, N.W., Washington 6, D. C. 


Please send complete details on TBEA member- 
ship. I ama [J] manufacturer [ distributor 
C) supplier to the industry 


Name 
Address. 
City. 


State. 












AUTOMOTIVE NEWS, JULY 3, 1961 





’56 Belvedere (8) conv., $375*. $2,300* (ps); Invicta 2-dr. hardtop, 
PONTIAC—’61 Ventura sport coupe, §2,- $2,335* (ps). 
- * 645* (ps); Bonneville sport coupe, $2,- a eee ee 82. 
495* (ps). ‘ pecia r viera, 
Used-Car Auction Prices ’60 Bonneville conv., $2,575* (ps), $2,- ’57 Century 2-dr. Riviera, $685*; Special 

525* (ps), $2,375* (ps); Ventura 4-dr. 2-dr., $500*. 

Vista, $2,300* (ps), $2,275* (ps); "56 Special 4-dr. Riviera, $480* (ps). 

Catalina 4-dr, Vista, $2,140* (ps), ’55 Super 2-dr. Riviera, $400* (ps), 

$2,040* (ps), $2,025* (ps). $290* (ps); conv., $270* (ps); Special 

(Continued from Page 25) ’59 Bonneville conv., $1,985* (ps), $1,- 4-dr., $185*. 

950*; Catalina sport coupe, $1,700* | CADILLAC—’60 de Ville 4-dr. nardtop, 
station wagon, $1,500*; 2-dr., $1,350,| MERCURY—’61 Meteor 800 4-dr., $2,100* (ps), $1,350* (ps); 4-dr., $1,405* (ps), $4,300* (ps); (62) conv., $4,150* (ps), 
$1,240*; 4-dr., $1,300*; Fairlane 500 (ps). $1,375* (ps). $4,065* (ps), $3,985* (ps); 4-dr., $4,- 
(8) 4-dr., $1,485*; Fairlane (8) 4-dr., 60 Montclair 2-dr, hardtop, $1,600* ’58 Star Chief Safari 4-dr., $1,160* (ps); 150* (ps). 
$1,440*. (ps); Monterey 4-dr., $1,280. Super Chief 4-dr. Catalina, $905* (ps); ’59 (60) Special 4-dr. hardtop, $3,360* 

’59 Thunderbird (8) 2-dr, hardtop, $2,- "58 Commuter 4-dr., $940* (ps); Mon- 4-dr., $685*; Chieftain 4-dr., $855*. (ps); de Ville 2-dr. hardtop, $3,565* 
410° (ps), $2,250*° (ps); conv., $2,250* terey conv., $675* (ps). RAMBLER—’61 Classic (8) Custom station (ps); 4-dr. hardtop, $3,435* (ps); (62) 
(ps); Galaxie (8) skyliner, $1,575; 4- ’57 Monterey conv., $850*; 4-dr., $630*; |- wagon, $1,900. 2-dr. hardtop, $3,285* (ps); 4-dr. hard- 
dr. Victoria, $1,430*, $1,185; 2-dr. Montclair 2-dr. hardtop, $525*. ‘60 Ambassador (8) Custom 4-dr., $1,- top, $3,250* (ps). 

Victoria, $1,390* (ps), $1,300* (ps); *56 Montclair 2-dr.- hardtop, $475*, 660; American (6) 4-dr., $1,025*. ’58 (62) Coupe de Ville, $2,405* (ps), 
conv., $1,365*, $1,230*; Fairlane 500 $340*; Monterey station wagon, $420°. ’59 Rebel (8) Super Cross Country, $2,160* (ps); 2-dr, hardtop, $2,280* 
(8) 4-dr., $1,270*, $1,070* (ps); 2-dr., | OLDSMOBILE —’61 F-85 4-dr., $2,220*, $985*; American (6) station wagon, (ps), $2,030* (ps); Eldorado conv., 
$855*; Ranch Wagon (8) 4-dr., $1,- $1,960. $865*, $700. $2,050* (ps). 

195*; Ranch Wagon (6) 4-dr., $920*; ’60 (88) 2-dr. Holiday, $2,480* (ps), ’58 Ambassador (8) Super Cross Coun- ’57 (62) Coupe de Ville, $1,945* (ps), 
Fairlane (6) 2-dr., $800; 4-dr., $585. $2,380* (ps), $2,295* (ps); 2-dr., try, $850*; Custom 4-dr., $795*; Cus- $1,560* (ps); 2-dr. hardtop, . $1,725* 

’58 Thunderbird (8) 2-dr. hardtop, $1,- $2,275* (ps); 4-dr, Holiday, $2,265*, tom (6) Cross Country, $740*. (ps); 4-dr., $1,685* (ps); conv:, $1,- 
940° (ps), 2 at $1,885* (ps); Fairlane $2,210* (ps), $2,170* (ps); 4-dr., $2,-| °57 Super (8) Cross Country, $590*; 505* (ps); Sedan de- Ville, $1,400* 
500 (8) conv., $975* (ps), $745°; 2-dr. 150*, $1,950* (ps). Super (6) 4-dr., $475. (ps); Eldorado conv., $1,735* (ps). 
Victoria, $875*; 4-dr, Victoria, $600°; ’59 (98) conv., $2,075* (ps); (88) 4-dr. ’56 Super Cross Country, $395*. ’56 (62) Coupe de Ville, $935* (ps); 2- 
2-dr., $595; Fairlane 500 (6) 2-dr. Holiday, $1,700* (ps); 2-dr, Holiday, | STUDEBAKER—’61 Lark (8) 4-dr., $1,- dr. hardtop, $900* (ps), $750* (ps). 
Victoria, $595. $1,445", $1,430* (ps). 400*. 55 (62) Coupe de Ville, $1,195* (ps); 

’57 Thunderbird (8) conv., $1,850; Ranch| °5g (98)' 4-dr. Holiday, $1,305* (ps),| ‘60 Lark (6) 2-dr. hardtop, $975*, $950. conv., $760; Eldorado conv., $800. 
Wagon (8) 2-dr., $805* (ps); Country $890* (ps); (88) 4-dr, Holiday, $1,- '59 Silver Hawk (6) 2-dr, hardtop, | oypyRoLET—’61 Sadi (0). enc Oh- 
Sedan (8) 4-dr., $750* (ps); Fairlane 220* (ps). $840". ae* teas; Galva Divan (6, Oe 
500 (8) skyliner, $660*; 2-dr, Vic- ’57 (88) 4-dr. Holiday, $750* (ps), $595* ’57 Silver Hawk (6) 2-dr., $350*. $2,150, $2,120; Corvair 700 (6) 4-dr., 
toria, $615*, $565°; 4-dr., $370*; Fair- (ps), $550* (ps); Fiesta 4-dr., $650. MISCELLANEOUS—’60 Ford (8) pickup, $1,575: Bel Air (8) 2-dr., $2,135*: 

ian Daltece 1h)’ came. 9008": n| _’38 (88) 4-dr. Holiday, $650. $1,215, $1,100. Biscayne (8) 2-dr., $1,975. 

Svagon (8) dear. 9300" $525°; Ranch/ py yMOUTH—'61 Fury (8) 4-dr. hardtop,|, 159 Chevrolet (8) pickup, $975. ’60 Corvette (8) conv., $2,595; Impala 

F . $2,275; Valiant (6) 4-dr., $1,755*. 56 Ford (6) pickup, $350. (8) sport coupe, $2,180; conv., $2,135* 
IMPERIAL — ’59 Crown conv., $2,450* 60 Valiant (6) 4-dr., $1, 385, $1,290; (ps); sport sedan, $2,080*, $2,050* 
(ps); 2-dr. hardtop, $2,445* (ps). Savoy (8) 4-dr., $1,215. LOS ANGELES (ps); Impala (6) conv., $1,860* (ps); 

’57 LeBaron 4-dr. hardtop, $1,200* (ps);| 59 Belvedere (6) 4-dr. hardtop, $925* Bel Air (8) sport coupe, $1,885*; 4-dr., 

Imperial 4-dr, hardtop, $850* (ps). (ps), $875*, $850*. Harold Henry’s Los Angeles Dealer Auto $1,710*; Corvair Monza (6) 2- ar. , $1,- 
LINCOLN —'59 Premiere 4-dr. hardtop,| 58 Suburban (8) Custom 2-dr., $745%;| Auction. Sale every Tuesday. Prices are 850, $1,835*, $1,735; Corvair 500, (6) 4- 
$2,000* (ps). Belvedere (8) 4-dr., $710*; Savoy (6) | for sale of June 20. dr., $1,360; Corvair 700 (6) 4-dr., $1,- 

58 Continental Mark III conv., $1,800* 4-dr., $500*. BUICK—’61 Special 4-dr., $2,015. 335; Biscayne (8) 4-dr., $1,600*; Bis- 
(ps), $1,700* (ps). ’57 Savoy (8) 4-dr., $400*. 60 LeSabre 4-dr. hardtop, $2,465* (ps), cayne (6) 2-dr., $1,400* (ps). 


Sell the World’s Most Complete Line 






Dump Truck Bodies and Hoists 
Steel and Aluminum 





Heavy-Duty Dump Bodies and 
Heavy-Duty Hoists 


Hydraulic Elevating Tailgates 
2,000, 3,000, 4,000-Ib Capacities 


of Hauling Equipment-F/ BIL 





The Heil line is unmatched both for range of products and quality of 
design, engineering and performance. Your Heil distributor has the 





i a 


Off-Highway Dump Bodies 
with Hydraulic Dumping 
Mechanisms 


Load Lugger and Huge Haul 
Detachable Container Systems 


ILco. 


MILWAUKEE 1, WISCONSIN 


Factories: Milwaukee, Wis.; Hillside, N. J.; Lancaster, Pa.; 
Cleveland, Ohio; Modesto, Calif. 





Chicago, IIl.; 


Dump Trailers 
(Patented Hy-Spill type shown above) 
Steel and Aluminum 


Colectomatic Refuse 
Collection Bodies 


complete story on any or all equipment listed here... see him soon 
and be sure your trucks are equipped with the finest you can buy. 


Hydraulic Hoists for Stake Bodies. 
Twin-arm, Head-mount Telescopic, 
Twin Telescopic 


Petroleum, Chemical and 
Liquid Food Transports 





Milk Transports 


Plastic and Stainless Steel 


Cement and Bulk Transports 





Sales Offices: Hillside, N. J.; Washington, D. C.; Atlanta, Ga.; Cleveland, Ohio; 
Milwaukee, Wis.; Kansas City, Mo.; Denver, Colo.; Dallas, Texas; 
os Angeles, Calif.; Seattle, Wash. 


Goliath—’58 1100 2-dr., 
Lloyd—’59 2-dr., 








’59 Impala (8) sport coupe, $1,785, $1,- 
760° (ps), $1,750° (ps), $1,735, $1,- 
685*, $1,660* (ps); sport sedan, $1,- 
725* (ps), $1,590*; Brookwood (8) 4- 
dr., $1,500*, $1,450*; Brookwood (6) 
2-dr., $1,250; Bel Air (8) 4-dr., $1,- 
500* (ps), $1,420, $1,365*, $1,265*; 
sport sedan, $1,485* (ps); 2-dr., $1,- 
400* (ps), $1,225; Biscayne (8) 2-dr., 
$1,300*, $1,265*; Biscayne (6) 2-dr., 
$1,085, $1,080*, $1,000*. 

’58 Impala (8) conv., $1,185* (ps), $1,- 
070*; sport coupe, $995; Delray (8) 2- 
dr., $1,070*. 

’57 Corvette (8) conv., $1,285; Bel Air 
(8) sport coupe, $965*; Two-ten (6) 
2-dr., $615*; One-fifty (6) 2-dr., $550. 

’56 Bel Air (8) conv., $750*; sport coupe, 
$460*; Two-ten (8) station wagon, 
$585*, $465*; 2-dr., $560*; One-fifty 
(6) utility sedan, $460. 

’55 Bel Air (8) sport coupe, $585*, $580*, 
$360*; conv., $465*; 4-dr., $455*, 
$310*; Bel Air (6) sport coupe, $500*; 
Two-ten (8) station wagon, $530*, 
$450*; 4-dr., $385*. 

CHRYSLER — ’58 Saratoga 4-dr., $700* 
$1,065* (ps); Windsor 4- 


1) 


(ps). 
’57 NY conv., 
(Continued on Page 27, Col. 


Used Imported 
Cars 


Albany 
Austin-Healey—’59 conv., $700. 
Hillman—’56 Minx 4-dr., $135. 
MG—’60 roadster, $1,500. 
Volkswagen—’58 113 4-dr., $750. 

’57 2-dr., $750. 
Bordentown, N. J. 
Ford (English)—’57 Zodiac 4-dr., $310. 
Lloyd—’57 2-dr., $180. 
Opel—’56 4-dr., $225. 
Renault—’59 4-dr., $600. 
Sunbeam—’53 Talbot conv., $137. 
Volkswagen—’59 2-dr., $825. 
’58 2-dr., $875. 
Volvo—’59 2-dr., $1,060. 
Caldwell, N. J. 
Metropolitan ’61 conv., $1,300; 
hardtop, $1,300, $1,280. 
Volkswagen—’60 Karmann-Ghia conv., $1,- 
500. 
’59 2-dr., $815. 
"56 4-dr., $495. 

Chicago 

Borgward—’61 2-dr., $1,465. 
Jaguar—’59 2-dr. hardtop, 
Mercedes-Benz—’59 2-dr., 
Renault—’60 4-dr., $625. 
Simea—’59 2-dr., $650. 
Volkswagen—’60 Karmann-Ghia conv., $1,- 
725; 2-dr., $1,320, 
’59 conv., $1,225; station wagon, $725. 
Volvo—’58 2-dr., $700. 
Daytona Beach, Fla, 
Isetta—’58 300 2-dr., $155. 
Opel—’60 station wagon, $740. 
Peugeot—’59 4-dr., $495. 
Vauxhall—’59 Super station wagon 4-dr., 
$615. 
Volkswagen—’61 Karmann-Ghia conv., $2,- 
000. 
’60 sunroof 2-dr., $1,420, $1,315. 


Detroit 
Borgward—’59 2-dr. hardtop, 
Fiat—’59 conv., $990. 
Lloyd—’58 2-dr., $155. 
Volkswagen—’61 2-dr., $1,510. 
’60 2-dr., $1,250, 
Flint 
Fiat—’59 600 2-dr., $410. 
Metropolitan—’58 2-dr., $350. 
’57 2-dr., $325. 
Renault—’60 Dauphine 4-dr., $795. 
Triumph—’59 TR-3 roadster, $1,300. 
Volkswagen—’60 2-dr., $1,090. 
Fontana, Wis. 
Renault—’59 4-dr., $385. 
Triumph—’60 conv., $1,700. 
Volkswagen—’57 2-dr., $700. 
’56 Microbus, $290. 
Kansas City, Mo. 
Opel—’59 station wagon, $820. 


Los Angeles 


2-dr. 


$1,800. 
$1,365. 


$1,160, 





Fiat—’60 sunroof 2-dr., $450. 
MG—’55 TF 1500 roadster, $600. 
Porsche—’56 2-dr., $1,480. 
Renault—’59 Dauphine 4-dr., $415. 
Simca—’57 Versailles 4-dr., $195. 
Triumph—’'57 TR-3 2-dr., $745. 
Volkswagen—’59 Karmann-Ghia 2-dr., $1,- 
515; 2-dr., $1,110. 

’58 2-dr., $950. 

’56 2-dr., $585, 

’55 2-dr., $635. 
Volvo—’59 2-dr., $880. 

’57 2-dr., $420, 

Manheim, Pa. 
Alfa-Romeo—’59 4-dr., $1,230. 
Austin—’60 limousine, $1,725. 
Borgward—’61 station wagon, $1,575. 
Goliath—’60 2-dr., $560. 

Isetta—’58 sunroof 2-dr., $280. 
Jaguar—-’61 Mark IX, $4,025* (ps). 
MG—’60 MGA 2-dr., $1,475. 
58 MGA conv., $950. 
’57 MGA conv., $925. 
Opel—’59 2-dr., $887. 
Peugeot—’59 2-dr., $700. 
Renault——’60 Dauphine 4-dr., $760, $550. 
Simca—’59 station wagon 2-dr., $410; 4- 
dr., $350, 
Taunus—’60 station wagon 2-dr., $910. 
Triumph—’59 4-dr., $330. 
Volkswagen—’61 2-dr., $1,625, $1,570. 
’60 Deluxe 2-dr., $1,285; 2-dr., $1,285. 


’*59 Karmann-Ghia 2-dr., $1,400; sunroof 
2-dr., $1,005. 
’58 Karmann-Ghia conv., $1,070; 
$885; station wagon, $850. 
’57 2-dr., $875; Microbus, $510. 
’51 2-dr., $210, 
Volvo—’60 4-dr., $1,000. 
Minneapolis, Minn. 
Renault—’58 4-dr., $340. 
Volkswagen—’60 sunroof 2-dr., 
Paducah, Ky. 
Volkswagen—’61 2-dr., $1,475. 
Salt Lake City 
Fiat—'59 500 Bianchina, $365. 
Morris—’59 Minor 1000 4-dr., $390. 


Warehouse Point, Conn. 
Datsun—’60 4-dr., $400. 


2-dr., 


$990. 


$345. 

Hillman—-’57 station wagon, $170. 

$160. 

Renault—’59 Dauphine 4-dr., 
4-dr., $260. 

Triumph—’60 roadster 2-dr., 

Volkswagen—’56 2-dr., $410. 


$390; 4-CV 


$1,500. 
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dr., $785* (ps). 
’55 Windsor 2-dr. hardtop, $225* (ps). 
COMET—’61 Comet station wagon 4-dr., 
$2,175*. 
DeSOTO—’57 Fireflite 2-dr. hardtop, $800* 
(ps); Firedome 4-dr., $575* (ps). 
'56 Firedome 4-dr. hardtop, $505* (ps). 
DODGE—’61 Lancer (6) 4-dr., $1,995*. 
’60 Seneca (8) station wagon 4-dr., $2,- 
000*. $1,895*; 4-dr., $1,500*; Pioneer 
(8) 4-dr., $1,465*. 
’59 Coronet (8) 2-dr. hardtop, $1,350*. 
’58 Sierra (8) 4-dr., $1,090* (ps). 
’57 Sierra (8) 4-dr., $710* (ps); Coronet 
(8) 4-dr., $485*. 
’56 Coronet (8) 2-dr. hardtop, $530*. 

’55 Royal (8) Sierra 4-dr., $445*; Coro- 
net (8) 2-dr. hardtop, $375*. 
$1,285* 
(ps) ; 


EDSEL—’59 Corsair 4-dr., 
Villager 4-dr., $1,210* 
2-dr., $865. 

’58 Bermuda 4-dr. (9 pass.), $905* (ps); 
Pacer 4-dr. hardtop, $815* (ps); 2-dr., 
$565*; Citation 2-dr. hardtop, $750* 


(ps). 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$4,260* (ps), $4,235* (ps), $4,225* 
(ps), $3,945* (ps); Country Sedan (8) 
4-dr. (9 pass.), $2,535; Falcon (6) 2- 
dr., $1,690. 

60 Thunderbird (8) conv., $3,085* (ps); 
2-dr. hardtop, 2 at $3,000* (ps), $2,- 
810* (ps); Country Sedan (8) 4-dr., 
$2,045* (ps), $1,700* (ps); Galaxie (8) 
4-dr. Victoria, $1,860* (ps); conv., 
$1,835* (ps); Falcon (6) 4-dr., $1,555*, 
$1,435, 2 at $1,285; Fairlane 500 (8) 
4-dr., $1,450*; Fairlane 500 (6) 4-dr., 
$1,380*; Fairlane (8) 4-dr., $1,085*. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
435* (ps), $2,335*; Country Squire (8) 


(ps) ; 
Ranger 


4-dr., $1,800* (ps); Galaxie (8) 2-dr. 
Victoria, $1,585* (ps), $1,560* (ps); 
4-dr., $1,460*; 4-dr. Victoria, $1,315* 
(ps); Fairlane 500 (8) 2-dr. Victoria, 


$1,580* (ps), $1,485* (ps); 2-dr., $1,- 
235*; Country Sedan (8) 4-dr., $1,- 
500*; Custom 300 (8) 4-dr., $1,080*, 
$1,060*, $975*, $750*; 2-dr., $1,080*. 
58 Thunderbird (8) 2-dr. hardtop, $2,- 
170* (ps), $1,835* (ps); Country Se- 
dan (8) 4-dr. (9 pass.), $1,095* (ps); 
(6 pass.), $950* (ps); Fairlane 500 
(8) conv., 2 at $935* (ps); 2-dr. Vic- 
toria, $875* (ps); Fairlane (8) 4-dr., 
$755; Custom 300 (8) 2-dr., $660*. 
’57 Thunderbird (8) conv., $1,935; Fair- 


lane 500 (8) 4-dr. Victoria, $850* (ps) ; | 


2-dr. Victoria, $835* (ps); conv., $780* 
(ps); Country Sedan (8) 4-dr., $710* 


(ps), $690; Ranch Wagon (8) 2-dr., 
$700*; Custom 300 (8) 4-dr., $675*, 
$480; 2-dr., $600* (ps); Custom (6) 


4-dr., $550, $485. 

’56 Fairlane (8) conv., $485* (ps), $385* 
(ps); 2-dr., $435* (ps), $410*, $400* 
(ps); 4-dr., $435*, $375*, $335*; Main 
(6) 2-dr., $430; Ranch Wagon (8) 2- 
dr., $410* (ps). 

’55 Fairlane (8) conv., $370* (ps), 
$370*; 2-dr., $370*, $285* (ps); 2-dr. 
Victoria, $290*; Custom (6) 4-dr., 
$325*; Custom (8) 4-dr., $285, $250*; 
Country Sedan (8) 4-dr., $310*, $245*. 


HUDSON—’55 Hornet (8) 2-dr. hardtop, 
$235* (ps). 
IMPERIAL—’58 Imperial 4-dr. hardtop, 


$1,965* (ps). 
’57 Imperial 2-dr, hardtop, $1,230* (ps). 
LINCOLN—’58 Continental Mark III 4-dr. 
hardtop, $1,805* (ps). 

’57 Premiere 2-dr. hardtop, $1,415* (ps); 
conv., $1,140* (ps). 

’56 Premiere 4-dr., $550* (ps). 

’55 Capri 2-dr. hardtop, $260* (ps). 

MERCURY—’60 Monterey 2-dr., $1,475* 
(ps). 

*58 Montclair 2-dr. hardtop, $605*; 4-dr. 
hardtop, $310*; Montclair 2-dr. hard- 
top, $495* (ps); Monterey 2-dr. hard- 
top, $415*, $395*, $380* (ps), $295*; 
station wagon 4-dr. (9 pass.), $375* 
(ps). 

’56 Custom station wagon, $605*; 4-dr. 
hardtop, $310*; Montclair 2-dr, hard- 
top, $495* (ps); Monterey 2-dr. hard- 
top, $415*, $395*, $380* (ps), $295*; 
station wagon 4-dr. (9 pass.), $375* 
(ps). 

’55 Monterey 2-dr. hardtop, $260*; Mont- 
clair 2-dr. hardtop, $210* (ps). 

OLDSMOBILE—’61 F-85 4-dr., $2,125. 

"60 (88) 2-dr. Holiday, $2,400* (ps); 
(98) 4-dr., $2,385* (ps). 

’59 (98) 4-dr. Holiday, $1,985* (ps); (88) 


Super Fiesta 4-dr., $1,965* (ps); 
conv., $1,800* (ps); 4-dr., $1,685* 
(ps). 

58 (98) 2-dr. Holiday, $1,385* (ps). 


’57 (98) 2-dr. Holiday, $910* (ps); (88) 
Fiesta 4-dr. Holiday, $735* (ps); (88) 
Super 2-dr. Holiday, $665*; 4-dr. Holi- 
day, $590* (ps). 

"56 (88) 2-dr. Holiday, $700*, $400* 
(ps), $385*; (98) 2-dr. Holiday, $680* 
(ps); (88) Super 4-dr. Holiday, $340*. 

55 (88) Super 2-dr. Holiday, $510* (ps); 
4-dr. Holiday, $460* (ps); 4-dr., $350* 
(ps); (88) 4-dr., $350*, $350* (ps). 


PACKARD—’55 Clipper Super 4-dr., $275*. 
PLYMOUTH—’60 Fury (8) 4-dr. 


hardtop, 

$1,610* (ps); Valiant 200 (6) 4-dr., 
$1,375, $1,350. 

’59 Belvedere (8) 2-dr., $1,085*, 

’58 Belvedere (8) 4-dr. hardtop, 
(ps), $800* (ps). 

’57 Fury (8) 2-dr. hardtop, $920* (ps); 
Belvedere (8) 2-dr. hardtop, $680*; 
Savoy (8) 4-dr. hardtop, $485*. 

"56 Belvedere (8) 4-dr., $450*; 
(8) 4-dr., $290. 

’55 Belvedere (8) 4-dr., $265* 


$810* 


Savoy 


(ps). 


PONTIAC—’ 60 Bonneville sport coupe, $2,- 


740* (ps). ’ 

59 Bonneville 4-dr. Vista, $2,260* (ps); 
Catalina Safari ¢-dr., $2,185* (ps); 4- 
dr, Vista, $1,820* (ps), $1,750*; sport 
coupe, $1,745*; 2-dr., $1,510*; 4-dr., 
$1,420*. 

’58 Bonneville conv., $1,375* (ps). 

’57 Star Chief 2-dr. Catalina, 
(ps). 

’56 Chieftain 2-dr. Catalina, $500*, 
$475*; Star Chief 4-dr., $320*, 

’55 Chieftain station wagon 2-dr., $265* 


$985* 


(ps). 
RAMBLER—’60 Deluxe (6) station wagon, 


$1,630; 4-dr., $1,380; Custom (6) 4- 

dr., 2 at $1,600. 

’59 Ambassador (8) Custom 4-dr., $1,- 
310* (ps); American (6) station wag- 
on, $1,065*; Rebel (8) Super 4-dr., 
$1,050* (ps). 

’*58 Ambassador (8) Cross Country, $1,- 
080* (ps); American (6) 2-dr., $505. 

’57 Custom (6) 4-dr., $630*; Super (6) 
Cross Country, $610. 


? ton pickup, 


’56 Custom (6) Cross Country, $750* 
(ps). 

STUDEBAKER—’59 Lark (8) 4-dr., $1,- 
100*; Lark (6) 2-dr., 2 at $860, $805, 
$800. 

’58 Commander (8) 2-dr. hardtop, $735*. 

’57 President (8) station wagon, $525*. 

56 Golden Hawk (8) 2-dr. hardtop, 
$480* (ps); Champion (6) station wag- 
on, $365. 

MISCELLANEOUS—'60 Ford (6) Falcon 
Ranchero, $1,625*; Chevrolet (8) %- 

$1,525*. 

’59 Dodge (8) %-ton LWB pickup, $1,- 
000; International (6) %-ton panel, 
$675. 

’58 Ford (8) Ranchero, $780* (ps). 

’57 International %-ton LWB pickup, 
$770; Chevrolet (8) %-ton pickup, 
$650*; (6) %-ton panel, $495*. 

’56 Ford (8) %-ton pickup, $585. 

’55 Chevrolet (6) %-ton pickup, $635, 
$545; (8) %-ton pickup, $545; GMC 
(8) %-ton pickup, $575*; Dodge (8) 
%-ton trailer hauler, $300. 


NEWINGTON, CONN. 


Newington Auto Auction. Sale every 
Thursday, Prices are for sale of June 22. 
Trading on late model cars was very good. 
Clean sharp cars much in demand, 


BUICK—’57 Super 4-dr. Riviera, $625*. 
’56 Special 4-dr., $380*. 
’54 Special 2-dr., $190* (ps). 
CADILLAO — ’60 DeVille 2-dr. hardtop, 
$3,750* (ps). 


’58 (62) Coupe de Ville, $1,650*, 
’54 (62) Coupe de Ville, $520*, 
CHEVROLET—’59 Bel Air (8) 4-dr., $1,- 
200*, $1,725*, $1,060*; Bel Air (6) 
4-dr., $1,100; Biscayne (6) 2-dr., $1,- 
050°, 

"58 Impala (8) conv., $1,000; Biscayne 
(6) 4-dr., $950*; 2-dr., $670; Bel Air 
(6) 4-dr., $900* (ps); 2-dr., $700; Bel 
Air (8) 4-dr., $750*. 

"56 Two-ten (6) station wagon 4-dr., 
$600; Bel Air (8) 4-dr., $590*; sport 
sedan, $590*; One-fifty (6) 4-dr., $370. 

'55 Bel Air (6) 2-dr., $400*; Bel Air (8) 
4-dr., $330*; 2-dr., $250. 

"54 Two-ten (6) 4-dr., $120*. 

CHRYSLER—’56 NY 4-dr., $620. 
DeSOTO—’57 Firedome 4-dr., $390. 


FORD — ’59 Fairlane (8) 4-dr., $1,325* 
(ps); Fairlane (6) 4-dr., $920; Gal- 
axie (8) 2-dr., $1,275*; Galaxie (6) 
4-dr., $900*; Fairlane 500 (8) 2-dr., 


$1,100*. 

"58 Custom 300 (8) 2-dr., $575; Fairlane 
500 (8) 4-dr., $520; Fairlane 500 (6) 
2-dr., $490*; Fairlane (6) 4-dr., $500*. 

’57 Country Sedan (6) 4-dr., $630*; 
Fairlane 500 (8) 2-dr. Victoria, $465*. 

56 Fairlane (8) conv., $525*; Fairl- 
lane (6) 2-dr. Victoria, $490; Custom 
(6) 4-dr., $135. 

’55 Fairlane (8) 2-dr, Victoria, $160. 

LINCOLN—’58 Continental Mark III conv., 
$975* (ps). 
MERCURY—’58 Montclair conv., $850*. 

’56 Monterey 4-dr., $280. 

OLDSMOBILE—’57 (88) Super 4-dr., $720. 

56 (88) 4-dr., $300, 

"54 (88) 2-dr., $195. 

PONTIAC—’59 Bonneville conv., $1,600. 

’56 Chieftain 2-dr. Catalina, $275. 


ALBANY 


Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of June 19. 
Car prices were strong on all ready to 


sell units. As usual those that didn’t wear 
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Model Breakdown 
Of Auction Averages 














June, May, April, 

1961 1961 1961 
$2,360 $2,438 $2,494 
1,887 1,900 1,935 
1,444 1,465 1,367 
983 989 960 
662 649 654 
422 427 433 
330 314 323 
200 220 210 

Overall 

Average $1,036 $1,050 $1,047 


ornare 


a sold tag were off color fix-ups or hard 
lookers. Sold 128 cars from 154 consign- 
ments. 
BUICK—’59 LeSabre 2-dr., $825*. 

’57 RM 4-dr. Riviera, $540* (ps). 


56 Special 2-dr. Riviera, $450*; RM 
4-dr. Riviera, $385* (ps). 
CADILLAC—’60 (62) 4-dr. hardtop, $3,- 
775* (ps). 
"57 (62) 4-dr. hardtop, $1,440* (ps); 
~ Special 4-dr. hardtop, $1,390* 
ps). 


’56 (62) 4-dr., $685*. 
’55 (62) 4-dr., $550* (ps). 
CHEVROLET—’60 Impala (8) sport coupe, 


$1,930*; 4-dr., $1,825*; Bel Air (8) 
4-dt., $1,560*. 

59 Impala (6) sport coupe, $1,450*; 
Brookwood (6) 4-dr., $1,425*; Bel Air 
(6) 4-dr., $1,350*, $1,050* (ps); Bel 
Air (8) 4-dr., $1,265*; Biscayne (8) 
4-dr., $1,065*; Biscayne (6) 2-dr., 
$975". 

’58 Impala (8) sport coupe, $1,250* 


(ps); Biscayne (8) 4-dr., $1,060*, 
$800* (ps); Biscayne (6) 4-dr., $950; 
Brookwood (8) 4-dr., $1,050*, $975*; 


Bel Air (8) 4-dr., $940*; Bel Air (6) 
4-dr., $825; Delray (6) 4-dr., $600. 
’57 Bel Air (8) conv., $1,000*, $885*, 
$725*; 4-dr., $875* (ps), $820*, $800*, 
$690*; sport sedan, $875* (ps); 2-dr., 
$850*, $725*; Two-ten (8) station 
wagon 4-dr., $940*, $900*; 2-dr., $680, 
’56 Two-ten (8) station wagon 4-dr., 
$750*; Two-ten (6) 4-dr., $590, $585, 
$575; One-fifty (6) station wagon 2- 
dr., $560; 4-dr., $360; Bel Air (8) 
2-dr., $560*; station wagon 4-dr., 

$530". 

’55 Bel Air (6) sport coupe, $570*, $310. 
’54 Bel Air 4-dr., $370*; sport coupe, 
$230* (ps); Two-ten 4-dr., $270*. 
CHRYSLER—’58 Windsor 4-dr., $870*. 
"57 NY 4-dr. hardtop, $795*; Windsor 

4-dr., $580*. 

DeSOTO—’57 Fireflite 4-dr. hardtop, $640* 
(ps); 4-dr., $620* (ps); Firedome 4- 
dr., $600*. 

DODGE—’60 Seneca (8) station wagon 4- 
dr., $1,615* (ps)). 

’5S Royal (8) 4-dr., $880* (ps). 

’57 Coronet (8) conv., $800* (ps); 2-dr, 
hardtop, $650*, $490*; Royal (8) 4-dr. 
hardtop, $500* (ps); 4-dr., $300*. 


FORD — ’61 Galaxie (8) 4-dr., $2,210*; 
Fairlane 500 (8) 4-dr., $2,000*. 

’60 Galaxie (8) Starliner, $1,750*; Ranch 
Wagon (6) 4-dr., $1,600. 

59 Galaxie (8) conv., $1,230*; Fairlane 
500 (8) Victoria, $1,125* (ps); Fair- 
lane (8) 2-dr., $1,110*. 

’58 Fairlane (8) 2-dr., $870* (ps); 2-dr. 
Victoria, $770*; Fairlane 500 (8) 4-dr., 
$800*; DelRio (8) 2-dr., $740*; Coun- 
try Sedan (8) 4-dr., $600* (ps). 

’57 Fairlane 500 (8) conv., $910* (ps), 
$520* (ps); 4-dr. Victoria, $675* (ps); 
Country Sedan (8) 4-dr., $540* (ps); 


(Continued on Page 31, Col. 1) 





The versatile EATON 2-SPEED AXLE gives 


higher truck performance for them all! 


By 
= @ With double the conventional num- 


ber of gear ratios, the Eaton 2-Speed Axle gives 
truckers the gear versatility necessary for more 
efficient truck performance on or off the highway, 
or in city traffic — all in one truck. 


‘‘Low-low” gives the driver the right gear to 
operate with a steady, powerful crawl under full 
capacity load. He can pull out on the open highway 


and easily and, quickly shift into “high” range 
for time-saving, dollar-making road speeds— 
uphill or down—either loaded or empty. He can 


EATO 








keep rolling at best speed — even in city traffic. 


Whatever a truck needs to do, the Eaton 2-Speed 
Axle will keep the engine turning in the most 
efficient range—while stretching out its life and the 
life of all power transmitting parts. Operators get 
more vehicle time on the job—lower maintenance 


costs—less operating expense. 


Give your customers all the facts on versatile 





Eaton 2-Speed Axles. 


AXLE DIVISION 
MANUFACTURING COMPANY 





CLEVELAND 10, OHIO 
..» Your partner in progress through research... 
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Moon Vehicles Designed 
By Chrysler, Professor 


By Joseph M. Callahan 


AUTOMOTIVE NEWS, JULY 3, 1961 





Engineering Editor 
ee the United States government has not yet 
decided to go all out to put a man on the moon, trans- 
portation specialists in the Detroit area have already come 


up with serious designs of 


two vehicles for travelling 
around the moon’s surface. 

The Defense Operations Division 
of Chrysler Corp. 
has proposeda 
rolling, walking 
vehicle called the 
“Lunar Explor- 
er.” This is a 
manned vehicle 
which looks like 
a large six-legged 
insect. 

Most signifi- 
cant among the 

4 Explorer’s several 
J. M, Callahan unique features 
are its six rolligon-type wheels 
which permit it to roll along at 
high speeds over level ground or 
to walk over otherwise impassible 
terrain. There is no certain knowl- 
edge as to what the moon’s terrain 
is like, although a soft snow-like 
surface is suspected, 

The six wheels, which would 
be powered by motors located in 
the axles, would provide steering 
control as well as locomotion. 

Whenever the vehicle encount- 
ered a terrain it could not roll over, 
the wheels would then act as feet, 
extending forward and swivelling 
in planes relative to the vehicle’s 
body to allow the probing and 
weight shifting necessary for walk- 
ing. 
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phages for the motors, controls 
and instrumentation would be 
supplied to the vehicle by means of 
electromagnetic transmission from 
a remote antenna tower. Electrical 
energy would be obtained from a 
bank of solar cells. 

An important feature of the Ex- 
plorer is its interplanetary port- 
ability. While in transit, the vehicle 
would be an integral part of the 
main landing vehicle. 

Exterior walls of the vehicle 
would be of aluminum sandwich 
construction. The windows would 
be spherically shaped and tinted 


Consent Judgment 


Ends Trust Action 
Against Oil Firm 


WASHINGTON. — Antitrust 
charges against Standard Oi] Co. 
of Kentucky have been terminated 
by entry of a consent judgment 
permitting the firm to merge with 
Standard Oil Co. of California. 

Attorney General Robert F. Ken- 
nedy said Standard of California, 
although not a defendant in the 
case, also agreed to be bound by 
the judgment, which was entered 
in United States District Court in 
Louisville. 

The consent judgment requires 
that the firms: 

1. Terminate, as quickly as pos- 
sible, a 1956 contract between 
Standard of Kentucky (Kyso) and 
Standard Oil Co. of New Jersey 
requiring Kyso to buy 80 percent 
of its petroleum requirements from | 
Jersey. 

2. Obtain no petroleum products 
from Jersey for sale in 11 Southern 
states after July 1, 1966. 

3. Agree not to participate in any 
agreement allocating sales terri- 
tories. 

The government named Jersey a 
co-defendant in its complaint 
against Kyso. Kennedy said the 
charges against Jersey remain 
pending. 

The complaint charged the 80- 
percent sales contract violated Sec- 
tion 1 of the Sherman Act and Sec- 
tion 3 of the Clayton Act. It also 
charged the firms conspired, in vio- 
lation of the same section of the 
Sherman Act, to allocate sales in 
Mississippi, Georgia, Alabama, 


Florida and Kentucky to Kyso and 
sales in the rest of 
Jersey. 





the country to 





to minimize the effects of the 
sun’s rays and other radiation. 
Although the internal tempera- 
ture of this vehicle would be main- 
tained at between 70 and 80 de- 
grees Fahrenheit, the temperature 
problem is considerable because 
moon temperatures vary from 214 
degrees F,. above zero at noon to 
243 degrees F. below zero at mid- 
night. 
* * 


Walking Machine 


HIE second moon vehicle was 

designed by Joseph E. Shigley, 
a mechanical engineering professor 
at the University of Michigan, for 
the U. S. Army’s Land Locomotion 
Laboratory in Detroit. 

Shigley says that his walking 
machine would also be useful for 
battle area transportation on rug- 
ged Earth terrain. He said it might 
deliver equipment over vast 
stretches of deep snow or deserts 
that normally are impassable to 
wheeled or tracked vehicles. 

“Over certain types of terrain,” 
Shigley continued, “the vehicle 
could go faster than a wheeled 
or tracked vehicle; even faster 
than a man walking or crawling.” 

This perambulating vehicle would 
have 16 legs—four on each corner. 


* 





While one leg on each corner would 
actually be* making a stride, the 
second would be lifting off the 
ground to return for another stride, 
the third leg would be returning 
and the forth leg would be lowering 
for its step. 
* * 

HE machine could flail over 

plowed fields at an estimated 30 
miles an hour, with a top speed of 
40 or 50 miles an hour. The legs 
would be hydraulically driven by a 
standard engine turning at a con- 
stant speed. Length of the legs 
could be regulated to suit the situ- 
ation. 

Shigley remarked, “There’s a 
good possibility we could find a 

way to make the machine walk in 
a crouch, This way it could sense 
different levels underfoot and make 
possible smoother rides over rough 
terrain at higher speeds.” 

For steering, there would be a 
feedback mechanism to show 
where the legs are. A turn would 
be made somewhat the way 
tracked vehicles turn, with the 
legs on one side speeding up to 
turn in the direction of the other 
side. Although reverse would be 
no problem, the vehicle could not 
move sideways. 

However, Shigley said that sev- 
eral problems concerning his vehi- 
cle have yet to be solved, including 
the need for an operator to acquire 





sufficient skill in handling it so 
that he would know instinctively 
where the vehicle’s hind legs are. 

oe + * 


Bacteria in Fuel 
Is THERE any bacteria in your 
car? 


“Yes, probably,” say automobile 
fuel experts, although there is no 
reason to be concerned because the 
bacteria concentrations are so 
slight that they seldom cause 
trouble. 

Bacteria, as well as fungi and 
molds, develop in fuel storage 
tanks, consuming hydrocarbons to 
keep themselves alive. The bacteria 
multiply much faster in tropical 
climates, although the underground 
fuel tanks in temperate climates 
also are generally infested to a 
certain degree. 

This has become a serious 
problem with jet fuel, A good 
bit of pressure is being exerted 
to eliminate these microrganisms 
because there is a growing sus- 
Picion that more than one jet 
has crashed because of bacteria 
in the fuel, which eventually 
clogged the fuel filter and stopped 
the engine. 

Despite the great detective work 
done by the air crash authorities, 
the effect of jet fuel bacteria is still 
not known completely because the 
bacteria and everything else in the 
fuel tanks of crashed jets has in- 
variably disintegrated. 

* * * 


Asean fuel experts say 
this bacteria, which appears as 
a slime, is no problem in cars be- 
cause gasoline is less viscous than 
jet fuel and the slime dissolves 
somewhat, because fuel flow is 
much slower in a car than in a 
jet plane and because the bacteria 
much prefer the hydrocarbons in 
jet fuel te those in gasoline. 

The New York Central Rail- 
road laboratory recently discov- 
































Truck 
released 


istrations by states are 
weekly, as compiled 


by R. L. Polk representatives in 
state capitals. 
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Proposed Chrysler Moon Car— 


These two six-wheeled vehicles have been proposed by Chrysler's Defense Opera- 
tions Division for travelling on the moon. Called the Lunar Explorer, they can either 


roll or walk. 
-..@ 


without air in the bottom of some 
of its diesel engine fuel tanks 
and plugging fuel filters of some 
engines twice a year. 

This bacteria, also combining 
with fungi and molds, was forming 


ered that bacteria was living | a sludge. Up to 9% billion bacteria 


New Commercial-Car Registrations, 
24 States for May, 1961-1960 
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have been found in a gallon of die- 
sel fuel, 

By placing a special] bacteria- 
killing additive in the fuel oil, New 
York Central has-extended the re- 
placement intervals for its engines’ 
fuel filters. 





baker | White | Willys | Misc. 



















































































12 States Previously Reported ‘él 4| 2548 I 390| 2760) 646 1262 89 69 127 296 325 8527 
For May "60 8 3096 | 31 455 2695 | 903 1308 101 8I 140 386 443 9647 
Alaska ‘él 48 2 29 24 30 | 5 | | 8 147 
‘60 16 | 6 17 109 2 | \4 166 

Arkansas ‘él 454 4l 340 76 100 3 6 5 5 12} 1042 
*60| 587 | 33 404 109 127 4 7 5 14 15 1306 

District of Columbia ‘él 100 I 21 106 34 13 6 6 5 16 308 
‘60 103 | 5 58 34 15 35 4 7 23 285 

Florida ‘él! I 608 6 71 902 149 167 33 23 27 82 143| 2212 
‘60 724 6 72 817) 193 200 41 23 40 87 197} 2402 

Illinois ‘él 985 | 2 143 934 206 521 9 14) 66 44 131 3055 
‘60 { 1210 19 147 1071 296 540] 19 26 44 82) 195 3649 

lowa *él| 503 43 446 67| 239 3 16 14 16 40 1387 
"60 537 5l 481 113 255 | 13 6 19 50 1526 

Maryland *él| 3 345 | 3 58 486 60 153 27 18 31 60 49 1293 
"60| 9 332 7 63) 321 49 179 22 6 34 162 40 1224 

Montana ‘él 241 | 25 259 45 125 8 3 | 25 20 753 
"60 172 3 30 198 67 92 4 2 5 23 15 él 

New Jersey ‘él 10 535 13 148 739 225 337 60 5 92 105 121 2390 
‘60! 19 532 14 119 734 206 276 49 7 80 86 186! 2308 

North Carolina ‘él 571 2 50 800 180 199 19? 14 59 23 39 1956 
"60 775 2 80 985 173! 169 39 16 21 30 71 2361 

South Dakota ‘él 141 21 165 26 102 9 ‘| 18 488 
‘60 2 140 I 27 148 50 121 8 5 I 12 10 545 

Tennessee ‘él 478 | 65 407 102| 150 14 3 64 14 32 1330 
‘60 497 I 59 458 158} 182 4l 4 22 40 40 1502 

24 States Reported ‘él 18 7557 40 1078 8373 1840 3398 271 185 493 681 954| 24888 
To Date for May "60 38 8721 % 1142} 8376 2368 3573! 364 194 412 949 1299} 27532 
Year ‘él 296| 97102 617| 13010} 95835| 22887) 33081 3074 1888; 4247 9281| 11260) 292578 
To Date ‘60 427| 114988 1022| 15581] 102191} 27386} 40247). 4216 1240; 5359] 10427} 16160) 339244 














































































































Car registrations as 
compiled by R. L, Polk 
& Co. 
12 States Previously '6l| 3072| 698 73 2080;  2521/ 5372| 12071| 158}  1030| 1436) 14695) 2215)  872| 13278| 2356) 2858| 21579 893|  3752| 49363 
Reported for May ‘60; 4459] -606| 105 239| 3301} 3881| 8132} 11986) 134) 1346! 1301} 14767) 2317) 848) 14952} 2885} 3306] 24308} 1005} 4029] 56700 
Alaska "61 | 55) 13 1 18 36 68 7 3) 5| 29 113 18] 8 133) 18] 27 204 9 86 535 
‘60| 10| 3| 4 4 29 40 4\ | 3] 2| 46} 10) 9} 108 | 9| 16 152 7 53 308 
Arkansas “ell 151 33) 3 104 130 270 849 4| 58; (116; +1027 135 65) 1029 186 200) 1615 20 157| 3340 
60] 161] 21 3 14 159 175 372 827 8| 92| 74| 100! 112} ~ ,37] = 1091 197} 218} 1655 52 161} 3402 
District of Columbia él] —*14t| 58| 2 133; 24l 434 859 31| 60) 108] +1058 129| 71 895, «(165 172; 1432 32; 216) 3313 
'60| 207] 57 9 7 144] 327 544| 478 15} 52| 64} 609 70} 8| 675 153} —«I51} «1130 42} 293) 2825 
Florida él 898; «177i! 47 | 578) 851) 1647) 4229 HI 266| 662| 5268 751| 547| 3832 782 781| 6693 185] 1973) 16664 
60! 1049] 126 55 56] 768] 1164] 2169]  3822| 91] 307! 516} 4736} 620} 507} 4313} 761] 915} 7116 326|  2781| 18177 
Mlinois "6l| 1986) 562 48 | 1081; 1652) 3343) 6991) 177) 721| 774, 8663/1988) = 973 «(10719| «2141 +2552) 18373 = 387) ~—«:1492| 34244 
'60| 2883) + 9575 96; 138] 2471| 2508] 5788} sill 156| 995| 1193] 10455] 2376] —*1031| 13160] _-2816| 363523018 737| 2096] 44977 
lowa el 516| 97| 4) | 333 330 764| 1878 16| 200; —«178) «2272 365 114) 2319) 432 474| 3704 103} 230) ~~ 7589 
'60| 603] 76 10 36| 484 604] 1210] 1841 6| 221 | 195| 2263} 388] 117] 2458 460| 496} 3919 138 318| 8451 
Maryland bl 632| 193| 15} 464, 649) +1321) +2579 39| 182; 409) 3209) 414 162) 3318; 446, 581! 4921 128} 644) «10855 
60} 823] _—s*LI | 22| 43 696| 949 ~—«*1871| _—-2192 20! 193} 237| 2642 336 173| 3107 477|__545| 4638 156 866] 10996 
Montana bl 138| 42| 7 86 78 213 403 IT} 48) 49 Bll 10! 32 452 107 113 805 5] 102; 1820 
'60| 148] 22 2 9 169 132 334 423 6| 59| 61 549; III 39 503| 116 94 863 40 139} 2073 
New Jersey ‘el| 1734) «576! 56 879; 1203} 2714) 5284 121 408; 791) 6604; 1080 700; 6544) 1046] 1429) 10799; 361/ 1741) 23953 
60} 1942) = 540 86] 141] 2043] ~—-2099} 4909] +4255 89 510! 659} 5513} 930 702| 6499} 1319/1550} 11000 505} 1966] 25835 
North Carolina "el| 406, “120 8 297 496} 921| +2580 13 139} 252) +2984 425 149| 2318 421 508| 382! 84 500! 8716 
60 495 | 97| 15 25 425 715|  1277| 2839 13 180}  272| 3304 439 169} 3167} 504) 634] 4913 146 909] 11044 
South Dakota él 88) 39 5 75 108 227 421 4] 37 31 493 55) 28) «413 71 71 638 45 65| 1556 
60! «127 17 2 10 86 125! 240 333 5 59 43 440 74 19| 434 % 84] 707 25 75| 1614 
Tennessee "el| 326! 70| 7 213 278 568} 1672 24 119| 238) 2053 314 10/2143 377 369| 3313 65 404| 6729 
'60| 510) 64 7 32 430| 487} _—*1020|_—*1838 31 138} 182} 2189 367 141] 2583 430| 525] 4046 Hl 663| 8539 
24 States Reported 61) 10143) 2672 276| 6341| 8573) 17862] 39892 71a} 3273| 5073| 48950/ 7990/ 3831/ 47393;  8548| 10135| 77897) 2363) 11362) 168577 
To Date for May '60| 13417] 2365 412 754| 11180} 13195; 27906] 38986] 574 4155) 4799) 48514) 8150] 3873] 53050] 10223! 12169] 87465] — 3290| 14349| 194941 
Year "el 116944] 30705/ 4068 77988| 103477) 216238] 433479| 10990) 40119) 56404) 540992| 92351/ 51698| 519116] 105309| 123111| 891585| 26045! 133253|1925057 
To Date 28804 6179| 10999] 126411! 161619} 334012] 513325] 9101} 58317} 24913] 605656] 95487] 55300] 605249} 125981} 144335! 1026352} 41429] 198715/2352936 
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there’s a 


TOW ATS IPED 


Driving Tandem 
for every kind 
VE ae 


HYPOID SINGLE REDUCTION e Engineered for 
minimum weight and cost e Husky hypoid gear- 
ing for maximum gear strength e Axle ratios up 
to 8.6 to 1 e Nine models with capacities to 
46,000 pounds. 





WORM SINGLE REDUCTION e Engineered for 
simplicity of design and long life e Worm gear 
may be reversed to increase operating life e Four 
models with capacities up to 50,000 pounds. 


Kiodutlg. gy. ROCKWELL-STANDARD 


CORPORATION 





First developed by Rockwell in 1918, 
driving tandems offer four important 
advantages over single driving axles... 
greaterlegal payload ...greatertraction... 
better flotation ...smoother riding! 

Today, only Rockwell-Standard 
offers a complete line of driving tandem 
axles to meet every on-or-off highway 
need. Capacities are available in a range 
from 22,000 to 150,000 pounds—with 
axle ratio selection exceeding anything 
offered elsewhere in the industry. 

One of the four types of driving 
tandems below is ideally suited for your 
particular requirements: 


HYPOID-HELICAL DOUBLE REDUCTION « Engi- 
neered for universal heavy-duty operations e 
Balanced hypoid-helical double reduction 
gearing e Wide selection of ratios e Six models 
with capacities up to 65,000 pounds. 


FULL PLANETARY DOUBLE REDUCTION e Engi- 
neered forextra heavy-duty operations e 
Planetary reduction is at wheel end for great- 
est mechanical advantage e Capacities up to 
150,000 pounds. 





ROCKWELL 





STANDARD 





Transmission and Axle Division, Detroit 32, Michigan 
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and hovering over the batteries in 
operation. Without the unit, the 
gases are said to settle and cause 
corrosion between the terminals 
and connectors. 


E-Z Ride Develops Device 


To Overcome ‘Fish-Tailing’ 


A device to overcome “fish-tail- 
_| ing” which results from a too-soft 

rear suspension in automobiles has 
been announced by E-Z Ride Shock 
Absorber Co., Monroe, Mich. 

The device, called Roadmaster, 
utilizes a coil spring in conjunction 
with a shock absorber to provide 
the necessary contro] over the rear 
suspension to prevent “fish-tailing” 
on curves and bottoming on the 
axle when travelling over rough|' 
surfaces, it is said. The Roadmaster | 


also provides additional support to| — 
Certificates of Distinction— 


the suspension under load condi- 

tions to help hold the car body level. Floyd Musser, truck service manager, looks over some of the certificates earned by 
mechanics at R. F. Steiner & Co. (International-GMC), Huntington, W. Va. The factory 

schools help the dealership meet the mechanic shortage by having better trained men. 


Auto Markets 











































BED MOUNTING—Robinson Vibrashock 
Division, Robinson Technical Products, Inc., 
Teterboro, N. J., has developed a resilient 
bed mounting for use in truck sleeper 
cabs. The mounting, Model K1455, was 
designed to absorb road shock, engine 
vibration and similar disturbances which 
long haul 
trucking operations, it is said. The entire 
bed 
each 
corner of the mattress board and secured 


interfere with sleep during 


installation is comprised of four 
mounts which are attached near 


to the floor by screws. 
, 


Crenlo Cabs for Cats 


Crenlo, Inc., 1600 Fourth Ave., 
N. W., Rochester, Minn., has intro- 
duced two cabs for the Caterpillar 
631 two-wheel tractor. They are the 
standard heavy-duty model C-631-A 
and the SC-631-A which incorpo- 
rates additional safety features for 
hazardous operations, Interior di- 
mensions of both are: Width, 39% 
height, 62 inches, and 


inches; 
length, 51 inches. 
os a + 


Device for Charger 
Protects Alternators 


An alternator protector, which is 
said to eliminate the possibility of 
reversed polarity while charging 
batteries on autos equipped with 
is now available, ac- 
cording to Fox Products Co., 4720 


alternators, 


N. 18th St., Philadelphia, Pa. 


ers 


simple connection, it said. 
* 





Designated as the Fox Model 120 
Alternator Protector, it is easily in- 
stalled on most chargers, the firm 
said. Conversion of existing charg- 
is accomplished through one 




























SHOCK ABSORBER — A rear shock ab- 
sorber, featuring a builtin air spring to 
give the auto a “‘lift’’ when it’s bogged 
down by a heavy load, has been intro- 
duced by Delco Products Division, General 
Motors Corp., 329 E. First St., Dayton 1, O. 
With an air valve in the car trunk, adjust- 
ing the shock absorber to handle the 
heavy load of*a trip is as quick and easy 
as changing the air pressure of a tire, the 
company said. You inject some air for a 
heavy load; let it out for normal, every- 
day driving. A crossover air tube between 
a pair of the shock absorbers keeps them 
under equal pressure, it is said. Called the 
“Super Lift,"" the shock absorber utilizes 
a special “rolling lobe” air spring de- 
signed by Goodyear Tire & Rubber Co. 
In effect, the device amounts to a conven- 
tional shock absorber with a cylindrical 
air spring around it. 

ee SS 


Spatter Finish in 3 Colors 


Introduced by Zac-Lac 


Zac-Lac Paint & Lacquer Corp., 
352 Simpson St., N.W., Atlanta, Ga., 
is offering a spatter finish which 
it said matches that being used 
in 1961 Chevrolet and Oldsmobile 
trunks. 

Supplied in No. 4000 black, 6000 
white and 8000 gray, the three col- 
ors may be used for base or spat- 
ter coat, the firm said. Applied with 
spray gun immediately after base 
coat, it will dry to a hard, dura- 
ble, scuff-resistant finish in a very 
short period, it added. 


* * * 


Hand Cleaner 


Ren Hand Cleaner, which is said 
to contain an antiseptic ingredient 
to protect the hands, is offered by 
Ren Plastics, Inc., 5422 S. Cedar 
Rd., Lansing, Mich. 


* * * 


Paste Solder Material 


A paste solder—solder alloy, flux, 
and neutral binders in stable sus- 
pension—designed primarily for 
tough-to-solder stainless steel ma- 
terials has been announced by 
Fusion Engineering, 17921 Roseland 
Ave., Cleveland 12, O. 

ey oe 








2-TON CRANE—With the addition of 
a two-ton model, there is a choice of four 
capacities in the Ausco line of mobile shop 
cranes. Other models handle up to 2, % 
and one-ton each. All cranes feature hy- 
draulic power units giving full rated capac- 
ity in the closed boom position, it is said. 
All have adjustable telescoping -booms 
standard with chain and hook included, 
large front wheels and ball bearing rear 
casters for easy mobility. Auto Specialties 
Mfg. Co., St. Joseph, Mich. 
ce 





RIM KEY GAUGE—A set of steel keys 
to help identify the right style wheel 
weight to use on truck rim flanges has 
been introduced by Bear Mfg. Co., 2016 
Fifth Ave., Rock Island, Ill. The No. 19040 
Truck Rim Gauge has a key to match every 
type of late-model truck, and each key is 
imprinted with a number which cor- 
responds with the correct Bear weight re- 
quired, it is said, 



















Providence 

New-car registrations in Provi- 

dence in May totalled 1,526, com- 
pared with 1,469 the previous 
month. 

By makes, registrations were: 
Chevrolet, 414; Ford, 378; Ram- 
bler, 106; Plymouth, 104; Olds- 
mobile, 70; Dodge, 63; Pontiac, 
58; Comet, 54; Buick, 47; Volks- 
wagen, 38; Cadillac, 27; Stude- 
baker, 26; Chrysler, 24; Mercury, 
16; Renault, 11; Volvo, 11; Lin- 
coln, 4; Hillman, 3; Imperial, 3; 
Willys, 3, and miscellaneous, 66. 
New-truck registrations, mean- 

while, rose to 150 from 109. They 

were: Ford, 54; Chevrolet, 35; In- 

ternational, 29; White, 11; GMC, 6; 

Divco, 3; Dodge, 3; Mack, 2; Volks- 

wagen, 2; Willys, 2; Autocar, 1; 

Reo, 1, and Studebaker, 1. 
—Tuomas L. ForBEs 
* * * 


Nashville 


Chevrolet and Ford accounted for 
558 of the 927 new-car registrations 
in Nashville in May, or 60 percent 
of the market. 

A year earlier, such sales were 
608, or 55 percent of the 1,086 reg- 
istrations, 

Leaders in May were: Chevro- 
let, 294; Ford, 254; Pontiac, 56; 
Comet, 50; Dodge, 33, and Ram- 
bler, 31. 

There were 53 foreign car sales 
—less than 6 percent of the total— 
27 of them Volkswagen. This com- 
pares with 115 foreign car sales in 
May last year—more than 10 per- 
cent of the total—21 of them Volks- 
wagen. 

—DENNIE HALL 
* * * 


St. Louis 

New-car registrations in the St. 
Louis area totalled 3,431 in May, in 
comparison with 3,210 the month 
before. The gain was nearly 7 per- 
cent. 

By makes, registrations were: 
Chevrolet, 881; Ford, 622; Ram- 
bler, 237; Falcon, 235; Pontiac, 
229; Oldsmobile, 196; Plymouth, 
144; Dodge, 130; Buick, 120; Cor- 
vair, 111; Valiant, 82; Cadillac, 
81; Volkswagen, 76; Comet, 63; 
Chrysler, 44; Mercury, 32; Mor- 


Sunbeam, 3; MG, 2; Triumph, 2; 
Dodge, 1; Imperial, 1, and miscel- 
laneous, 3. 

New-truck registrations were 67, 
compared with 49 the previous 
month. By makes, they were: Ford, 
21; Chevrolet, 19; GMC, 13; Inter- 


national, 11; Volkswagen, 2, and 
Mack, 1. 

* * * 

Detroit 


A total of 11,373 new cars were 
registered in Detroit and Wayne 
County in May, compared with 
9,304 a month earlier and 13,998 a 
year earlier. 

Registrations by makes were: 
Ford, 2,743; Chevrolet, 2,289; Fal- 
con, 845; Pontiac, 606; Corvair, 594; 
Comet, 565; Mercury, 440; Olds- 
mobile, 422; Buick, 399; Rambler, 
334; Plymouth, 313; Cadillac, 295; 
Dodge, 283; Valiant, 181; Volks- 
wagen, 152; Tempest, 140, and 
Chrysler, 133. 

Lancer, 127; Renault, 94; F-85, 
73; Buick Special, 69; English 
Ford, 64; Lincoln, 59; Stude- 
baker, 29; Mercedes-Benz, 12; 
Simca, 12; Triumph, 12; Metro- 
politan, 11; Fiat, 10; Imperial, 10; 
MG, 10; Sunbeam, 9; Austin- 
Healey, 6; Jaguar, 5; Volvo, 5; 
Willys, 5; Peugeot, 3; Hillman, 
2; Morris, 2; Opel, 2; Porsche, 2, 
and miscellaneous, 6. 

New-truck registrations totalled 
621, compared with 612 in April and 
738 in May, 1960. 

By makes, registrations were: 
Ford, 321; Chevrolet, 108; Dodge, 
50; GMC, 39; International, 32; Cor- 
vair, 23; Falcon, 15; Autocar, 6; 
Studebaker, 5; Willys, 5; White, 3; 
Mack, 2, and miscellaneous, 12. 

oe eo * 


Minneapolis 

Registrations of new cars in 
Hennepin County (Minneapolis) in 
May were 5 percent behind those of 
a@ year ago, according to Finance 
and Commerce, business newspa- 
per. The decline from the compar- 
able month in 1960 was the smaliest 
of any month this year. 

Following is a breakdown of 
registrations of new United 
States cars by makes: Buick, 104; 
Buick Special, 26; Cadillac, 48; 
Chevrolet, 561; Corvair, 73; 
Chrysler, 30; Comet, 73; Dodge, 


ris, 27; Studebaker, 23; Renault, 
16; Austin, 13; Lincoln, 12; Tri- 
umph, 9; English Ford, 7; MG, 
5; Checker, 5; Imperial, 3, and 
miscellaneous, 22. 


BODY-HOIST — The “5-Tonner” body 
and hoist package has been introduced 
by Galion Allsteel Body Co., Galion, O. 
The eight-foot, two-yard body has an un- 
obstructed floor since there is no hoist 











4; Dodge, 53; Dodge Lancer, 14; 
Ford, 454; Falcon, 170; Imperial, 
3; Lincoln, 11; Mercury, 37; Olds- 
mobile, 151; Oldsmobile F-85, 38; 


well inside the body. The unit is available 


with fixed or removable sides and rear 


corner posts for those desiring a multi- 
purpose steel body. The pusher-type hoist 
has a five-ton capacity and provides a 45- 
degree dump angle. The drop hinge en- 
ables the hoist to lift at lower initial pres- 
sures, it is said. 

ee es 


Battery Device Designed 


To Halt Output Failures 


Mark Mfg. Co., P. O. Box 191, 
Owosso, Mich., has announced the 
Battery Guard, a device that is 
said to protect the motorist from 
battery failures. 

Made of electrolytic copper with 
reactive surface, the unit is said 
to have a receptive design with 
radius exposure in all directions to 
attract corrosive gases escaping 








TRUCK LEVELER — The Dockmiser, a 
truck leveler that raises and lowers trail- 
ers to dock level, has been developed by 
Autoquip Corp., 1140 S. Washtenaw, Chi- 


cago 12, Ill. Initial installation requires 
no underground piping and the pit re- 
quirement is minimal, it is said. The en 
tire power system, including rams and 
power unit, is removed through the serv- 
icing access opening without entering the 
pit. The unit's capacity is said to be 
40,000 pounds sustaining and net lifting. 
Platforms are available in sizes of 10 feet 
by 14 feet and 10 feet by 16 feet. 





HYDRAULIC HOIST—An improved series 
of the Daybrook Hi-Lift hydraulic hoist has 
been introduced by Equipment Division, 
Young Spring & Wire Corp., Bowling 
Green, O. Designed to elevate van and 
platform truck bodies, and maintain them 
level at a desired height above the ground 
level, the Hi-Lift reaches 13 feet over the 
ground, providing a stable working plat- 
form at that height, it is said. Called the 
Series 77HD, the Hi-Lift was built for on- 
the-spot servicing operations in the air- 
craft, airline and construction industries. 
Its payload capacity at the 13-foot height 
is 12,000 pounds. 





New-truck registrations totalled 
229 in May, against 223 in April, a 
slight increase. By makes, truck 
registrations were: Chevrolet, 81; 
Ford, 73; International, 39; GMC, 
10; Willys, 9; Dodge, 8; White, 4; 
Volkswagen, 3, and Mack, 2. 


—JacK BERNSTEIN 
ok * + 


Charleston, S. C. 


A total of 584 new cars were 
registered during May in the 
Charleston (S. C.) area, compared 
with 383 in April, 

By makes, registrations were: 
Chevrolet, 169; Ford, 164; Ram- 
bler, 43; Oldsmobile, 33; Comet, 
30; Pontiac, 29; Plymouth, 23; 
Buick, 22; Volkswagen, 22; Re- 
nault, 14; Cadillac, 8; English 
Ford, 7; Chrysler, 4; Mercury, 4; 





Plymouth, 90; Pontiac, 130; Pon- 
tiac Tempest, 35; Rambler, 35; 
Studebaker, 37; Valiant, 71, and 
miscellaneous, 1. 

A breakdown of foreign new cars 
registered follows: Austin, 2; Aus- 
tin-Healey, 1; Fiat, 11; Mercedes- 
Benz, 6; Peugeot, 3; Renault, 55; 
Simca, 4; Triumph, 14; Vauxhall, 
1; Volkswagen, 130; Volvo, 2, and 
miscellaneous, i1. 

New trucks delivered in Henni- 
pin County during May totalled 254 
as compared with 333 in May, 1960. 
A breakdown by makes follows: 
Chevrolet, 75; Diamond T, 2; Divco, 
4; Dodge, 13; Ford, 105; GMC, 7; 
International, 36; Mack, 1; White, 
2; Willys, 3, and miscellaneous, 6. 

—DonaLp M. Lyons 
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on (8) 2-dr., $695, $550; Custom 300 
(8) 4-dr., $640°; 2-dr., $605, $580, 
$575 (ps); Custom 300 (6) 2-dr., $510. 
‘57 Fairlane 500 (8) 4-dr., $610 (ps); 
Custom 300 (6) 2-dr., $495. 
"56 Country Sedan (8) 4-dr., $500* (ps); 
Custom (8) 4-dr., $345; Ranch Wagon 
(6) 2-dr., $250*. 
LINCOLN—’58 Continental Mark III conv., 
$1,700* (ps), 
MERCURY—’55 Montclair 2-dr, 






’60 Super (6) station wagon 4-dr., $1,- 
5 






190. 
’59 Custom (6) 4-dr., $725; 2-dr., $715. 
MISCELLANEOUS—’60 Ford %-ton pick- 
up, $1,090; Chevrolet (6) %-ton pick- 
up, $1,050. 
*59 Chevrolet (8) 2-ton stake, $1,360. 
’55 Chevrolet %-ton pickup, $500, $395. 


DETROIT 


Used-Car Auction Prices 


= 














(Continued from Page 27) 
hardtop, 


- +. he ‘oni! an 
wate) 2ae., $00; Custom (8) an, | a | mate Fair Auto Auction. Sale ov ory $345°; Monterey 2-dr. hardtop, $335°. 
$470. “ 57 Monterey 2-dr., $585. wees Prices are for sale of June 20. ’54 Monterey station wagon 4-dr., $220. 
56 Country Sedan (8) 4-dr., $440* (ps); | OLDSMOBILE—’61 F-85 4-dr., $2,100*. | BUICK—’58 Century 4-dr. Riviera, $1,095° OLDSMOBILE —'58 (98) 4-dr. Holiday, 
Custom (8) 4-dr., $320; Fairlane (8) "60 (88) 2-dr., $2,350* (ps), $1,800*; 4- 7 (ps). $1,280* (ps); 2-dr. Holiday, $1,240* 
2-dr., $260. dr., $2,150" (ps); (88) Super 4-dr.,| '57 Special 2-dr. Riviera, $580°. (ps); (88) 2-dr., $875°. 
’55 Fairlane (8) conv., $525. $2,290* (ps). 56 Super 2-dr. Riviera, $430* (ps); Spe- ’57 (88) conv., $880* (ps); (88) Super 
53 Custom (8) 4-dr., $120. ’59 (88) Super 4-dr, Holiday, $1,840* cial 4-dr., $370* (ps); 2-dr. Riviera, 4-dr. Holiday, $690*. 
LINCOLN—’56 Premiere conv., $525* (ps). (ps); 4-dr., $1,490* (ps); (88) 4-dr.,| ,_ $360°. : PLYMOUTH—’61 Suburban (6) Custom 2- 
54 Capri 2-dr. hardtop, $295* (ps). $1,590* (ps). 55 Special 4-dr. Riviera, $170* (ps). dr., $1,950; Valiant (6) 4-dr., $1,575. 
MERCURY—’60 Park Lane 4-dr. hardtop, ’57 (88) Super conv., $875* (ps); (88) | CHEVROLET—’61 Bel Air (8) sport sedan, *60 Valiant (6) station wagon, $1,490; 


conv., $475* (ps); 2-dr., $470* $2,265* (ps). 4-dr., $1,300, $1,180. 


$1,930* (ps). 





’57 Monterey 2-dr. hardtop, $550*, $470;|. °56 (88) 4-dr., $400*; 2-dr. Holiday, ’60 Impala (8) sport coupe, $2,000*; Im- ’59 Suburban (8) Custom 4-dr., $1,315* 
Commuter 4-dr., $420*. $235*. pala (6) sport coupe, $1,695; Bel Air (ps). 
55 Monterey 4-dr., $200*. "653 (88) 4-dr., $180*. (8) 4-dr., $1,435; Bel Air (6) 2-dr., 57 Belvedere (8) 4-dr, hardtop, $570*; 
NASH—’57 Ambassador (8) Super 4-dr.,| PLYMQUTH—’60 Savoy (8) 2-dr., $800*. $1,435; Corvair (6) 4-dr., $1,335*. 4-dr., $475* (ps); Savoy (8) 2-dr. 
$270* (ps). ‘59 Suburban (8) Custom 4-dr., $1,235* ’59 Impala (8) sport sedan, $1,450; hardtop, $510* (ps); Savoy (6) 2-dr., 
OLDSMOBILE—’61 F-85 (8) 4-dr., §$2,- on be cant (Sy oar. "gee; ba 8) a to a 4-dr., $1,375*; Bel Air b d $365. 
0257. 5 vedere ) 2-dr., ; voy ( (8) 4-dr., $1,200*, — ‘56 Suburban (8) Deluxe 4-dr., $315*; 
"59 (88) 4-dr., $1,485* (ps). 2-dr., $460. '58 Biscayne (8) 2-dr., $775, $710, $695; Dodge Honors A oo Belvedere (8) conv., $305*; Savoy (6) 
’57 (88) Super 2-dr. Holiday, $850*. 7 ow bi ra eis! $270". aerate {> 2-dr., $700*; Delray (6) Carton C. Conway, left, Dodge New 2-dr., $195*, $195. 
"56 (98) 4-dr. Holiday, $575* (ps); . aza -dr., , -dr., ¢, . PONTIAC—’ 60 Star Chief 4-dr. Vista, $2,- 
(88) Holiday, §370°; '4-dr. Holiday,| PONTIAC—'61 Bonneville ‘conv., $2,560*| °57 Two-ten (8) 2-dr., 2 at $650*; Two-| England regional manager, presents 430* (ps); Ventura 4-dr, Vista, =. 
$360* (ps), $295* (ps); 4-dr., $140°. (ps); Ventura 4-dr. Vista, $2,250* ten (6) 4-dr., $625. Dodge's Quality Dealer Award to George 330* (ps); Catalina 4-dr, Vista, $2,- 
PACKARD—’55 Clipper 4-dr., $290* (ps). (ps); 4-dr., $2,115*; Catalina sport '56 Two-ten (8) 2-dr., $320°. Abood, president, George T. Abood, Inc. 260* (ps). 
PLYMOUTH—’58 Suburban (8) Sport 4- coupe, $2,190* (ps); 4-dr., $1,845*; | oowmeT—’60 Comet 2-dr., $1,465°*. The dealership is located in Portsmouth ’59 Bonneville sport coupe, $2,035* (ps); 
by dr., $880*; Savoy (8) 4-dr., $625°*. Tempest 4-dr., $1,700. DeSOTO—'54 Fired 4-d $160° “ Catalina 4-dr. Vista, $1,815* (ps). 
; ’57 Savoy (8) 2-dr. hardtop, $520*. ’59 Bonneville conv., $1,995* (ps); Star ROOMS .S-cr., : N. H. 58 Chieftain 2-dr., $910*. 
oo ’56 Suburban (8) Custom 4-dr., $400. Chief 4-dr., $1,725* (ps); Catalina 4-| DODGE—’57 Custom Royal (8) 4-dr., ’56 Star Chief 2-dr. Catalina, $380. 
n. ’55 Savoy (8) 2-dr., $200*. dr., $1,650* (ps), $1,385* (ps); sport $510*; Coronet (8) 2-dr., $500* (ps). 4 ’55 Star Chief 2-dr. Catalina, $370*, 
PONTIAC—’59 Catalina Safari 4-dr., $1,- coupe, $1,490*. ’55 Royal (8) 4-dr. hardtop, $240*; Cus-| ,_ tom 300 (6) 2-dr., $1,280, $1,250. =| RAMBLER—’59 Super (8) 4-dr., $975* 
590°. ’58 Chieftain 2-dr. Catalina, $800*; 4- tom Royal (8) 4-dr., $235* (ps). 59 Galaxie (8) 2-dr, Victoria, $1,670 (ps); American (6) 2-dr., $705. 
’57 Star Chief 2-dr. Catalina, $850* (ps). dr., $680*. FORD—’61 Galaxie (8) conv., $2,410* (ps); Custom 300 (8) 2-dr., $960; | STUDEBAKER—’54 Champion (6) 2-dr., 
56 Star Chief 2-dr. Catalina, $500*; ’57 Chieftain 2-dr., $530*; 4-dr., $580*. (ps), $2,400* (ps). Fairlane (6) 2-dr., $900. $235. 
Chieftain 4-dr., $390*. ’55 Star Chief 2-dr., $295*; Chieftain 2- 60 Galaxie (8) conv., $1,900; 4-dr. Vic- ’58 Thunderbird (8) 2-dr. hardtop, $1,-| MISCELLANEOUS — ’56 Studebaker (8) 
'55 Chieftain 2-dr. Catalina, $270*; dr., $130*. toria, $1,725* ‘ps); starliner, $1,600*; 865* (ps); Fairlane (6) 2-dr., $1,190; stake, $155. 
Star Chief 4-dr., $160*. RAMBLER—’61 Classic (6) 4-dr., $1,760. Fairlane 500 (8) 4-dr., $1,350*%; Cus- Fairlane (8) 2-dr., $740*; Ranch Wag- ’55 Chevrolet %-ton pickup, $250. 





RAMBLER—’'59 Custom (6) 4-dr., $815. 
STUDEBAKER—’59 Lark (6) Deluxe 4- 


dr., $735. 
MISCELLANEOUS — '59 Chevrolet %-ton 
pickup, $875. 
’57 Chevrolet %-ton pickup, $315. 











A 
1s FLINT DUMP BODIES AND HOISTS 
a, Flint Auto Auction. Sale every Wednes- 
r= day. Prices are for sale of June 21. Mar- 
ket is continuing to be strong. Demand still 
d strong for good, clean cars. Sold 225 cars 
from 302 consignments. 
BUICK—’61 Electra 225 conv., $3,375* 
(ps); Invicta 2-dr., $2,665* (ps); Le- 
Sabre 4-dr., $2,150*. 
"60 Invicta 4-dr. hardtop, $2,405* (ps); 
e 2-dr. hardtop, $2,375* (ps); Electra 


2-dr. hardtop, $2,400* (ps); 4-dr., $2,-: 
295* (ps); LeSabre conv., $2,375* (ps) ; 
4-dr., $2,230* (ps), $2,050*, $1,956*; 
2-dr., $1,935*. 

’59 Invicta conv., 
hardtop, $1,715* (ps); 
hardtop, $1,710* (ps); LeSabre Estate 
Wagon 4-dr., $1,700* (ps); 2-dr., $1,- 
610* (ps); 4-dr. hardtop, $1,600* (ps), 
$1,500* (ps). 

’58 Century Estate Wagon 4-dr., $800* 
(ps); Special 4-dr. Riviera, $695* (ps); 


NOW DAYBROOK HELPS YOU 
CLOSE TRUCK SALES FASTER 
me Ania G00 6e) a0 


Peo 


$1,850* (ps); 4-dr. 


Electra 2-dr. 


Gwe 6 ee 


Super 4-dr. hardtop, $650* (ps). 

’56 Century conv., $585*; 2-dr. Riviera, 
$525* (ps); Special Estate Wagon 4- 
dr., $385*; 2-dr. Riviera, $175*; Super 
4-dr., $265* (ps). 

’50 Super 4-dr., $225*. 

CADILLAC—’61 de Ville 4-dr. hardtop, 
$4,850* (ps). 

"60 (62) conv., $3,945* (ps). 

’56 (62) 2-dr. hardtop, $825* (ps). 

’55 (62) 4-dr., $625* (ps). 

CHEVROLET—’61 Corvette (8) conv., $3,- 
075*; Impala (8) 2-dr., $2,520* (ps); 
Corvair Monza (6) 2-dr., $2,050, $2,- 
000; Biscayne (6) 4-dr., $1,875, $1,- 


825; Corvair 700 (6) station wagon 4- 
dr., $1,815, $1,790. 

’60 Impala (8) conv., $2,260* (ps), $2,- 
225* (ps), $2,050* (ps); 2-dr., $2,050* 
(ps); 2-dr. hardtop, $1,865*; 4-dr. 
hardtop, $2,010* (ps); 4-dr., $1,975* 
(ps); Parkwood (8) 4-dr., $1,875* 
(ps); Bel Air (8) 4-dr., $1,655*; Bel 
Air (6) 2-dr., $1,520*; Biscayne (6) 4- 
dr., $1,525*; 2-dr., $1,425, $1,395; Cor- 
vair 700 (6) 2-dr., $1,500*; 500 (6) 4- 
dr., $1,330*, $1,285*, $1,255, $1,240. 

’59 Impala (8) conv., $1,645* (ps), $1,- 
600* (ps); sport sedan, $1,630* (ps), 
$1,610* (ps); Parkwood (8) 4-dr., $1,- 
415*; Parkwood (6) 4-dr., $1,400*; Bel 
Air (8) 4-dr, hardtop, $1,335*; Bis- 
cayne (8) 4-dr., $1,305*; Biscayne (6) 
2-dr., $1,050*. 

58 Impala (8) 


2-dr. hardtop, $1,170* 
(ps), $1,115* (ps); conv., $1,125*; | 
Biscayne (8) 2-dr., $990*, $805*; Bel 


Air (8) 4-dr., $950* (ps), $800*, $730*, 





$720*; 2-dr., $950*, $755*, $460; Del- 
ray (8) 2-dr., $815* (ps); Delray (6) 
4-dr., $765; Brookwood (8) 4-dr., 
$790*; Two-ten (6) 2-dr. hardtop, 
$755*; 2-dr., $590*; 4-dr., $700*, $575. 

’56 Two-ten (6) 4-dr., $480; Delray, 
$135. 

’55 Two-ten (6) 2-dr., $300*; Two-ten 


(8) 4-dr., $300; Bel Air 2-dr., $225*. 
54 Bel Air 2-dr., $195*; Two-ten 4-dr., 
$100. 
*50 Deluxe 4-dr., $285. 


Your local Daybrook Distributor has the 
know-how, ability and desire to help you sell 


Daybrook has the most complete line of quality 
truck equipment in the industry. Over 30 basic 


CHRYSLER—’59 Windsor 4-dr, hardtop, 
$1,755* (ps). . . < 
ce ed a gal dump body styles to choose from, 52 basic hy- _ trucks. He has effective sales aids, catalogs, 


draulic hoists... hundreds of matched combi- 
nations “load-rated”’ to the job. You can get 


complete specifications and sales manuals to 
back him, and you. He’ll be glad to assist you 


’59 Coronet (8) 4-dr., $850*; 2-dr., $565. 
’57 Coronet (8) 2-dr. hardtop, $275*. 


EDSEL—’58 Pacer 4-dr., $600* (ps). 
; FORD—’61 Thunderbird (8) +» $3,- 

aes?) Country Beda (2) ar. 52. the exact package your customer needs by _ throughout the sale, from contact to close. 
525* ; Galaxi 8) 2-dr., $2,105; 1 : ® . . y 
a ae ee i ie, a —, calling your Daybrook Distributor. Call him soon, or if you don’t know his name, 
780*. ° : : +. @ > 

100 Gainxie (8) conv, $2,080* (Ps), $2. io , to a os sale, Daybrook supplies write Equipment Division, Young Spring & 
050*; C t Sedan ( -dr., 7 ai s © * ° 
675*; Falcon (6) 2-dr., $1,350, $1,315; a simple complete “load-rating” chart tomatch Wire Corporation, Bowling Green, Ohio. 
station wagon 4-dr.,, $1,339; "Fairlane bodies with each size and series of hydraulic 

) -ar., * ’ ® ° é . 

(8) 4-dr., $1,230, $1,175. hoist. It tells you, and your customer, the DAYBROOK HAS THE COMPLETE LINE 

’59 Thunderbird (8) conv., $2,205* (ps); : : : ° e . 
Galaxie (8) 2-dr. Victoria, $1,450° exact load the hoist will lift with each size ° Dump bodies © Power Gate » 
(ps); 4-dr., $1,420* (ps); conv., $1,- p L d 

® Power Loader 


© Power Packer 
®@ Hoists 


and length body. No other manufacturer makes 
such complete sales facts available. 


360*; Fairlane (8) 4-dr., $1,150*; Fair- 
lane 500 (8) 4-dr., $1,130*; 2-dr., $1,- 
120; Custom 300 (8) 4-dr., $1,020; 2- 
dr., $960, $825, $800. 

’*58 Thunderbird (8) conv., $1,910* (ps); 
Country Sedan (8) 4-dr., $1,075* (ps); 


8 Ong ; 
; a ar gscor (pe) ee Gaaee Pig) E Q Ul Pp M E N T DI Vi S | oO N 
j 2-dr., $670. 
So Meee Mee” senecs, Spee") Acar, YOUNG SPRING & WIRE CORPORATION 





SPRING 4 WIRE 
CORPORATION 


MANUFACTURERS OF 
DAYBROOK 1rruck EQuipPMENT OTTAWA CONSTRUCTION EQUIPMENT 


$375*; Country Sedan (8) 4-dr., $580*. 
’56 Country Sedan (8) 4-dr., $430; Fair- 

lane (8) 2-dr., $285*, $275*; 2-dr. Vic- 

toria, $175*; Custom (8) 2-dr., $270. 
’55 Custom (8) 4-dr., $135. 
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Lawsuits Affecting Dealers ... 


Court Decisions 





By Leo T. Parker 
Attorney at Law 


HE law is well established that 

if an auto dealer is engaged in 
lawful business pursuits at the time 
a restrictive city ordinance is en- 
acted, such ordi- 
nance cannot 
stop or prevent 
the dealer’s fu- 
ture business op- 
erations, 

On the other 
hand, no auto 
dealer is permit- 
ted under any 
circumstances to 
operate a legal 
“nuisance,” irre- 

Keo ©. Pucker spective of new 
or old city ordinances. 

For illustration, in Sohns v. Jen- 
sen, 105 N. W. (2d) 818, the testi- 
mony showed facts, as follows: An 
auto dealer has operated a sales 
outlet and repair business in the 





town of Norway since 1948, Later 
the town passed an ordinance 
which permits in this area auto 
sales outlets, and also garages, but 
expressly prohibits auto wrecking 
yards. 

After this ordinance was enact- 
ed, the dealer started conducting 
an auto wrecking yard, and in 
the operation of the wrecking 
yard, he salvaged parts and 
burned vehicles. Several owners 
of nearby residences filed suit 
and asked the court to issue an 
injunction prohibiting the dealer 
from operating the auto wreck- 
ing yard. 

The testimony showed that the 
dealer’s operation in burning autos 
created extremely black, dense 
smoke containing soot to a large 
degree, as well as smells predomi- 
nantly of burning rubber, oil and 
grease. On occasion smoke pene- 

trated the residences and left quan- 
tities of soot on furniture and 


U > 
walls. The smell was offensive and 
noxious. 

Since the dealer started his oper- 
ations of wrecking autos and sell- 
ing the parts after the ordinance 
was passed, the lower court issued 
an injunction against operating 
any or all of the wrecking yard. 
The higher court approved the ver- 
dict, saying: 

“We believe the lower court cor- 
rect in granting the injunction en- 
joining the defendant (dealer) from 
burning autos because it constitut- 
ed a private nuisance. The first 
sale, purchase or inventory of 


wrecked cars was in 1955, in which). 


year he also for the first time re- 
ceived income from junk.” 
* * * 


Further Curbs Set 

i IS interesting to observe that 
this higher court refused to per- 

mit the dealer to store or sell parts 

taken from junked autos, although 

he could sell new parts. In this 

respect, the court said: 

“The concept of the automobile 
wrecking-yard business includes 
the salvaging of parts. The stor- 
age of parts which are salvaged 
as a part of the wrecking opera- 
tion on the premises is prohibited, 
The ordinance does not prevent 









$500,000 Stock Issue 
Sought by Amphicar 

WASHINGTON. — Amphicar 
Corp. of America, New York, has 
filed a statement with the Securi- 
ties and Exchange Commission 
seeking registration of 100,000 
shares of common stock to be of- 
fered for public sale at $5 per 
share. 

The firm said net proceeds of 
the sale, estimated at $415,000, 
will be used as follows: $100,000 
to set up a parts and accessories 
depot in Newark, $150,000 to es- 
tablish a dealer network and the 
balance to supplement working 
capital and for other general pur- 
poses. The amphibious auto, call- 
ed the Amphicar, will be built in 
Germany and exported to the 
United States. 





the storage of automobile parts, 
whether new or used, or salvaged, 
when the salvaged parts are ob- 
tained from some source other 
than the wrecking of cars on the 
defendant’s premises.” 

This higher court explained that 
if the dealer had been operating a 
wrecking yard without burning 





Help your customers Ride Relaxed 


A shaded E-Z-EyYE Safety Plate Glass windshield helps protect eyes 
from blinding sky glare. It’s a real eye-opener. 





Help your customers Sit Pretty 


E-Z-EYE in the rear and other windows rejects hot sunrays. 
It’s the next best thing to air conditioning. 


Help yourself make More Money 


E-Z-EyYE Safety Plate Glass is an easy-to-sell, low-cost option. 


Specify it on more cars for your floor stock, and recommend it 
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to customers on special factory orders. 


MADE IN U.S.A. 


r 


SAFITY | 


\ 


eee ree 


Of PLATE 


aay pou 


LIBBEY » OWENS + FORD... Foledo 1, Ohio 


GILASS 


autos, when the new ordinance wag 
passed, the court could not have 
stopped or prohibited his present 
operations. 

With respect to operations, sce 
Dolata v. Berthelet Co., 36 N. W. 
(2d) 97, A.L.R, (2d) 413. This court 
held that a business which impre;;- 
nates the atmosphere with disagre:- 
able, unwholesome, or offensive 
matter, may become a nuisance to 
those occupying adjacent property 
when such property owners are 
substantially impaired in the com- 
fort and enjoyment of their prem- 
ises. 

Smoke and soot and offensive 
odors May constitute a nuisance in 
fact when they interfere with the 


use and enjoyment by persons of § 


ordinary sensibilities of their prop- 
erty. 
* * * 


Ruling on Reciprocity Pacts 
HIGHER court has held that a 
reciprocity agreement between 

two states broadly includes tax 

laws subsequently passed by the 
states. 

For instance, in Carroll v. Bow- 
ers, Tax Com’r, 165 N.E, (2d) 
648, it was shown that the State 
of Ohio passed a new law taxing 
owners and lessees of trucks, 
tractors and trailers under a 
highway use tax. 

It is interesting to observe that 
the higher court held that residents 
and citizens of West Virginia who 
are owners, operators and lessees 
of trucks, tractors, and trailers li- 
censed in such state, are exempt 
from the new Ohio highway use 
tax. 


* * * 


Kentucky Court Reverses 


Stand on County Tax 


FRANKFORT, Ky. — The Ken- 
tucky Court of Appeals has upheld 
Jefferson County’s 1% percent tax 
on wages and profits. Earlier, the 
court had declared the tax invalid 
because it exempts persons who are 
paying Louisville’s payroll tax, 

In the new opinion, the judges 
decided that the county law does 
not “exempt” persons who work in 
Louisville, but merely extends them 
“credit” for the amount they must 
Pay to the city. 


Florida Dealers 
Report Buicks 


In Short Supply 


ST. PETERSBURG.—Buick deal- 
ers on Florida’s West Coast are in 
the uphappy position of having 
more customers than cars. Stocks 
are abnormally low, with most 
dealers reporting only a 25-day 
supply or less. 

Special orders are taking about 
five weeks to fill. Explaining to a 
customer why he has to wait so 
long is sometimes difficult. 

Dealers estimate they are losing 
from three to six deals a week to 
the competition because they don’t 
have the model the customer wants 
in stock. Dealers throughout the 
state have been swapping cars back 
and forth in order to keep a cus- 
tomer. 

Last year, dealers had too many 
cars, this year they can’t get 
enough. One dealer believes the 
factory is trying to hold inventories 
down to a 30-day supply to avoid 
going into the ’62 selling season 
with a large backlog of cars. 

Another dealer believes the rea- 
son for the scarcity is that the ’61 
Buick is selling better than the 
factory anticipated. 

The Atlanta plant, which sup- 
plies Southern dealers, is said to 
have been diverting some of its 
Buick stock to an area where 
strike troubles had shut down a 
plant, Dealer’s aren’t complaining 
about this, because other plants 
have helped Southern dealers when 
the Atlanta plant was idled. 

All reasons only spell out a short- 
age of cars. Southern dealers hope 
the’ll get some relief soon while 
customers are still in a buying 
mood. 


Dealer Heads Denver C of C 
DENVER.—Roy L. Nelson, presi- 
dent of Capital Chevrolet Co., has 
been named president-elect of the 
Denver Chamber of Commerce. 
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Yntema Makes Proposal at Divestiture Hearings... 
Ford’s Alternative: Credit for All Dealers 


(Continued from Page 1) 
and General Motors Acceptance 
Corp. by their parent manufactur- 
ers. 

Yntema made the suggestion at 
the climax of a bitter attack on the 
divestiture bill before the House 
Antitrust Subcommittee. 

He proposed that the alterna- 
tive be general enough in nature 
to permit GMAC, as well, to serve 
all dealers and buyers. 

A GMAC official said the idea 
was a new one and had not been 
broached when GM and GMAC ex- 
ecutives testified before the Celler 
committee earlier in June. GMAC 
already handles competing lines’ 
paper submitted by GM dealers. 

+ * * 
ares, who acknowledged that 
FMCC is getting an average of 
only 7 percent of Ford dealer paper 
in areas where the new credit con- 
cern is operative, said a take-all 
requirement would “create most 
serious difficulties” for the two sub- 
sidiaries. 

He warned of the variable fac- 
tors in evaluating retail and whole- 
sale credit ratings, of discrimina- 
tion claims and of the “hazards of 
legal action.” 

But he declared that the alter- 
native is “a much lesser evil” 
than the divestiture bill, whose 
enactment he estimated would 
cost car buyers $50 million to 
$100 million a year. 

Supporting Yntema’s stand 
against divestiture were William T. 
Gossett, Ford general counsel, and 
Chrysler Corp. Finance Vice-Presi- 
dent F. W. Misch. Misch finally 
took the witness stand after a two- 
week delay in the hearings. 

* at * 

gta ns submitted, as proof of 

FMCC’s healthy effect on car 
financing, evidence that since 
FMCC offices were opened, retail 
discount rates quoted Ford dealers 
by other finance companies have 
either been reduced to match FMCC 
rates or been partially cut. 

“We do not have much informa- 
tion on the rates quoted by other 
finance companies to the dealers of 
Chrysler, American Motors and 
Studebaker-Packard,” he said. “We 
think our FMCC competition is 
spilling over and helping these deal- 
ers, 

“It does not take an economic 
genius to realize that when fi- 
nance companies quote reduced 
rates to Ford dealers as well as 
General Motors dealers, they will 
have increased difficulty in charg- 
ing higher rates and practicing 
discrimination against the dealers 
of other companies.” 

Yntema excoriated the American 
Finance Conference, supporter of 
divestiture, for singling out GMAC 
as a villain and ignoring the growth 
of bank competition. 

“We in FMCC,” he said, “have 
found that we can get business. 
How? By offering a better deal. 
How can the independent finance 
companies possibly expect to get 
business away from GMAC when 
they follow high-rate practices and 
do not offer automobile retailers a 
better deal?” | a 


M AND Ford have complied 

with consent decrees barring 
financing pressure on their dealers 
and, said Yntema, “there has been 
no valid factual evidence presented 
to this committee showing that 
FMCC or GMAC have an unfair 
advantage in acquiring business.” 

Yntema said FMCC is the “real 
target” of the Finance Conference 
and forecast the likelihood that en- 
actment of H.R. 71 (Celler’s bill) 
would allow GMAC to gain business 
at the expense of the independents. 

“The independent finance com- 
panies know,” he declared, “they 
will lose out in acquisition of bus- 
iness if they do not meet the price 
competition of FMCC and GMAC. 
They do not want to meet this 
competition, Therefore, they seek 
the shelter of H.R. 71.” 

Any claim by independent lend- 
ers that banks’ low-rate practices 
amount to “an unfair advantage” 
would be “laughed out of court,” 
even though the banks enjoy more 
of a competitive edge than GMAC 
and FMCC, Yntema stated. 

* Ke * 


NTEMA said that divestiture 
would bring a burden of higher 
finance and insurance costs which 


would fall mainly on car buyers 
with low incomes who cannot pay 
cash or borrow from banks. 

He said other effects of the bill 
would be to: 

1. Raise auto dealers’ costs of 
doing business. 

2. Reduce the demand for cars 
and thereby injure auto dealers 
‘and the stockholders, employes 
and suppliers of auto manufac- 
turers. 

3. Decrease effective competition 
in auto sales financing and insur- 
ance and increase the costs of 
financing and insurance to dealers 
and car buyers. 

In the course of his testimony, 
Yntema said, “We at Ford were 
not anxious to enter the auto sales 
finance field. But we were deter- 
mined that our dealers and cus- 
tomers should be properly served. 
So we tried to get the independent 
finance companies to do for our 
dealers and customers what GMAC 
did for GM dealers and customers. 

“If finance companies had been 
willing to furnish low-cost, stream- 
lined service matching GMAC, we 
would not be in the auto finance 
business today. We got in because, 
and only because, independent fi- 
nance companies defaulted in com- 
petition.” 

* * & 

ORD’S decision to offer financing 

and insurance services has had 
a salutary effect, Yntema said. He 
added: 

“The entrance of FMCC into 
the auto sales financing field has 


-- brought real pressure on the in- 


dependent finance companies to 
abandon their high-rate practices, 

“The independent finance com- 
panies know that they cannot keep 
Ford dealers’ business at the old 
high rates when FMCC enters the 
market. They know, too, that they 
cannot for long offer low rates to 
GM and Ford dealers and charge 
high discriminatory rates to Chrys- 
ler, American Motors and Stude- 
baker-Packard dealers, This, if I 
may say so, is due mainly to the 
entry of Ford in the field.” 

Yntema made these further 
points: 

1. “FMCC and GMAC offer finan- 
cing services and insurance at low 
rates, but at rates high enough for 
a mature, going concern to make 
excellent profits.” 

2. “FMCC and GMAC do not have 
an unfair competitive advantage in 
the acquisition of business or in the 
sources or cost of funds.” 

3. “Independent finance compa- 
nies generally have pursued high- 
rate policies and pushed extras 
with big profit margins.” 

4. “Because of their high-rate 
charges, independent finance com- 
panies have lost a substantial share 
of the auto sales financing business 
to banks. GMAC, with lower rates 
than the other finance companies, 
has not lost position.” 

5. “The entry of FMCC has in- 
creased competition in auto sales 
financing.. The prospect is much 


brighter now for equality in auto 


sales financing service for the deal- 
ers of all manufacturers.” 
* * * 

OSSETT told the subcommittee 

that passage of H.R. 71 would 
destroy arbitrarily a right as funda- 
mental to auto makers as the right 
to manufacture carburetors, spark 
plugs or any other product compo- 
nent. 

The bill, he said, would grant 
unaffiliated finance and insurance 
companies a specially legislated 
sanctuary, free from competition 
by the manufacturers. In this re- 
spect, he said, the bill is anti- 
antitrust. 

“It would confer a monopoly posi- 
tion in an area of business that has 
not heretofore been regulated by 
the Federal government,” he as- 

serted. “There is no evidence that 
such a protected group would pro- 
vide competitive rates to obtain the 
business of automotive dealers and 
their customers, and H.R. 71 does 
not itself provide for regulation 
of the private monopoly it would 
create. There is no precedent for 
such action.” 
Oo” * * 

OMPETITION in auto financing 

would be seriously weakened to 

the detriment of the public if car 
manufacturers are deprived of the 
right to enter the financing field, 
Chrysler’s Misch told the subcom- 
mittee, 

“Financing by manufacturing 
companies, as well as the right 
of other manufacturers to enter 
the field, tends to keep the qual- 
ity of credit services up and cred- 
it rates down, that is, to assure 
effective competition,” he said. 

“In a word, automotive financing 
activities by manufacturers—those 
in existence and any in prospect— 

are a Stabilizing influence in the 
financing market as a whole.” 


Chrysler Corp. does not have an 
existing subsidiary engaged in 
financing, but Misch said it is in- 
terested in preserving the “basic 
freedom to engage in financing if 
we should consider such a move 
appropriate.” 

Auto dealers like many other re- 
tailers, Misch said, are confronted 
by special financing problems: 

“The more important ones in- 
clude the high working capital re- 
quirements, the seasonal patterns 
of demand, the role played by used 
cars, the high percentage—over 60 
percent—of all new-car sales which 
are financed, the rapid turnover of 
new-car inventories and the wide 
price range.” 

* * * 
ELLER denied individual deal- 
ers the right to appear before 
the subcommittee. He said he will 
be glad to receive letters from deal- 
ers, but in the interest of time, he 
will not let them testify. 

On the other hand, he will be 
glad to have dealer organizations 
testify, he said. 

Celler protested that in its effort 
to have dealers testify, Ford was 
suspected of “high pressuring” such 





Van Drunen Dealership Cited— 

John Van Drunen, left, and his father, Morse Van Drunen, right, of Van Drunen 
Ford Sales, Homewood, Ill., accept the Ford Distinguished Achievement Award from 
Wayne Saybolt, Ford Chicago district manager. This marks the 12th year the dealer- 
ship has received such recognition. 


as he said Ford had done before 
in hearings on the good-faith bill. 

Celler accused Gossett of trying 
to forestall passage of the bill by 
“filling the room with dealers.” 

Rep, George Meader, Michigan 
Republican, felt strongly enough 
about calling sample dealers—‘“a 
half dozen’”—“a cross section”—that 
he suggested the possibility of serv- 
ing subpenaes on dealers in order 
to get them on the record, (The 
chair would have to authorize sub- 
penaes, and Celler isn’t likely to 
do so.) 
* * * 
— put into the subcom- 
mittee record two unsolicited 
letters from dealers. 

One, from a Studebaker-Packard 
dealer, said that he was able to 
obtain GMAC financing. 

The other, from a Chevrolet 
dealer in Washington, D. C., said 
that when he acquired his fran- 
chise in 1956, he thought he 
should use GMAC but he had 
been told by both GM and Chev- 
rolet officials that it was better 
to spread his business Over sev- 
eral companies. 

Now, he said, a large part of his 
business was with an independent 
company because of a lower dis- 
count rate. 

Rep. Lester Holtzman, New York 
Democrat, commented that if the 
dealer continued this course, he 
might find his franchise ‘‘flimsier.” 

When Subcommittee Counsel 
Herbert Maletz noted the dealer’s 
dependence on the manufacturer 
for cars and said that the slightest 
suggestion from the car maker is 
“generally sufficient” to make the 
dealer use an auto subsidiary, 
Misch responded with examples of 
dual dealers. 
* + * 

=e probed the problem of 

cost to the consumer. He sug- 
gested that dealer testimony might 
be essential in finding the answer 
to this question. The chair said that 
the subcommittee would be happy 
to give the National Automobile 
Dealers Assn. and National Inde- 
pendent Automobile Dealers Assn. 
an opportunity to be heard. 

The brief used by Ford Motor 
Co. in 1946 in its appeal to the 
Supreme Court came in for pro- 
longed discussion. Proponents of 
H.R. 71 have been using it, es- 
pecially quotations to the effect 
that the relationships between 
GM and GMAC is in itself “in- 
herently coercive” or at least 
“suggestive” that the dealer use 
the auto finance subsidiary. 

Yntema said that he thought the 
position taken by the company 
through its counsel was “incorrect” 
—a “mistake.” 

Gossett joined Yntema by saying 
he thought the brief an “honest 
opinion” but “wrong.” 

The Ford spokesman said that 
the company’s experience with 
FMCC proved that its contentions 
in 1946 were wrong. 

Celler insisted that only a “dope” 
could fail to see that the relation- 
ship itself was “inherently co- 
ercive.” He added, “You don’t have 
to put butter into a dealer’s mouth 
to see if it melts.” 

Yntema assured the subcommit- 
tee that lower rates “are going to 
be passed on” to the consumer “as 
we get into the business.” 

He added that if only one com- 
pany had lower rates, then the 
dealer might absorb them as profit 
but with two or more companies 
with low rates in the field, competi- 
tion between dealers would force 
lower prices to consumers. 

ok * * 

T WAS Yntema’s contention that 

with GMAC spun off, low rates 
would continue “for a little while” 
because of “momentum.” 

Later, however, according to 
Yntema, a spun-off GMAC would 
become like any other sales fi- 
nance company and raise rates 
because it would “like to make 
money.” 

Yntema testified that Ford’s chief 
aim was to sell more cars although 
it did want to make a “fair profit” 
on its financing business. He said 
he thought GMAC could make a lot 
more money than it does, but he 
thought GM’s primary interest was 
to help dealers sel] cars. 





Dealer Leases Property 


He Sold to Hospital 


MEMPHIS. — Baptist Hospital 
has purchased the property of 
Russell Reeves Co. at 960 Union 
and leased it back to the Olds- 
mobile dealership. Russell Reeves, 
head of the firm, has been an 
Olds dealer for 27 years, 

The property is in an area to 
be devoted to a medical center, 
and Reeves said he probably will 
occupy the premises until the 
hospital has need of the land. 





Olds Executives, 
Dealer Council 


Meet in Lansing 


LANSING. — Twenty-eight mem- 
bers of the Oldsmobile National 
Dealer Council met here last week 
with Jack R, Wolfram, general 
manager; Emmett.P. Feely, gen- 
eral sales manager, and other top 
factory officials. 

“Among the topics discussed were 
car distribution, business manage- 
ment, handling and sales of parts 
and accessories, customer relations, 
sales promotion, used-car sales, 
dealer advertising, general sales 
procedures and field operating reg- 
ulations. 

Dealers who attended the 26th 
meeting of the group were: 

Peter Val Preda, Burlington, Vt.; 
Earl H. Johnson, Asbury Park, 
N. J.; George Ramsey, Danbury, 
Conn.; Henry Faulkner sr., Phila- 
delphia; G. J, Clippinger, Dallas- 
town, Pa.; Glenn E. Finney, Ithaca, 
N. Y.; Fred Bryant, Lexington, 
Ky.; John Seipp, Willoughby, O. 

D. A, McIntyre jr., Detroit; Carl 
A. Mitchell, Martins Ferry, O.; 
Howard Mitchell, Pensacola, Fla.; 
J. Fred Rippy, Wilmington, N. C.; 
John T. Brasington, Gainesville, 
Fla.; Chick Austin, Baton Rouge, 
La.; Roy Lang, Kankakee, Ill; C. 
E. Collins, Fort Wayne, Ind. 

R. E. Steinmann, Oconomowoc, 
Wis.; Hess Kline, St. Paul; William 
Perdock, Washington, Ia.; C, R. 
Rogers, Abilene, Tex.; Claude M. 
Brookshire, Orange, Tex.; John 
Pennington, Emporia, Kans.; J. A. 
Bradley, Oklahoma City. 

J. R. Stratman, Jacksonville, IIL; 
Park L. Price jr., Pocatello, Id.; 
G. H. Natzel, Pasadena, Calif.; Joe 
W. Buchanan, Hayward, Calif., and 
Russell E, Dunmire, Tacoma, 


Hearing Delayed 


In Bergstrom Suit 


DETROIT.— The next round in 
Auto Dealer Gilbert C. (Gib) Berg- 
strom’s court fight with General 
Motors hag been delayed until] July 
13 in United States District Court 
here. 

Bergstrom, a former Pontiac 
dealer, is suing GM. for $620,000. He 
charges bad faith in the cancella- 
tion of his franchise in March, 1958. 
GM has petitioned for dismissal of 
the charges and a summary judg- 
ment, 

Last month, Federal Judge John 
J. Feikens said he felt Bergstrom 
should appear for examination and 
cross-examination before the GM 
motion is acted upon. The hearing 
was set for last Thursday (June 29) 
but was delayed because Feikens is 
busy with another case. Bergstrom 
now is a Studebaker and Mercedes- 
Benz dealer in nearby Northville, 
Mich. 


Abernethy Urges 
Dealer Dignity 


PORTLAND, Ore.—America’s 
automobile industry is an economic 
necessity and should be conducted 
with the dignity it deserves, said 
Roy Abernethy, executive vice-pres- 
ident, American Motors, on a visit 
here. 

He told Portland Rambler dealers 
during a closed meeting that they 
must avoid the use of “sales gim- 
micks” and trick contracts being 
used by some other local and na- 
tionwide dealerships. 

The automobile industry is a dig- 
nified industry and should be con- 
ducted as such, he said. He added 
that the so-called recession is over. 






















KEEP CUSTOMERS 
COMING BACK 
FOR SERVICE! 


Once you do a LUBRIPLATE lubrication job for a 
customer, he will come back again and again. 
Drivers can quickly feel the difference. They mar- 
vel at the smoother riding and easier car han- 
dling after a complete LUBRIPLATE lube job and 
a LUBRIPLATE H.D.S. Motor Oil change. Yes, 
LUBRIPLATE lubricants are business builders. 


A Complete Line 


Auto-Lube “A” 
Best for chassis, wheel bearings, 
universals and other car parts 
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All-Purpose 
Gear Lubricant 

Best for standard transmissions 

and all differentials 


H.D. S. Motor Oil 
Best for all crankcase use 


Automatic 
Transmission Fluid 
Type A, Suffix A : 

Best for all automatic transmis- 
sions (fully approved) 
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Other Lubriplate Lubricants 
Made especially for trucks, busses and tractors 
If your jobber does not regularly carry LUBRIPLATE 
lubricants, write us for source of supply. LUBRI- 
PLATE lubricants are nationally advertised. Point 
of sale material available. 


LUBRIPLATE DIVISION 
Fiske Brothers Refining Co. 
Newark 5, N. J. Toledo 5, Ohio 


LUBRIPLATE 


KING Front-Mount WINCHES 


ESPECIALLY DESIGNED FOR 
INTERNATIONAL 


HARVESTER 
SCOUT 


ALL-WHEEL-DRIVE 












| operation a new piggyback termi- 








TWO MODELS AVAILABLE 

H161S .. . Mounts in front of 
grill, reuses original Scout 
bumper. 

H611S...Mounts between Scout 
| se and radiator; includes 
eavy-duty bumper and 4-way 
cable-guide roller assembly. 


COMPLETE KITS FOR EASY INSTALLATION 
Include winch assembly, power take-off, 
all drive-line parts, bumper (Model H611S), 
4-way cable-guide rollers, drum guard, 4 
universal ponnee self-aligning bearings, 
and everything needed for easy installa- 
tion, including 150’ of 5/16” cable with 
hook. Automatic safety brake available. 


BUY DIRECT FROM FACTORY FOR FAST, DEPENDABLE SERVICE 





WRITE 

OR CALL 

FOR FULL 
INFORMATION 







Phone: UNderwood 9-3547 
P. O. BOX 7726 


HOUSTON, TEXAS 


IRON WORKS, Inc. 
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True Transport Costs at Issue 


(Continued from Page 2) 


long hauls and he noted that the 
joint-rates provided for truck de- 
livery to the dealer. He predicted 
that a shipper of autos “will be 
able to obtain in the near future” 
transportation by rail—TOFC 
(trailer-on-flatcar), bi or tri-level— 
to “virtually every place in the 
country.” 

Jervis Langdon jr., Baltimore & 
Ohio president, said that his own 
railroad was trying to extend bi- 
and tri-level operations and that 
tunnels were being raised in the 
East to facilitate the changeover. 
Gilliland quoted his firm’s busi- 
ness to show the decline of TOFC 
and the great incréase of tri-level 
service. So far this year, the Frisco 
has had no TOFC service. 

Langdon explained that the 
B&O had done much with con- 
tainerization, but hopes to get 
into tri-level service very soon. 
Both rail spokesmen said that 
their rates were better than fully 
compensatory. Gilliland declared 
that the Frisco in 1958 had car- 
ried 7,484 autos and received $409,- 
000 in revenue and in 1959 car- 
ried 96,000 autos and received 
over $5 million. Frisco’s revenue 
had multiplied itself more than 
10 times. 

Gilliland denied the Teamster 
charge that rails were carrying 
Cadillacs more cheaply than sand 
and gravel, and in answer to Sen- 
ator Monroney asserted that the 
rail cost figures did contain the 
cost of deadheading the empty car 
racks. 

A week earlier ICC Examiner 
George A. Dahan handed down a 
decision recommending rejection of 
the rates a number of railroads 
filed for carrying automobiles in 
trailers on flatcars. Dahan said the 
rates were “unreasonably low” and 
would result in “destructive com- 
petitive practices.” 

However, the full commission 
later turned down Dahan’s recom- 
mendations, declaring that the tes- 
timony of piggyback foes does not 
indicate that the trucking industry 
‘is in peril of destruction if the 
assailed plans are approved.” 

The rates and charges under the 
plans at issue, the ICC said, “are 
the end result of an effort by the 
respondent railroads to regain traf- 
fic lost mainly to nonregulated car- 
riage and to maintain their position 
as a strong partner in the national 
transportation system.” 

In the course of hearings on the 
Bartlett bill, Senator Monroney re- 
ferred to the Dahan decision as one 
that indicated the rail rates were 
“destructive.” Gilliland felt that 
any extension of the Dahan posi- 
tion would mean the end of com- 
petitive rate-making. 

The general counsel for the 
Assn. of American Railroads told 
Monroney of an auto rate deci- 
sion by ICC Examiner T. Russell 
Roper, who reached a position 
diametrically opposed to Exam- 
iner Dahan. Both decisions were. 
put into the record. 

A. C. Ingersoll jr., president of 
Federal Barge Lines, Inc., speaking 
for the American Waterways Op- 
erators, Inc., the Inland Waterways 
Common Carriers Assn. and the 
Great Lakes Ship Owners Assn., 
joined the truckers in supporting 


passage of S 1197. 
* 


New Piggyback Deeded 


Is Opened in Chicago 


CHICAGO.—In formal] ribbon- 
cutting ceremonies last week, exe- 
cutives of TOFC, Inc., and the 
Erie-Lackawanna Railroad put into 


nal. 

The new piggyback loading and 
unloading facilities at Chicago 
and a similar terminal at Jersey 
City are jointly owned by TOFC 
and the Erie-Lackawanna, 

The construction of these termi- 
nals at an initial cost of $1.8 mil- 
lion, and the providing of the long- 
haul service by the railroad marks 
the first time on record that two 
competitive systems of transporta- 
tion—truck and rail—have joined 
together in a long-term, cooperative 
venture to meld the advantages of 
both carriers. 

TOFC is equally owned by six 
of the country’s largest motor car- 





riers and by Rail-Trailer Co, a 
pioneer in piggyback operation and 
specialist in terminal management. 
The motor carriers are Cooper- 
Jarrett, Inc.; Denver-Chicago 
Trucking Co.; Eastern Express, 
Inc.; Midwest Emery Freight Sys- 
tem; Interstate System, and Spec- 
tor Freight System. 

The facilities in Chicago and 
Jersey City are available to all 
users of Erie-Lackawanna_ piggy- 
back services, regardless of whether 
they are members of TOFC. 

At the Chicago termina] eleven 
ramped tracks with a handling ca- 
pacity of 222 trailers have been 
constructed for: piggyback service. 
Of these, eight are 900-foot-long 


tracks for standard piggyback 
flatears, two are for special type 


Qua 


cars and one is a “reverse” track 
for the unloading of piggyback 
trailers which arrive with trailer 
hitches facing away from the con- 
ventional ramps. In addition, there 
are six storage tracks with a ca- 
pacity of 199 flatcars. 

Parking area provides space for 
292 trailers. 

The office building houses mod- 
ern equipment for accuracy and 
speed in handling piggyback 
freight. Photoelectric devices 
check dimensions of each trailer 
as it approaches the 60-foot-long 
scale which automatically prints 
the weight on the waybill. 

The terminal in Jersey City has 
similar facilities. Services are main- 
tained on a 24 hour basis. 
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Top sales, top reliability in the 
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WARN MFG. CO. 
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June Is Year’s High .. . 


First-Half Output Falls 16 Pet. 
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n- (U. S. PRODUCTION ONLY) 
Week Week dan. 1 dan. 1 
= Ended Same Ended Total To To 
duly 1, Week, June 24, Output, July 2, duly 1, 
1961 1960* 1961* June 1960* 1961 
AMERICAN MOTORS 
ED. ° 5: ivnscittoransnotereses 9,800 9,700 9,423 42,215 278,487 182,504 
OHRYSLER CORP.** .. 15,390 22,062 15,410 66,701 615,894 296,672 
Chrysler-Plymouth 
Division 12,062 10,160 43,564 359,888 202,201 
Chrysler ... 1,577 2,063 9,086 48,939 
Imperial 318 138 617 8,665 3,619 
Plymouth 3,905 4,556 19,448 147,037 89,384 
Valiant 6,262 3,403 14,413 155,247 62,345 
Dodge Division 9,833 5,250 23,137 240,168 94,471 
Dart-Polara 9,833 4,172 18,171 240,168 12,134 
ees ae 1,078 ae 22,337 
FORD MOTOR 35,956 38,798 169,866 1,026,417 831,253 
Ford Division 29,284 1 134,994 844,289 673,910 
een 10,745 13,146 54,587 270,109 254,327 
Ford (Std.) 16,275 15,719 72,666 522,695 372,012 
Thunderbird. ............ 1,624 2,264 1,636 7,741 51,485 47,571 
L-M Division ................. 7,804 6,672 8,297 34,872 182,128 157,343 
EEL. sieves avieieneoicebesse 4,755 4,051 5,224 21,401 18,683 89,752 
TE \escrsepesstnvestscevte 504 281 500 2,360 11,265 15,550 
PONE a sccsesssesereeses 2,545 2,340: 2,573 11,111 92,180 52,041 
GENERAL MOTORS .. 63,716 56,178 63,641 276,881 1,845,424 1,398,533 
Buick Division ............ 6,420 5,443 6,421 27,792 163,523 133,435 
Buick (Std) ............ 3,980 5,443 3,979 17,180 163,523 90,056 
I 5 is dinséinsoonaanonae BED... cciehpine 2442 16612 .............. 43,379 
sein cli od ibaaaaleintiobes 3,360 3,435 3,375 14,863 91,286 84,463 
Chevrolet Division .... 38,600 31,853 38,535 167,415 1,117,043 843,295 
SIR ssi cccascssvnesocsoses 8,300 1,320 7,903 33,990 146,488 184,606 
Chevrolet (Std.) .... 30,300 30,533 30,632 133,425 970,555 658,689 
Oldsmobile Division .. 6,092 6,915 30,106 213,814 153,982 
PO Eas iecsscoitieiacvésooonse See sicaies 1,304 Gee ~ -xsebiewsi 32,942 
Oldsmobile (Std.) .. 5,587 6,092 5,611 24,307 213,814 121,040 
Pontiac Division ........ 8,450 9,355 8,395 36,705 259,758 183,358 
Pontiac (Std.) .......... 5,650 9,355 5,620 24,653 259,758 120,166 
Tempest. ...............0. Bee -Aswitese BATS SI sinasiess 63,192 
8-P CORP. 
SRE Hi iirs siavesesnipessanvenseseses 102 1,925 944 4,742 65,235 29,606 
CHECKER. ..}...........::::00000 125 118 92 466 4,115 2,969 











Total Cars, U. S.** ....126,736 125,939 128,308 560,871 3,835,572 2,741,537 


**Totals for 1960 include DeSoto production. 
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Week Week dan. 1 dan. 1 
Ended Same Ended Total To To 
duly 1, Week, June 24, Output, July 2, duly 1, 
1961 1960* 1961* June 1960* 1961 
CHEVROLET ................. 8,400 6,779 7,509 33,945 240,303 174,632 
DIAMOND T.................... 60 713 58 217 1,552 938 
Viniansdie 56 116 2,007 1,128 
1,965 1,535 6,668 42,207 34,040 
7,145 6,749 30,832 201,431 173,397 
2,297 1,431 6,438 61,138 34,940 
2,691 3,167 13,977 71,359 715,374 
2 354 243 2,052 71,902 5,164 
STUDEBAKER. ............ 228 303 125 685 8,593 3,988 
es 55521. ot cadsrensovage 380 380 373 1,648 9,774 9,001 
MATE 5... ccssssdsessusossascceters 2,350 1,748 1,572 14,324 18,486 .59,065 
MISCELLANEOUS ....... 90 101 90 431 2,345 2,372 
Total Trucks, U. S..... 25,528 23,836 22,908 111,333 127,097 574,039 
Total Cars, Trucks, 
SR ccssarcacilvene tov vesethie 152,264 149,775 151,216 672,204 4,562,669 3,315,576 
CANADIAN PRODUCTION—CARS 
§ Week Week dan. 1 dan. 1 
{ Ended Same Ended Total Te To 
duly 1, Week, June 24, Output, duly 2, duly 1, 
1961 1960* 1961* dune 1960* 1961 
CHRYSLER CORP. .... 1,220 7120 1,221 5,228 31,471 25,432 
FORD MOTOR ............... 2,420 600 2,522 9,813 59,894 52,938 
: GENERAL MOTORS .. 4,100 3,196 4,035 22,177 114,323 98,789 
AMERICAN MOTORS BUED © Abssouctas 180 Ta .. “eaxeenvhek 3,500 
PEI GOMER. ciccicesccesersissoes> 160 128 160 736 3,133 3,216 
Total Cars, Canada.... 8,080 4,644 8,118 38,746 208,821 183,875 
CANADIAN PRODUCTION—TRUCKS 
Week Week dan. 1 Jan. 1 
Ended Same Ended Total To To 
} duly 1, Week, June 24, Output, July 2, duly 1, 
1961 1960* 1961* June 1960* 1961 
| CHRYSLER CORP. .... 165 719 165 719 3,731 3,994 
FORD MOTOR ............... 350 401 330 1,608 11,732 9,883 
GENERAL MOTORS .. 850 560 848 3,694 23,441 17,874 
| INTERNATIONAL. ...... 270 197 268 1,180 6,611 6,449 
A Total Trucks, Canada 1,635 1,237 1,611 7,201 45,515 38,200 
i Total Cars, Trucks, 
Canada. ...............0005 115 5,881 9,729 45,947 254,336 222,075 





Grand Total, 
Cars and Trucks, 
U. S. and Canada....161,979 
*Revised. 


155,656 160,945 718,151 4,817,005 3,537,651 





coln Continental and Thunderbird) 
will be down all week for vacation. 
Lines at Wixom, Dearborn and 
Wayne, Mich., also were down last 
Friday (June 30), 

Chevrolet and the Ford Division 
were the top producers last week, 
accounting for 54 percent of the 
total, Production of Corvairs and 
Chevrolet and Ford trucks was up 
during the five-day period. 

* * * 
OMPACTS accounted for 36.4 
percent of the week’s output on 
46,181 assemblies, which was 3.1 
percent under the 47,642 units built 
in the week earlier. 

Two-thirds of the compact total 
was represented by Falcon, with 
12,185 assemblies; Rambler, 9,800, 
and Corvair, 8,300, Both Rambler 
and Corvair were up over the pre- 
vious week, Rambler from 9,423 
and Corvair from 7,903. Falcon 
was off from 13,146. 

Canadian makers produced an 
estimated 222,075 cars and trucks 
in the first six months, 12.7 percent 
under the 254,336 units assembled 
in the corresponding period last 
year. 

The January-June auto output to- 
talled 183,875, compared with 208,- 
821 last year, and truck production 
this year was 38,200, as against 
45,515 in the first half of 1960. 

In the final week of the first 
half, the Canadians built an esti- 
mated 8,080 cars and 1,635 trucks, 
compared with 8,118 and 1,611 dur- 
ing the week ending June 24. In the 
corresponding week a year ago, car 
2 totalled 4,644 and trucks hit 
1,237. 


* * * 


Ford Boosts Production 
At Buffalo Stamping Plant 


BUFFALO.—Ford Motor Co.’s 
Buffalo stamping plant is boosting 
its production schedules, and part 
of the plant has shifted to a six- 
day overtime week. 

In the last two months, the work 
force has. increased by more than 
200 and now stands at 4,155, a peak 
for this year. 

Increased production of stamp- 
ings and subassemblies for Ford, 
Falcon, Comet, Mercury and Thun- 
derbird cars has resulted in the re- 
call of all previous laid-off produc- 
tion control, production and quali- 
ty control hourly rated employes, 
the spokesman said. 

* * + 


Changeover Layoffs Set 


At Ford of Canada 


OAKVILLE, Ont.— About 3,000 
Ford of Canada workers here will 
be laid off for from two to four 
weeks this summer. Another 2,800 
will be affected at Windsor as the 
firm shuts down for ’62-model 
changeovers. 

First layoffs at Oakville will come 
July 10, when the ’61 truck lines 
start closing. The car lines will 
shut down July 28. 

New models are slated to start 
coming off the line one month 
later. 





Motorcraft Names 


6 Regional Chiefs 


DEARBORN.—Six regional sales 
offices will be responsible for imple- 
menting Autolite spark plug and 
battery sales through independent 
wholesale distributors in the auto- 
motive replacement market, ac- 
cording to E, R. Stroh, general 
sales manager of Ford Motor Co.,’s 
Motorcraft Division. 

Managers of five of the offices 
came to Ford following Ford’s pur- 
chase of certain assets of Electric 
Autolite Co. A sixth office has been 
established in Atlanta. In addition 
to spark plugs and batteries, the 
regional headquarters will direct 
the sale of other items, including 
carburetors and electrical: parts, 
manufactured by Ford for replace- 
ment market sale. 

The regional managers and their 
headquarters are: E, E. McKeever, 
Eastern region, New York; F, G. 
Vanzo, East Central region, Cleve- 
land; D. M. Sharpe, West Central 
region, Chicago; H. W. Noble, 
Southeastern region, Atlanta; R. E. 
Simmons, Southwestern region, 
Dallas, and W. W. Robbins, West- 
ern region, San Francisco. 





Historic Discount, Floor-Plan Aid .. . 


What Task Force Seeks 





(Continued from Page 1) 


Galles said the factories are 
aware that the Task Force reso- 
lution’s objective of rebuilding 
dealer profit opportunities holds 
out the threat of seeking Con- 
gressional or Presidential inter- 
vention, if the situation deterio- 
rates further. 

“Some factory men have raised 
the question of economics and the 
Good-Faith law,” he said, “but I’m 
satisfied that they are convinced we 
mean business and are doing their 
utmost to give us a fair hearing.” 

* 


HE NADA Task Force, seeking 

to upgrade dealer profits as a 
barometer of dealer performance, 
also has proposed a new grading 
system for dealers. 

Under this system, 50 percent of 
a dealer’s rating would be based 
on profit per new vehicle delivered 
and the other 50 percent on sales 
in his assigned territory, This 
could be a partial answer to de- 
mands for a return of territory se- 
curity, on which dealers are divided. 

It is proposed that factories 
also grade their own field per- 
sonnel on the basis of dealer 
profits and intra-territory sales, 
Galles continued. 

Other proposals made by the 
Committee follow: 

1. Eliminate the distribution pri- 
ority to fleet users at the start of 
model runs and before dealers are 
reasonably stockpiled. 

2. Base dealer quotas on the true 
market potential as reflected at 
central offices. 

3. Eliminate stimulator dealers. 

4. A more equitable pricing and 
discount procedure on parts; more 
realistic flat-rate charges and cost 
plus 20 percent, instead of cost plus 
10, on warranty work. Also, war- 
ranty payments to dealers within 
30 days. ; 


* 
=. Coupling of the 5 percent 
leftover demo rebate, already 
granted by GM and under study 
at other factories, with a limitation 
of two demos per year for each 
salesman employed. 

6. Elimination of quotas in sales 
incentive campaigns. GM used no- 
quota contests last summer. 

7. When a sales contest begins, 
apply it to the first unit of the 
campaign. 

8. Spread the “administrative” 
costs in dealer operating statements 
into the other departments, instead 
of listing separately. 

9. More specific franchise termi- 
nology, spelling out a dealer’s an- 
nual allotment and provisions for 
increasing the allotment. 

10. Improved dealer-council and 
business management procedures. 

11. Fewer options and models. 

12. No adding of dealers in sub- 
standard areas. 

On a longer-range basis, Galles 
asked dealers to express their 
opinions on establishment of na- 
tionally advertised uniform prices. 
He said other areas of concern 
may be explored later, such as 
factory retailing of new cars and 
discount-house operations (now 
the subject of a Los Angeles 
grand jury). 

“The factories must act to guar- 
antee our opportunity to make a 
profit, but by no means is the Task 
Force Committee trying to shift 
dealer responsibility to the manu- 
facturers,” Galles asserted. 

The Committee also has proposed 
the removal of coercion in the race 
for sales leadership, though agree- 
ing that sales growth is a desirable 
objective, Galles said. 

* * * 
Te GM carryover rebate (5 per- 
cent of factory-list price) will 





Six More States Sign 


Billboard Agreements 


WASHINGTON. — Commerce 
Secretary Luther B. Hodges an- 
nounced that six more states 
have entered into agreements to 
provide for the control of out- 
door advertising along the inter- 
state highway system. 

They are Maine, Nebraska, 
New York, Oregon, West Virginia 
and Wisconsin. States signing 
agreements earlier were Mary- 
land, North Dakota and Ken- 
tucky. ; 





be paid on ’61 demonstrators on 
hand when the '62 models are in- 
troduced. 

The payment applies only to 
dealer-owned demos. Those owned 
by salesmen are not covered by 
the rebate, 

The inclusion of demonstrators in 
the “Model Change Allowance” is 
being written into the GM selling 
agreement; thus it will be in force 
every year. Previously, the GM 
franchise specifically excluded 
demos from the carryover rebate. 

GM dealers were notified of the 
change in letters signed by their 
divisional general sales managers. 

* * + 

T PRESS time last week, no 

other auto maker had author- 

ized carryover rebates on demon- 
strators, but observers predicted 
that they would fall in line. 

It is not unusual for the rest 
of the industry to follow GM’s 
lead in dealer matters. An ex- 
ample: Last March, GM boosted 
the rebate on cars loaned to 
schools for driver training from 
$125 to $250, Ford Motor and 
Chrysler Corp. did it in June, 
Although it trails GM in the 

demo-carryover field, Ford» Motor 
was the first to provide some meas- 
ure of relief on these models. Ford 
Division and Mercury are paying 
dealers $200 and $250, respectively, 
on standard-sized demonstrators 
sold to salesmen and on company- 
owned demos sold and replaced. 

Informed of the GM demo policy, 
a Detroiter handling another line 
of cars remarked, somewhat wist- 
fully, “I sure hope our factory does 
it. Those carryover demos are mur- 
der. They’ve got a few thousand 
miles and no rebate, It’s tough to 
break even on ’em.” 


New-Car Sales 
In Sweden Gain 
34 Pct. in Quarter 


STOCKHOLM, Sweden. — New- 
car registrations in Sweden during 
the first three months of 1961 to- 
talled 32,746, an increase of 34 per- 
cent over the year-earlier figure of 
24,426. 

The two Swedish-built cars, Saab 
and Volvo, accounted for 11,752 reg- 
istrations and 35.9 percent of the 
market, In the year-earlier period, 
they had 29.6 percent with 7,242 
sales. 

Saab boosted its first-quarter 
sales in Sweden from 1,221 to 3,373 
units, a gain of 176 percent. Volvo 
climbed from 6,021 to 8,379, an in- 
crease of 39 percent. Saab’s pene- 
tration of the home market (10.3 
percent) was the highest it ever 
has had. 

German cars topped the registra- 
tion list in Sweden during the first 
quarter of 1961 with a total of 15,- 
915. Figures for other countries 
were: Sweden, 11,752; France, 1,- 
928; England, 1,702; United States, 
833, and Italy, 539. 

By individual makes, the leaders 
were: Volvo, 8,379; Volkswagen, 
6,370; Opel, 4,509; Saab, 3,373; Mer- 
cedes-Benz, 1,426; Renault, 756; 
DKW, 702; English Ford, 648; Peu- 
geot, 566; British Motor Corp., 521; 
Fiat, 515; Simca, 427, and Rootes 
Group, 107. 


D.C. Buick Firm 
Shifts to Ford 


WASHINGTON. — William Page 
and Edmund Hughes, Buick dealers 
for 10 years have switched to Ford. 
Their new dealership igs Bill Page 
Ford, 621 Arlington Blvd., Arling- 
ton County, Va., site of the former 
Page Hughes Buick, 

Bill Page Ford has taken over 
the parts and new-car inventories 
of Broad Street - Motors (Ford), 
which ceased operations recently 
after the death of Harry C. But- 
kiewicz. 


Page, president of the dealership, 
has been in the auto business 
years. Hughes, vice-president and 
treasurer, entered the auto industry 
in 1924 with Ford Motor Co, 
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New Center Opened 
For Eaton Research 


(Continued from Page 2) 


versary of its founding by Joseph 
Oriel Eaton, who established the 
original company to make axles for 
the then infant truck industry. 

” * * 


eer OR Tine the engineers at 
the new center are two major 
laboratories—mechanical and met- 
allurgical—plus a design depart- 
ment, a model shop and many other 
auxiliary offices and rooms. 

Equipment is available in the 
metallurgical laboratory for 
metal spray coating, welding, 
casting, powdered metal work, 
stress rupture testing, heat treat- 
ing and surface coating experi- 
ments. 

Adjacent to the mechanical lab- 
oratory are four dynamometers ac- 
commodating eight stands for the 
testing of engine components such 
as valve, valve seat inserts and 
tappets, as well as transmissions 
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shop, photographic laboratory, first 
aid room and a age road test ga- 
rage. 

One of the most outstanding 
pieces of equipment is the Eaton- 
built axle housing fatigue testing 
machine which can test to de- 
struction the largest truck hous- 
ings in a few hours without 
transmitting the vibrations to the 
building’s floor, 

Situated at Northwestern High- 
way and 10% Mile Rd., the Eaton 
Research Center is a one-story 
building with 30,000 square feet of 
research and office area, plus a 
large service area in the basement. 

* * * 

ee. interrupting the re- 

search, the building can be ex- 
panded into wings in several] direc- 
tions. Interior walls can be moved 
to produce almost any kind of in- 
terior arrangement, The adminis- 
trative area is laid out in five-foot 
modules so that offices can be 


Sealed Power Test Cells— 


from 150 to 600 horsepower. 
oes 


Sealed Power 


search and engineering vice-presi- 
dent, the center’s organization con- 
sists of four groups: 


and other power transmitting de- 
vices. 
* * * 

THER facilities in the center 

include a fabrication room, a 
brake testing facility, an instru- 
mentation room, stress study room, 
service group quarters, machine 


Further flexibility is achieved 
by 22 unique service islands on 
the floor throughout the research 
area. These islands serve as ter- 
minal points for bringing in util- 
ity services, Most of the islands 
provide water, water drainage, 
pressurized air, air venting, 110, 
208 and 440-volt electrical power 
and natural gas. Thus, walls in 
the research area can be moved 
without disrupting utilities, 





Chrysler Sues Newberg 


For Supplier Profits 


DETROIT.—Chrysler Corp. last 
week filed a cross-complaint in 
Wayne County Circuit Court 
against William C. Newberg and 
his wife, Dorothy B. Newberg, to 
recover gains resulting from sup- 
plier business dealings which it 
asserted violated Newberg’s fidu- 
ciary obligations to the company 
during his tenure as Chrysler’s 
president, vice-president and di- 
rector. 

On July 21, 1960, a settlement 
agreement was _ concluded 
between the Newbergs and Chrys- 
ler Corp. by which the company 
was to receive $455,000 payment 
for the specified claims against 
them. 

It was in connection with this 
action that Chrysler filed the 
cross-complaint, its first seeking 
funds from Newberg. 


of Cleveland. 


Schmidt Now Director 
Of Delman Co. 


Bachrach, president, 


January, 1960. 
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The Broadest and Most Profitable * 


Consumer Credit Insurance 
Market Ever Developed 


NTA Ew ECL AL 


Automobile 
Physical Damage Insurance 
(Comprehensive, Fire, Theft and Collision) 


Credit Life Insurance 


RESOLUTE 
INSURANCE 
COMPANIES 


Established 1926 


SPECIALISTS 
IN CONSUMER CREDIT INSURANCE 


Hartford 3, Connecticut 
* * 


quickly expanded or made smaller. 


Eaton’s central research was for- 
merly conducted in the company’s 
Detroit laboratory adjacent to the 
Eaton Spring Division on French 
Rd. Another laboratory, the Eaton 
Technical Center, which is devoted 
to the development of process 
equipment and new products, is lo- 
cated in South Euclid, O., a suburb 


COOKEVILLE, Tenn. — William 
L. Schmidt was elected a director 
of Delman Co, at the annual meet- 
ing here, it is announced by Chuck 


Schmidt, formerly with Ford Mo- 
tor Co., has been general manager 
of Delman’s Cookeville plant since 





1. Research—for developing new 
knowledge that will be useful for 
the company’s products and serv- 
ices. 

2. Metallurgical — for developing 
new basic materials and surface 
coatings, as well as new processes 
and control techniques, 

3. Design — for combining new 
knowledge of research with the 
present problems of the market in 
a continuous program of product 
improvement. 

4. Application engineering — for 
adapting present product to cus- 
tomers’ requirements and to search 
out new requirements for the com- 
pany’s products and services. 

cS * cad 
MONG the studies that are con- 
tinually being made are the de- 
velopment of alloys capable of 


more efficient operation under con- 


Inventories 


(Continued from Page 1) 


come cleanup reform. GM will 
include demonstrators in the 5 per- 
cent rebate allowance for leftover 
models. This concession will begin 
on ’61s and be permanent. 
* ae *” 

ADA Task Forcers have accept- 

ed the demo rebate with pleas- 
ure, but are pushing ahead with 
demands for other short-term and 
long-range reforms, The net effect 
of the Task Force’s continuing pro- 
gram is expected to give dealers a 
direct pipeline operating against 
excesses of the type which spoiled 
the ’60-model finale. 

Negotiations between the UAW 
and the Big Three producers got 
under way last week. A strike is 
viewed as extremely unlikely this 
year because of the first-half reces- 
sion and the flexibility of the 
union’s demands, but UAW negoti- 
ations are certain to go down to the 
wire as usual and brandish the 
strike club to extract the maximum 
contract gains. 

The Big Three contracts will 
expire Aug. 31, just ahead of 
’62-model announcement dates. 
Most factories will be in produc- 
tion of ’62s ahead of the expira- 
tion deadline, 

By contrast with the boost in the 
domestic-car inventory, imported 
stocks have continued to decline. 
Monthly imported-car shipments to 
the United States have averaged 
fewer than 22,000 units in the first 
half, against sales of up to one- 
third higher. 

* * * 

preance now is in second place 

to West Germany in import-car 
shipments for 1961. The West Ger- 
man total for four months was 
70,567 cars, primarily Volkswagens. 
France had 6,928; Great Britain, 
4,560; Sweden, 3,517, and Italy, 610. 

The four-month shipment total 
for all countries to the U. S. was 
87,099 new cars, 4,875 new trucks 
and 4,143 used cars. The January- 
April period of last year brought 
in 231,638 new cars, 6,962 new 
trucks and 9,005 used cars, 

Passenger-car exports from the 
U. S. reached a 1961 low in May of 
10,461 units, compared to 10,685 in 
April. 





The console room for eight dynamometer test stands at the new research center of 
Sealed Power Corp. in Muskegon, Mich. The engine and transmission test stands range 


* * * 


Dedicates 


New Research Facilities 


(Continued from Page 2) oJ 


ditions of high temperature or high 
stress, or the improvement of alu- 
minum or stainless steel rings for 
both engines and transmissions. 

Hesling said that he thought the 
greatest frontier for the piston-ring 
research involved better rings for 
heavy-duty gas and diesel engines, 
because car engine rings are satis- 
factory for even higher compres- 
sions than are now employed. How- 
ever, a certain amount of automo- 
tive ring -research is being con- 
tinued. 


Chrysler-Plymouth 
Staff Mergers 
Are Pushed 


(Continued from Page 2) 


after Nielsen resigned from the 
company. 
* * 
| a vesrsagar yaad by Colbert at Chrys- 
ler’s April shareholders meeting 
to pinpoint “cases of corruption” 
alleged by Dann, the Detroit attor- 
ney asked at one point: 

“What about the $4,000 you got 
from Nielsen?” 

Nielsen, a former resident of 
Grosse Pointe, Mich., has retired to 
a farm in Montcalm County, out- 
state. 

The advertising campaign oppos- 
ing management policies was an- 
nounced by J. Bacaloff, Portland 
(Ore.) contractor who has filed 
proxy solicitation notice with the 
Securities and Exchange Commis- 
sion. Bacaloff nominated Newberg 
for Chrysler president at the 
stormy April meeting of stockhold- 
ers. 

Bacaloff also has demanded — 
without apparent success — that 
Chrysler let him review full rec- 
ords of all new plant construc- 
tion during the past five years. 

Chrysler was not without friends 
as the curtain fell on a dubious 
first half. Capital Gains Research 
Bureau, of Larchmont, N. Y., rec- 
ommended purchase of Chrysler 
shares “starting now—while every- 
thing looks so very dismal and so 
very hopeless.” 

“If its top-management problems 
can be resolved quickly enough to 
put the company in a _ position to 
take full advantage of the inevit- 
able upswing in the business itself, 
Chrysler’s earnings—with its enor- 
mous sales potential on a. small 
capitalization — could readily get 
back to, and well exceed, the $13.75 
a share reported in 1957,” said the 
investor publication. 





Chrysler-Built Deals 


Leased in Miami 


MIAMI. — Two new dealership 
buildings erected in the Miami 
area by Chrysler Corp. have been 
leased to newly franchised Dodge 
dealers. 

William Murray, a former Ford 
dealer in Cincinnati, has opened 
Dadeland Dodge, Inc., 8455 S. Dixie 
Highway, South Miami. Sam 
Schwartz, a former Pontiac dealer 
in Kansas City, will open another 
Dodge deal ‘at 163rd and N, Dixie 
Highway, at the Miami end of the 
causeway to Miami Beach, 








Big L-M Deals 
Merge in St. Louis 


ST. LOUIS.—Bender Motor Co, 
(Lincoln-M e rcu r y-Comet-English 
Ford), 2807 Olive St., has merged 
with Best Lincoln-Mercury, Inc., 
3345 S. Kingshighway. 

The merger was announced by 
Arthur C, Haack, president of Ben- 
der, who bought the Best company 
stock. He also disclosed that Bender 
will move to the larger and more 
modern facilities on S. Kingshigh- 
way. 


Corbitt Sells Ford Deal 
After Half-Century 

AINSWORTH, Neb.—F. A. Cor- 
bitt has sold Corbitt Motors here 
with only two months to go to 
mark his 50th year as a Ford 
dealer. 

Purchasers Douglas Trowbridge 
and Dan Kozicek will operate under 
the name Ainsworth Motors. 


Our Bird Dog Plan 
Will Increase Your Car Sales 
At a Cost of Only 


$29.75 


Also Other Promotion Plans 


LICENSE PLATE HOLDERS 
PENNANTS 


Used Car tags with chains 
Used Car Guarantee Forms 
Collection Letter Systems 
Scotchlite Car Signs 
Many other needed forms for the 
Auto Dealers 
Write for Free Sample Kit 
SANZO SPECIALTIES 


Box 68-A Endicott, New York 
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“The mechanic’s friend 
- works in seconds” 


YOUR JOBBER HAS IT! 
RADIATOR SPECIALTY CO. 


CHARLOTTE, N.C 
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Would Lower Sticker Price .. . 


16 Pct. Car Discount 
‘|Urged by Dealer 


(Continved from Page 3) 


ployes would regain confidence 

and respect for our list prices. 

Salesmen would no longer have 

to quote full list with tongue in 
cheek. 

Complaints regarding tremendous 
depreciation would be greatly re- 
duced. We all know that new-car 
buyers remember only the full list 
price of their tradein when it was 
new. 

I believe most of the deception 
and confusion in advertising would 
be eliminated. 

* * * 

_ average gross profit per 

unit for dealers on the more 
popular low-priced cars is less than 
one-third of the potential gross at 
present list prices. Isn’t it ridic- 
ulous to continue with such an un- 
realistic arrangement in pricing? 

Are success and security depend- 
ent upon the flimsy practice of 
price featherbedding, rather than 
a@ reasonable price cushion? 

Is it necessary to have a price 
pack so a dealer may profit by 
making a tremendous gross on 
the trusting and unsuspecting 
customer who does not feel he 
has to shop every dealer to be 
treated fairly? 

Do we have to depend upon these 
naive buyers to make up for the 
bad deals we accept? Should the 
chiseler, the exaggerator and the 
person who shops in a 40-to-50-mile 
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of a new vehicle. It is quite ob- 
yious that the government’s price- 
sticker order did not bring about 
the desired results, 

I prefer to look upon our present 
jist-price structure as an illusion 
of trying to accomplish the impos- 
sible. Actually, the potential gross 
based on our suggested list is not 
justified by any system of sound 
merchandising. 

Yor- * * * 

F COURSE, there is nothing 

wrong with offering discounts 
on any product. But how great can 
discounts become before the buy- 
ing public becomes confused and 
even bewildered when dealers ‘ad- 
yertise savings of $500 and $1,000 
per vehicle shortly after the birth 
of a new model? 

Our unrealistic suggested poten- 
tial gross profit increased list prices 
to such a ridiculous level that deal- 
ers realized it was foolish to figure 
deals from list price. Consequently, 
most deals are figured from dealer 
invoice, which actually is NOT 
DEALER COST. 

Anyone in this business who 
believes that invoice is dealer 
- cost won’t be around too long. 
; That’s another subject dealers 
better think about. 

I want to make it clear that I am 
not looking for the factory or the 
government to provide financial 
protection. I do not feel it is their 





























Cadillac's Distributor-Dealer Council Meets— 


The 1961 Cadillac Distributor-Dealer Council met at the Cadillac headquarters in Detroit. Council members, front row, from 
left, are N. J. DeSanders, Dallas; H. L. Galles jr., Albuquerque; H. G. Warner, Cadillac general manager, M. K. Brown, San Diego; 
W. F. Roundtree, Shreveport, La.; F. H. Murray, Cadillac general sales manager, and G. M. Tinney, Buffalo. Second row: W. T. 
LaRue, Cadillac assistant general sales manager; G. L. Everbach, Louisville; L. J. Olsen, Gary, Ind.; E. G. Cooke, Sarasota, Fla.; 
M. C. Lynch, LaGrand, Ore.; S. A. Orr, Springfield, Mass., and F. T. Hopkins, Cadillac assistant general sales manager. Third 
row: J. L. Hill, Roanoke, Va.; M. E. Fields, Cadillac assistant general sales manager; V. E. Anderson, Minneapolis; J. R. Adrianse, 
Des Moines, la.; G. R. Stunkard, Tulsa; G. S. Garber jr., Saginaw, Mich., and W. H. Peters, Hackensack, N. J. 


Canada Urged to Tax British Cars 
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responsibility to guarantee me a 
profit or shield me against loss. 
Also, I am not suggesting that a 
change in the pricing structure 
would act like a miracle drug in re- 
moving all the problems of our in- 
dustry. Dealers are living in a 
make-believe world if they think 
that our business will be or could 
be devoid of the everyday prob- 
lems that are part and parcel of 
most retail operations. 
oe * * 


SUBSTANTIAL reduction in 
the dealer discount will be re- 
flected in a much lower retail list 
price. Imagine the impact on the 
nation’s car buyers if every pub- 
lication in the country announced, 
“List price on cars reduced from 
$200 to $600.” 
This will not cost either the deal- 
er or the manufacturer one cent. 
Both the public and our em- 


Gotham Ford Adds 


Sixth Location 


NEW YORK.— Another factory 
retail branch joined the ever-grow- 
ing number of such operations on 
Broadway, when Gotham Ford, 
Inc., the East Coast’s largest Ford 
retail operation, opened its sixth 
location in Manhattan last week. 

The new showroom is at 1910 
Broadway at 54th St. 

Thomas P. Fairweather, presi- 
dent, and Murray M. Kester, vice- 
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T. P. Fairweather M. M. Kester 


president, said that the new sales 
location on Broadway’s ‘“Automo- 
bile Row” is an important step in 
the reorganization of Férd dealer- 


‘ship operations in Manhattan, de- 


signed to improve facilities for the 
sale and service of cars and trucks. 

Fairweather joined Ford Division 
in 1945 and became business man- 
agement manager in the New York 
City district sales office. In 1952, 
he joined a Ford dealership in Lev- 
ittown, L. I., as secretary-treasurer. 

Kester has been a sales execu- 
tive with Ford dealerships for the 
last 20 years, most recently in 
Doylestown and Wilkes Barre, 
Pa. He is the author of a book, 
“Streamlined Selling,’ published in 
1956, dealing with the retail auto- 
mobile business. 











radius be given the best deal? This 


happens every day because the huge 


discounts offered by dealers have 
confused everyone, 

How can a salesman, particularly 
in a metropolitan area, be expected 
to do a healthy job of selling serv- 
ice, confidence, integrity and the 
product when he is probably talk- 
ing to a prospect who has been 


drugged by a mass of deceptive ad-. 
vertising that makes ‘him think he 


can save hundreds of dollars? 
. * * 


ON’T you think it’s normal for 


a prospect to expect another 


$40 or $50, even though you’re down 


to minimum gross, when you have 


given him hundreds of dollars with 
no demands and little coaxing? 

How do you train a salesman to 
SELL when you insist that he quote 
full list and, at the same time, per- 
mit him to look upon 20 percent of 
a full-gross deal as being accept- 
able? 

Reduced list prices, by virtue 
of lower dealer discounts, would 
make it necessary for dealers to 
retain 60 to 80 percent of the 
potential gross. Salesmen would 
be able to quote full list with 
some expectation of getting it and 
without making excuses for a 
loaded price. 

The suggestion of substantially 
lower list prices may be opposed 
violently by some dealers until they 
have thought out the subject thor- 
oughly. 

Opposition also may come from 
dealers and salesmen who depend 
far too much on advertising only 
the dollars they give away instead 
of the product, the service and the 
reliability of both the salesman and 
the dealership. 

a a * 

SN’T it time we realized the im- 

portance of selling, rather than 
spending our time in “out-giving” 
other dealers? 

I suggest an adjustment be 
made in our pricing as quickly 
as possible. I suggest also that 
the dealer discount on new cars 
be set at 16 percent, including 
the holdback. 

This change in pricing will still 
permit dealers to retain a consider- 
ably higher average gross than they 
now experience, Again, I repeat, no 
one will be penalized financially, 
and our products will carry a saner 
price tag. 

It is my opinion that any change 
in pricing will have to come about 
as a result of dealer demand. I 
doubt that the action will be or 
should be instituted by the fac- 
tories. We must ask for it. I am 
sure the factories will cooperate be- 
cause manufacturers and dealers 
have a mutual interest.—SamueEt L. 


MarsHALL, Marshall1-Field Motor 


Co., Cleveland Heights, O. 





OTTAWA.—A 10 percent duty 
on cars and parts imported from 
Great Britain is among the steps 
which Prof. Vincent W. Bladen rec- 
ommends to aid Canada’s auto in- 
dustry. 

Bladen, of the University of 
Toronto, is the one-man Royal 
Commission who has been in- 
vestigating the Canadian automo- 
tive scene. His 110-page report 
was released late in June, the 
same day as the nation’s new 
budget. 


One of Bladen’s recommendations 
was included in the budget — the 
abolition of Canada’s 7% percent 
excise tax on new cars. It will cost 
the government about $66 million a 


year. The remainder of the report 
is being studied by the government. 

In addition to urging an import 
duty on British cars, Bladen sug- 
gested changes in the base for fig- 
uring Canada’s 11 percent sales tax 
and alterations in the regulations 
governing Canadian content of 
cars. 

British cars have not paid an im- 
port duty in Canada since 1932. 
Cars from other nations, including 
those from the United States, are 
assessed a 17% percent duty. 

Last year, 180,000 cars were im- 
ported—96,000 from Great Britain, 
40,000 from West Germany and 
32,000 from the U. S. Imports took 





Chrysler Building Is Its Home .. . 


N. Y. Gets ‘Key’ Simca Deal 


NEW YORK.—Simca’s new “key” 
dealership in the New York area 
—Sim-At Corp.—opened in the 
Chrysler Building with a public 
celebration at which the Simca 
dream car—the Fulgur—was fea- 
tured. 

“Simca sales in the New York 
area and throughout the country 
in June are exceeding those of 
any month since last October,” 
Peter Nunez, general sales man- 
ager, U. S. Simca Sales, Export- 
Import Division, Chrysler Corp., 
told newsmen at a press preview. 


“Within less than 30 days, 
Thomas J. Rezza, president of Sim- 
At Corp., and Norbert Rios, general 
manager, have accomplished a re- 
markable feat in signing up 45 as- 
sociate Simca dealers who will ob- 
tain their cars from the ‘key’ dealer 
and receive service training and 
advertising support from them,” 
Nunez said. 

Sim-At utilizes the Chrysler salon 
in midtown Manhattan as a full- 
time Simca showroom, with cars 
on sale for delivery locally and a 
display of Simca models which can 
be purchased there for delivery 
overseas at factory retail prices, 
Nunez added, 

Service and parts are provided 
by the new dealership in the Chrys- 
ler Products East Side Service 
Center, 323 E. 44th St., where fac- 
tory-trained Simca mechanics are 
available for all service work, he 
said. : 

Rezza announced the appoint- 
ment of the following associate 
dealers in three states: 

New York: Washington Heights 
Motors Corp., Manhattan; Ace 


Auto Sales, Inc., and Riteway Mo- 
tors, Inc., Brooklyn; Bridge Mo- 
tors, Inc., Bronx; Nemet Motors, 
Jamaica; James F.. Waters, Inc., 
Long Island City; Gallub Motors, 
Queens Village. 

Idlewild Motors, Inc., Springfield 
Gardens; Main Sales & Service, 
Inc., Bay Shore; Setauket Foreign 
Motor Sales, East Setauket; Moro 
Motors, Ltd., Hempstead; Stevens 
Simca Sales & Service, Huntington 
Station. 

Grattan’s, Southampton; Mellas 
Motors, Inc., Mount Vernon; Foster 
Auto Corp., Pleasantville; Pilmer 
Motors, Inc., Yonkers; Robert H. 
Baker, Middletown; Gonzales Motor 
Sales, Monticello; Nanuet Dodge, 
Nanuet; Newburgh Park Motors, 
Newburgh; Vallas Motors, Inc., 
Poughkeepsie. 

New Jersey: Bigelow Motors, 
Inc., Belleville; Dilmark Motors, 
Inc., Bloomfield; Norm Schultz Im- 
ported Motor Cars, Inc., Butler; 
Covi Car Imports, Elizabeth; Rezza 
Motors, Inc., Garfield; McCrane 
Auto Co., Hackensack; Stanley Mo- 
tors, Inc., Irvington. 

Parkway Motors of Leonia, 
Inc., Leonia; Barron & Jarmon, 
Inc., Long Branch; Novo Motors, 
Inc., Morristown; Bruno Motors, 
Inc., New Brunswick; R. Lesko 
Imported Cars, Pompton Lakes; 
Sun Motors, Inc., Ridgewood, and 
Vie’s Chrysler Motors, Union 
City. 

ConNEcTicUuT: Blue Ribbon Ga- 
rage, Inc., Bridgeport; Dursi Motor 
Sales, Danbury; Friendly Motor 
Sales, Derby; F. McDonald, Inc., 
East Haven; Hayden Auto Co., Inc., 
Stamford, and Hessel Motor Sales, 
Wallingford. 





about 33 percent of the market 
last year. 

Bladen argued that Canada can 
no longer afford to let British 
cars in duty-free as long as it is 
necessary to provide some form 
of protection for the domestic 
parts manufacturing industry. 
Protection of parts producers, 

the report said, imposes a burden 
on domestic auto makers, who must 
either pay a higher price for parts 
made in Canada or pay a tariff— 
ranging from $20 per car for large 
producers to $85 per car for small 
manufacturers—on parts imported 
from the U. S. 

“It would seem unreasonable,” 
the report said, “to subject the Ca- 
nadian manufacturer, thus bur- 
dened, to free trade.” 

The Bladen report also urged 
that Canada’s sales tax on imported 
cars should be based on the invoice 
price to the Canadian dealer. 

Under the present system, 
much criticized by Canadian auto 
makers, domestic producers pay 
sales tax on dealer invoice, while 
importers pay tax on the manu- 
facturer’s price in the country of 
origin, plus tariff. 

The report said the margin of 
difference in favor of the importers 
ranges from $250 to $500 in the 
amount on which the tax is levied. 

“It is my contention,” Bladen 
said, “that the costs of shipping, 
advertising, handling and other 
charges which are incurred in the 
process of marketing an imported 
vehicle in Canada are an essential 
part of the cost of producing a ve- 
hicle for use in Canada. 

“This portion of the cost of an 
imported vehicle should, therefore, 
be subject to sales tax.” 

He noted that England levies its 
purchase tax on imports on the 
wholesale price in England, while 
the U. S. applies its excise tax on 
the price of the car in condition 
for delivery to the U. S. purchaser. 

The report also suggested that 
the sales tax should be assessed on 
a “national wholesale price,” even 
when an actual wholesale price 
does exist. 

Bladen thought that a 5 per- 
cent discount from dealer invoice 
might be allowed in determining 
the national wholesale price. This 
is because auto makers usually 
deal directly with retailers, thus 
they bear the distribution costs 
that are borne by wholesalers in 
many other industries. 

This change would cut the price 
of a domestic car by about $10, It 
also would be extended to imports, 
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Pontiac on Canadian Warpath 


associated with Pontiac, so we 
stuck.” 

It turned out to be the right 
choice. Since 1956, several Buick 
dealerships have folded and other 


Chevrolet of that year, but different 
body styling, its own motor and 
distinctive trim, 

This formula has continued since. 


“Pontiac started to climb with 


By Gordon McCaffrey 
Staff Correspondent 
TORONTO.—Pontiac is a smash- 
ing success in Canada and George 
Hogan jz., owner of Hogan Pontiac- 










the week, the first customer to 
enter the showroom is asked to 
make a draw. The winner receives 
“the Hogan $100.” Several win- 
ners have allowed their names to 
be used in newspaper advertise- 
ments. 

Hogan says most of his deals are 


made in the east end of Toronto, 
where his showroom is located. 


The dealership operates two used- 
car lots, a body and paint shop and 
a service station in Toronto, and a 
new-car makeready garage near the 
factory in Oshawa. 

Hogan now is buying out his 
father’s interest in the company. 

“I see nothing but growth for the 
auto industry,” he says. “Cars are 










GMC here, is prospering, too. 

Pontiac is the talk of the Ca- 
nadian auto world this year, rank- 
ing No. 2 in sales and closing 
fast on Chevrolet, 

But Pontiac does stand first in 
sales in Metropolitan Toronto, 
where Hogan boasts his dealership 
is the largest Pontiac outlet in 
Canada—with apparently no argu- 


dian market,” says Hogan. , 


more than the Ford Galaxie. 


this combination of American. jazz 
and lower price to- suit the Cana- 


“The present top-priced model 
(the Parisienne) is about $60 more 
than the Chevrolet Impala and $80 


“It has the appearance of the 
bigger American Pontiac, but sells 








medium-priced cars have ended in| “We're glad to hear from out-of-| a basic part of Canadian life.” 


the production scrap heap. 
_ Hogan says of Pontiac: “We had 
some ‘dandies’ before World War, 
II, but in the last few years we 
haven’t had a poor model. This has 
built up what is probably the best 
resale value for our car.” 

When GM split its Toronto Pon- 
tiac-Buick franchises, it had to find |: 
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ment from rival dealers. for $1,000 less.” new Pontiac dealers. rT 
Last year, his 25 salesmen revved Hogan and his father, George sr., These were all young, hungry h 
up sales to a whopping $14 mil-| who founded the dealership 31 years|} merchandisers. They went for big B 
lion. ago, made a crucial] decision in 1956.| yolume at low markups. . 
Since the end of World War Il,| That year GM split up its two-| “Quite often a Pontiac dealer can 8 
Pontiac’s gains in the Canadian/car Toronto franchises: Pontiac-| take a deal from a Chevy dealer, ee Aicniderrndatnes EE eens Sctiaiattngl : 
market have been spectacular. In| Buick dealers had to choose be-| even though Chevy has a price ad- eae bie a ca ae 
1946, Chevrolet outsold Pontiac al-| tween Buick or Pontiac, and Chev-| vantage to start with,” says Hogan. 1,160 wae sare and. 1.000 ced soem pee | 
most four to ee See | ier eh rolet-Oldsmobile dealers likewise. But he feels that many Toronto year—mostly retail. Age 30 to 45, must : 
By 1955, Pontiac had halv e “ Pontiac- | C@% buyers put Pontiac ahead of ave thorough background in used-car b 
ratio, selling 31,000 cars against aomar me ee a, fee its sister car because they’re will- TRU CK SALES chuay te taiae and areas wen it 
Chevrolet’s 62,800. At that time, eve ing to pay a little more for the Preferably college background, good hab- ¥ 
rybody was bet- ; 4 fi 

But in 1960, when Canadians ting on a o elium-price car— fancier trim. MANAGER tc tee tan ek cee is Ao Fn ul 






bought 81,500 Chevrolets, sales 
for Pontiac totalled 73,500 (42 
percent of all production of Gen- 


Hogan makes no bones why he 
is in the car business, “I like the 
money,” he says. “I’m finding it 


Buick, Oldsmobile, Mercury, De- 
Soto. But we had always been 





LIGHT TRUCK SPECIALIST 
ACCUSTOMED TO HANDLING 






with ability to advance, Income com- 
mensurate with ability to produce, Box 
2626, c/o Automotive News, Detroit 7. 


FORD PARTS COUNTERMAN—Fast, ac- 


eral Motors of Canada). Pontiac 
and Chevrolet together last year 
accounted for nearly half of total 
Canadian auto output. 
Says George Hogan: 


change came in 1941 when GM 
brought out a strictly Canadian 
Pontiac. Until then, it was a modi- 
fied version of the American car 
of the same name. But it was too 


expensive for Canada.” 


It had the same wheelbase as the 












Montgomery Ward 
“The big In F TC Order 


WASHINGTON. — Montgomery 
Ward & Co., Chicago, is prohibited 
by a consent order approved by the 
Federal Trade Commission from 
making deceptive pricing and sav- 
ings claims for its automobile tires 
and automotive parts and accesso- 


very profitable.” 

He also says it helps to like cars 
and be able to make fast shifts in 
merchandising policy as the market 
changes. 

He adds: “We like our salesmen 
to be colorful, but no flummy- 
dummy stuff. By that I mean mix- 
ing up the figures to fool the cus- 
tomers.” 

Hogan was executive assistant to 
John Diefenbaker before the latter 






curate, experienced. $450 per month plus 
incentive and benefits. Parts volume 
$20,000 a month. Will wait for top 
quality man. Bishop Ford, Santa Rosa, 
California, ‘‘the city designed for living.’’ 


SALES FORCE 


Excellent pay plan. Starting salary 
commensurate with ability and experi- 
ence plus override on all station wag- 
ons, trucks. suburbans. 













Ford or Chevrolet experience pre- 
ferred, but not necessary—Unlimited 
earning and advancement opportunity. 


JIM MC GLONE 
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DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING RAMBLER, 
complete shop, parts and office equip- 
ment. In business almost 17 years. Coun- 
ty seat, large agricultural county as well 
as industrial, In the midst of TVA and 
fast-growing industrial area of South, 
located in county seat and trade area of 
about 250,000. No money necessary, Ex- 
cellent building and ‘ised-car lot, For 
details write Box 2622, c/o Automotive 


POSITIONS WANTED 

SALES MANAGER —Connection with deal- 
ership. Fast closer top of table, More 
profit, sales, less manpower. Best refer- 
ences. Top with Nash, Rambler and Olds- 
mobile. Write Box 2630, c/o Automotive 
News, Detroit 7. 

RELIABLE AND AMBITIOUS family man, 
good educational background (senior 
matriculation in Germany), nine years’ 
Volkswagen experience (Canada) in busi- 





ness management, sales and service|_ News, Detroit 7. 
(Mech. Lic. A), interested in a responsi-| GARAGE—formerly Ford dealership lo- 


cated in Indiana Calumet area. Owner 
deceased, Will sacrifice, Running busi- 
ness in auto repairs and service, Includes 
one acre of land, building 86’ x 94’, five- 
room modern apartment upstairs, gas 
heat, Complete shop equipment and parts 
inventory. All for only $25,000. Box 
2623, c/o Automotive News, Detroit 7. 


ple position in the VW Organization. Box 
2631, c/o Automotive News, Detroit 7. 


SERVICE MANAGER—15 years’ experi- 


ence in GM cars and trucks, age 35, 
married, can furnish excellent references. 
Presently employed as service manager 
at Chevrolet, Buick, Pontiac dealership. 
Would prefer Midwest or Southern loca- 


tion. Box 2627, c/o Automotive News,| , DEALERSHIPS WANTED 
_ Detroit 7, __|§||#|#.|#|« |§ __________|XPERIENCED VW MAN seeks author- 
GENERAL MANAGER — SALES MAN- ized Volkswagen agency or opportunity 
AGER, ‘‘Big Three’’ experience plus Mo- to buy half interest, Factory approval 


assured—cash waiting—excellent refer- 
ences. Box 2587, c/o Automotive News, 
Detroit 7. 


WANTED PACIFIC NORTHWEST, Would 
prefer G.M. dealership with new car 
potential of 250, Presently a G.M. dealer 
in Alberta, Canada and would like to 
move to United States. Please reply to 
Box 2602, c/o Automotive News, De- 
troit 7. 


BUSINESS OPPORTUNITIES 


REPRESENTATIVE now calling on new 
car dealers in metropolitan Los Angeles 
area wanted to add complete line of 
quality business cards to present related 
items. Person selected would also take 
over’ present customers in this area, If 
interested, write listing related items 
now handled, extent and frequency of 
area now covered, Dealer references de- 
sirable. Box 2629, c/o Automotive News, 
Detroit 7. 


tors Holding dealer management, Good 
organizer and closer, proven background, 
Factory references. Box 2620, c/o Auto- 
motive News, Detroit 7. 

ACCOUNTANT - BUSINESS MANAGER, 
having heavy business management ex- 
perience with large Chevrolet—Ford deal- 
ers. Thoroughly familiar with both ac- 
counting systems. Can control and as- 
sist in reduction of expense and operate 
an efficient office, Box 2621, c/o Auto- 
motive News, Detroit 7. 


AUTO AIR CONDITIONING TECHNI- 
CIAN, five years’ experience New York 
area, Familiar with all phases: Sales, 
training and trouble shooting. Presently 
half owner in giant car cooling center 
in New York City. Desire new location 
where I can serve my future employer 
for a longer season than New York has 
to offer. I am not seeking a job, but a 
career with a reputable company. Avail- 
abel immediately, age 30, married. 
Write: Norman Gold, 1855 Monroe Ave., 
New York City 57, N. Y. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING DODGE, Long 
Island, New York region. No real estate 











A BANK FINANCE PLAN 
FOR EUROPEAN DELIVERIES 


to buy, just inventory and equipment. OF AUTOMOBILES TO 
Established for many years. Box 2575, 
c/o Automotive News, Detroit 7. U. S. TOURISTS OR MILITARY 
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PARTS FOR SALE 


LLOYD PARTS for all models, Complete 
stock, Fast service, Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida, JA 2-7491. 








LLOYD PARTS—complete stock, Prompt 
shipment, Green County Motors, Cats- 
kill, New York, Phone: 2000. 


NSU PRINZ and SPORT PRINZ PARTS 
and accessories. Contact nearest distribu- 
tor or national parts center: Ludwig 

Motor Corp., 421 E. 9ist St., New York 

28. TRafalgar 6-7010 (sole U. S. Im- 

porter for NSU cars and parts: Trans- 

continental Motors, Inc., 230 Park Ave., 

New York 17. MUrray Hill 9-2710), 


CHEVROLET BODY JOB “‘tied up’’ for 
lack of a critical panel or reinforce- 
ment? Try Bill White Chevrolet, Tulsa. 
ao inventory perpetually control- 
led. 




























Service Personnel 
$500 Reward 


For the return of or information leading 
to the recovery and return of a 1961 GMC 
Model LA6012 truck with 16-ft. aluminum 
body, serial No. N2001H. Cab painted red 
with name “Alex Washington” on door. 
Last known registration No. New Jersey 
XNG 226. Last seen Baltimore, Maryland. 
Report information to: 





PARTS WANTED 


WANTED: New Lincoln Zephyr fordor 
parts, Right and left headlight doors; 
one center front grille strip; rear fender 
shields. Schneeg Motors, Ottoville, Ohio. 


ATTENTION 
BUICK DEALERS! 


will ony, full lot of obsolete parts (1950 
down) ave your parts man contact me. 


Sidney Aberman, 1210 — Bivd., 
Pittsburgh, P 




















R. J. ROSSI BUSES FOR SALE 
1775 Broadway, New York 19, N. Y. 
Circle 7-7475 SCHOOL BUSES 


150 — USED 
Ford, Chev., Dodge, Int'l., GMC 
1955-1961 — Capacity 54-66 


Good Mecenctenty — Clean Bodies 
Good Paint — Tires 


From $1,200 up, Terms 





CARS FOR SALE 


IMPORTANT NOTICE 





SNS 








































MISCELLANEOUS 


WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


@ 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL “V" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


* 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 

FOR SMOOTH & SAFE 
TOWING. 
* 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


* 
THE SUPERIOR 
BLUE CHIP 


DEALERSHIP AVAILABLE IN fastest 
growing town in Georgia. Excellent 
building on lease, Well located on auto- 
motive row, Potential 100 cars a month, 
Write Box 2600, ¢/o Automotive News, 


Write to: 
Atlantic Fiscal Corporation 
375 Park Avenue 


Dealers are cautioned that before 
purchasing any import automobiles 


or trucks, they should be sure to 
check the seller as to what, if any, 


Immediate Delivery 


COUNTY SCHOOL SERVICE, INC. 
23 South St., are Conn. 
J. Egan — Tel: Pl 3-44. 







TOW PILOT 


With Lubricated Automatic Brake 


Detroit 7. 

DEALERSHIP NOW HANDLING CHEV- 
ROLET, Rent free for 90 days, 235 
planning potential in North Georgia, Re- 
quires $45,000. Box 2601, c/o Automotive 
News, Detroit 7. 


SOUTHERN CALIFORNIA, now handling 
Ford in low overhead metropolitan Los 
Angeles market. Seven to eight hundred 
car, truck potential with excellent used 
car possibilities, Modern compact facili- 
ties for sales and service with favorable 
leases. Area has tremendous growth po- 


New York 22, N. Y. 











DEALER SERVICES 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


tential. Factory approval a must. Reply 

Box 2597, c/o Automotive News, De-| Furniture—Equi Tools 

troit 7. For Buy/Sell Agreements, Annual Fiscal 
DEALERSHIP NOW HANDLING FORD Reports, Tax, Banking and Insurance 


on Route 66 in Northern Arizona, Grow- 
ing community, three new industries 
moving in. Dealership is being operated 
from distance. Sales are good and so is 
profit, but dealer has other full time 
sales and lease companies which require 
his full attention. Box 2599, c/o Auto- 
motive News, Detroit 7. 


Write for free 
“Hidden Earning Power" booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WEbster 








FOR SALE: 150 car dealership handling c ts! 
Ford, one of Indiana’s best, Owner in 
bad health. For Sale: Indiana’s finest 1961 Auto Osts: 
Marina, net return in 1960, 46,000. . 
Price buildings, equipment, Scenes Discover how much your Deal's cars really 


cost. The -book, "AUTO COSTS," gives you 
the factory invoice prices of all 1961 American 
cars, 25 foreign cars, 4 American trucks, and 
all their: equipment. Used by dealers and 
banks nationwide. Order your ‘6! edition 
today for only $10—three year subscription $18 
(including all supplements). 


home, etc. $165,000. Earl Jennings, Real- 
tor, Monticello, Indiana, 


FOR SALE: 50% interest and stock in 
established dealership handling Rambler, 
located within 75 miles of New York 
City. Real estate, including modern build- 
ing and equipment. Must be working 


partner. Wonderful opportunity. Box 
2632, c/o Automotive News, Detroit 7. AUTO COSTS, Spencer Publishing Company, 
DEALERSHIP HANDLING OLDSMOBILE Liberty, N. Y. 


in the Midwest, 600 Olds planning poten- 
tial and limited import sales. Lease mod- 
ern facilities in a growth area; purchase 
minimum inventories and equipment. 
Dealership has excellent fixed coverage, 
is profitable, and has great growth pos- 
sibilities. All replies will be confidential. 
Box 2633, c/o Automotive News, De- 
troit 7. 


DEALERSHIP NOW HANDLING DODGE 
in Northern Ohio. Good location on busy 
highway. Old established going business. 
Will lease buildings, Owner wishes to 
retire. Apply Box 2614, c/o Automotive 
News, Detroit 7. 


NOW HANDLING CHEVROLET, OLDS- 
MOBILE, WILLYS, Northern Idaho. 100 
planning potential. High absorption, low 
overhead, no unions, weak competition. 
$35,000 invested nets $20,000-$30,000 
every year. If you'll throw away your 
white shirts, mangle the King’s English, 
carry straw in your ears, and hunt and 
fish every day, you'll make a potfull, I 
did and I’m moving up! Write Box 2615, 
c/o Automotive News, Detroit 7. 


DEALER NOW HANDLING VOLKSWAG- 
EN will sell part of business to individ- 
ual who will assume the position of gen- 
eral manager. Auto management experi- 
ence necessary. Located in the South. 
Write to Box 2616, c/o Automotive 
News, Detroit 7. 


FLORIDA DEALERSHIP IN central part 
of state, now handling Plymouth, Val- 
lant and Fiat, Good building and used 
car lot. No used cars or receivables to 
buy. Will sell at inventory. Some terms 
if needed. Box 2617, c/o Automotive 
News, Detroit 7. 

100 CAR DEALERSHIP NOW HANDLING 
RAMBLER, good location in Northern 
New England, for inventory and equip- 
ment, Inventory 15% below cost, equip- 
Ment 50% replacement cost, Favorable 
lease on real estate. Box 2618, c/o Auto- 
motive News, Detroit 7. 


BE OUR GUEST 


Free copies of Detroit's most valued news- 
letters from Box 4812, Detroit 19. Trade letter- 
head or business card requests only. 


SALES MEETING: A completely fresh program 
for your sales meetings, airmailed weekly. 
Inspires salesmen, saves management time. 


DETROIT SALES NEWSLETTER: Import and 
domestic forecasts with behind the scenes 


news for profitable management decisions. 
Mail your business card today! 
Box 4812, Detroit 19, Michigan 





Auto Bluebook 
for 
1961 & 1962 


Gives you the wholesale costs 
of all Autos and Accessories 
in one 96 page book. 
Sent to you Quarterly 

for only ° 





Why pay $25-$50 for this same 
information. 
Keeps you up to date all year long. 


PLUS USED CAR VALUES 
nd a Gold Mine of Selling Help 





AUTO DEALERSHIP 


Established 15 years, handling Chrysler line, 
ideal location in Chicago, Illinois. Operat- 
ing, completely equipped and manned, 65 
Personnel. Annual gross five million—never in 
the red. Always profitable and a real money- 
maker. Real opportunity for proper group. 
Owners desire to retire. Only interested 
ee Box 2592, c/o Automotive News, De- 
roit 


a ne tn ne Rt 


Enclosed is [7] Check 
MONEY BACK GUARANTEED 
Mail to: AUTO BLUE BOOK 

161 Tehama, San Francisco 3, Calif. 








excise taxes and duties have not 
been paid on the vehicles. 








































SHOP EQUIPMENT FOR SALE 


SUN GENERATOR REGULATOR TEST- 
ER, GRT-1-1308. Excellent condition. 
Sacrifice $450. Lincoln Way Motors, 
Massillon, Ohio. TE 2-5047, 


ACCESSORIES FOR SALE 


BRAND NEW 1959 GENUINE CHEVRO- 
LET cool pack air conditioner for 283 en- 
gine, $195 or best offer, Great Bay 
Chevrolet, Newmarket, N, H. 


ANTIQUE, CLASSIC CARS FOR SALE 
1919 ESSEX ROADSTER, 4-cylinder 
Needs little work. We have lots of extra 


parts, Ronald Tenery, 5049 E, 3rd St., 
Tucson, Arizona. 


AUCTION SCHOOLS 


LEARN AUCTIONEERING, Nationally 
recognized diploma. Free catalog! Mis- 
souri Auction School, Box 8466-P3, Kan- 
sas City 14, Missouri, 


MAILING LISTS 


DEALERS MAILING LIST—Ford, Chevro- 
let, Plymouth, Dodge, Chrysler, Oldsmo- 
bile, Pontiac, Buick, Mercury, Stude- 
baker, etc. Complete national list. July, 
1961 checked, On addressed labels, 35M, 
$15 per M. Box 2625, c/o Automotive 
News, Detroit 7. 


PERSONAL 


ATTENTION DANIEL FINGERHUTT. 
Please get in touch with me, at once. 
Dick Russell. 


MUST LOCATE LOWELL D. ‘‘BUD” 
DAUGHERTY, contract driver and used 
car buyer. Has been in Denver and Salt 
Lake City, could be anywhere. This is 
an urgent matter. All replies kept in 
strictest confidence. Address replies to 
Box =~ c/o Automotive News, De- 
troit 7. 


LEASING COMPANIES WANTED 





FOR SALE: 1955 CHEVROLET, 12 pas- 
senger limousine, If interested please 
contact Arrow Chevrolet Co., 601 E. 
Superior St., Duluth, Minn, Phone RA. 
2-6343. 























Ample Supply of 


CLEAN 
USED 
CARS 


1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 





























x FLASH x 


1960 FORD EX-TAXIS 


6 cyl.—Aut. Transm. 
Tires Included 


Full Price $395. 


1959 FORD EX-TAXIS 
6 cyl.—Std. Transm. 
Tires Included 
Full Price $285. 


Prices F.O.B. 
New York City 
Write or Phone 
ELMONT AUTO SALES 


P. O. Box 32, Lung Beach, N. Y. 
Phone: GE 2-9036 


WANT TO PURCHASE 
LEASING COMPANIES 


New York Area 
Replies held in confidence. 


KONNER RENTALS CORP. 


375 GREAT NECK RD. 
GREAT NECK, N. Y. 












TO... 
CARS WANTED 


CADILLAC LIMOUSINES and hearses — 





sharp, late models only, Franz Ridgway, 
BE 4-6611, 2836 N, E, Sandy, Portland os 
12, Oregon. Cecccccceccensece 


‘““WANTED’’ GOOD CLEAN USED ’58-’59- 
’60 Renaults and 403 or 404 Peugeots. 
Must be in excellent condition. We will 
buy 5 or 500. Phone MA, 4-4424, Mr. 
Dees, vice-president, Renault Motorama, 
Tucson, Arizona. 





Car Dealer [) 


SEE PAGE 24 ee 


for the nation's 
TOP AUTO AUCTIONS 


Insurance [] 


proton = 





New Subscription Order} 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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and Brake Cable 
Dealers’ List Price, F.O.B. Factory. . .$69.80 


Dealers’ 25% Discount .......... 17.45 
pam wig 2 Lases $52.35 
Adapter Genes Fed. Tax. Inc. 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.O.B. Factory ................ $59.80 
Dealers’ 25% Discount .............-.-:s000 14.95 
Dealers’ Net with 4 

Standard plus 2 Large $44.85 
Adapter Clamps Fed. Tax. Inc. 


"ON THE BALL” 


TOW PILOT 


with *Cadalloy Steel aw Coupler 
Dealers’ List F.0.B. Factory .. 





Dealers’ 25% Discount ........ Bescostieans . 12.75 
Dealers’ *plvs 2 Lorge $38.25 
Adapter Clamps Fed. Tax. Inc. 


Substantial Discounts 


To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Industry 

since 1939" i 
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The specialized big models 
INTERNATIONAL” 


FROM 79,507 LB. GVW AND UP, INTERNA TIONAL IS IN A CLASS BY /TSELF FOR 
SINGLE AXLES, TANDEM AXLES, DIESELS, GASOLINE ENG/NES, CAB DESIGNS, CHASSIS... 


You can go after any heavy-duty truck contract in your 
sales territory with what INTERNATIONAL offers you. “Mr. 
INTERNATIONAL” puts the longest and strongest line in 
the industry behind you. And in today’s market, you need 
the right truck for every general use as well as for every 
specialized application. 

Proof of the wisdom of doing business with “Mr. INTER- 


“Best deal in the truck business... 





NATIONAL” lies in the remarkable sales records chalked 
up by INTERNATIONAL Dealers and Branches. They have 
led the industry in 6-wheeler sales for 26 straight years. 

For information on available franchises in your area 
write: Divisional Sales Manager, Motor Truck Division, 
International Harvester Company, 180 North Michigan 
Avenue, Chicago 1, Illinois. 





INTERN ATIONAL TRUCKS Hi 




















ie a * ‘ be 
A 
‘ x : A 
F A . 
es Fi 
ee a . ba Y ih a 4 
4 Ry $ 
o hs - - i 
- 2 
: ri a 
o . g Pt ‘ . 
“ ae a ei 
. . oT 
G 5 
$ F r 
o ¥ a 
& i wr 
fl . : pe 
P fe ci s i. v 
‘ Fs P i 
* : ; 8 z bi : eel 
oe . 
P * fh rey ks 
z * a o 
: és 5 4 
a . 7 s : rs . ‘ 
ra 5 j ; ek ' : 
eh F. Pate " . - . * a * z Pt P os * ig "i F . 
: : . re si E e 
a + “a i F r 
t e A 2 bs x , ~ ° 
3 ‘ fi 2 
Ps e ¥ s o « x 
‘ i. 
. rs ' + . 2 
o * , 
en i * . F 
" 5 ‘ _ 
: : , A : 5 r * . 
. by . 7 « » i * fs ee . a a 5 
oF » 4 id % t 
a if o 5 ‘4 Fs 
f S ae . 3 
p " a F , ‘ y cw " i So ciaeae : * * 
a F ” - * . = 
s - 5 c ; e . 
r a 
; 5 « 





